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You're “out front” — 
2 ways with the 
“R-Z-U” Junior boiler 






OAL PATENTED 
TACUUM BREAKER 








if SE RVICE There’s never any weinie setting the 


R-Z-U Junior because all the essential controls and access doors are 
on the front panel. That means you can butt it up against any wall 
where space conditions are at a premium. And it means quick and 
easy service calls...no shuttling from front to rear, no squeezing 
into cramped spaces... you do all inspection and cleaning from 


one spot. 


a Mocs lw SALES Ideally sized for the larger 


private home, small apartment and many commercial buildings, 
the R-Z-U Junior Boiler wins commendation from all users. for 
its exceptional performance. Its high quality steel construction, cor- 
rectly sized and shaped firebox and fast, free water circulation, 
combine to produce a life-time of efficient service. The Fitzgibbons 
TANKSAVER*"” supplies ample quantities of domestic hot water. 





Send for descriptive literature. Fitzgibbons 
Boiler Company, Inc., 101 Park Avenue, 
New York, N. Y. Address Dept. DE-12. 





JOSEP 


THE FITZGIGBONS BOILER 
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BETTER CHECK UP BEFORE THE FREEZE-UP 


Now's THE TIME TO INSTALL 





FROST-PROOF CLOSETS & HYDRANTS 





OVER TOP FLUSH 





''Frost-Proof’’ Closets 


Cold winter months call for VOGEL ‘Frost-Proof’’ closets 
on farms, in rural homes and buildings, service stations, 


+ pd garages, warehouses, mills and factories. | 


VACUUM BREAKER 






Protect your customers from inconvenience, costly 
repairs and replacements, by installing 
VOGEL “Frost-Proof” closets now. 


BALL CHECK WASTE | 


NOT ONE HAS EVER FROZEN! 



















ng the 
ors are | 
re 
y wall Frost-Proof’’ Hydrants | 
*k and | 
. Install VOGEL ‘“Frost-Proof” Hydrants. Thus, 
eezing Z a 
f you will eliminate your customers’ worry about 
pn fire hazards on farms, in garages, service 
stations, green houses, etc. | 
i 
larger They provide complete fire protection by assuring eae HI 
; free-running water when and where you want it... + hey alte 
dings, even in cold winter months. never fools them. When 
wins : ca weigh. pence 
they know the water is 
a NOT ONE HAS EVER FROZEN! See ee 
at : sitively shut off wi 
— rs 2 " Semenaribeeen 
bbons Precision engineered of finest quality materials and is sure to freeze 
water. to give lasting trouble-free operation. pore 
Hydrants and Outfits are also furnished i 
without Ball Check Waste. | 
VOGEL |) 
DEPENDABLE — ECONOMICAL— PROFITABLE HYORANT | § 





JOSEPH A. VOGEL CO., WILMINGTON 99, DEL. 
Sold only through wholesalers of Plumbing Supplies 


a. 
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NEW HOME OFFICE AND RESEARCH LABORATORY 
THE SPRINGS COTTON MILLS, Ft. Mill, South Carolina 





ROBERT & COMPANY 
ASSOCIATES 
architect-engineer 








GEORGE A. FULLER CO. 
general contractor 


STANDARD ENGINEERING 
COMPANY, INC. 
plumbing contractor 


CRANE Co. 
plumbing wholesaler 





SURPRISES 


EVERYWHERE 
AND EFFICIENCY THROUGHOUT 


ference table, topped by a section of the parquet 
floor, rises and joins the president’s desk when a 


(Left) President Elliott Springs’ unique desk is equipped with a control panel 
which actuates doors, draperies, dictating machines and other services. 

(Right) The same office with directors’ table electrically raised to same level as 
president’s desk. Above the inverted angle windows is a 120 ft. mural of the 
area through which the company’s railroad operates. 


e For more than 20 years surprise has followed 
surprise in the operations of The Springs Cotton 











Mills, and the designing and furnishing of its new 
office building was no exception. Following are 
some of the surprises which 15,000 people saw 
during opening days. The walls are suspended from 
the roof instead of supporting it. Each floor ex- 
tends beyond the one below it. Windows are almost 


push button is pressed. Much of the office furni- 
ture was partially made of discarded parts of mill 
equipment. Coupled with the innovations at Spring- 
maid Headquarters are building products of recog- 
nized superiority, such as sLoan Flush vAtves, 
famous for efficiency, durability and economy. 








Their selection is added evidence of preference 
that explains why... 


invisible, being set at a 45 degree angle to permit 
maximum light and minimum sunray heat. A con- 


mies senae Sheek VALVES 


are sold than all other makes combined 







SLOAN VALVE COMPANY * CHICAGO: ILLINOIS— (——=> 


Another achievement in efficiency, endurance and econ- 
omy is the sLoan Act-O-Matic shower HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


Write for completely descriptive folder 
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Craft 


finest in modern 
shower cabinet design 


at Pe 
<* %% 





How fine can a shower cabinet be? Men 
who know, in every section of the 
country, tell us that for ease of installation, 
quality construction, streamlined 

styling, outstanding workmanship, Craft 
Shower Cabinets are far and away the 
foremost in the field. And they all agree 
they’re as easy and profitable to sell 

as they are handsome to look at. 
Example: The Craft-Cut with rounded 
corners, enclosed canopy, overhead 
light — for every type of installation, 

in homes of every size. All Craft Showers 
carry a Special Guarantee. Models for 

: every type of installation. 


The Craft Shower Cabinet 
Catalog opens the door to 
bigger sales, higher profits, 
faster turnover. Your copy 

is ready for mailing— write! 





CUTLER METAL PRODUCTS CO. 
1025 LINE STREET, CAMDEN 3, NEW JERSEY 


SPECIFY CRAFT—IT’S A WHALE OF A STALL SHOWER 


aera are 








Sones 
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GuSrem 


Fully erected, 
pre-wired, 





package. Ready 
to set in place 
and connect 


Aldrich GULF STREAM 
offers Value that’s profitable 
to sell... practical to buy 


® Five sizes with SBI ratings from 440 
to 1120 sq. ft. of water radiation. 


® Multiple five tubes baffled for maxi- 
mum heat extraction. 


® Aldrich burners coordinated to Gulf 
Stream boilers. 


® For inspection and maintenance, 
readily removable top jacket, large 
opening to combustion chamber. 


® Minimum temperature change re- 
gardless of firing conditions. 


® Designed for standardized produce 
tion; to meet ASME code. 


® Burners U.L. listed. 


Easier to SELL ® INSTALL ® SERVICE 





ALD RIGH....... 








ANOTHER 


BREEZE 
MAR K 





A SUBSIDIARY 





BEAT-DAK 
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EASY 


SELL. 








...when Selling gets HARDER! 
~~  -— 


ALDRICH 
Galt SHER en 


Home building is leveling off — and competition for heating 
plant installations is keener. Now you will have a better 
chance of getting your share if you feature the new Aldrich 
GULF STREAM Boiler-Burner. Here’s why: 

The GULF STREAM was developed to meet the needs of the 
small home owner. In a single compact, gp unit it 
furnishes economical hot water heat and instant domestic 
hot water supply...on a single fuel supply... oil or gas. 
Five separate sizes give you exactly the right unit for every 
need and every budget. SBI net ratings from 440 to 1120 
sq. ft. of water radiation. All meet the ASME code. 

Simple and ruggedly built, the GULF STREAM line is 
easy to install, efficient and dependable. Automatic controls, 
all easily accessible. The Aldrich GULF STREAM will close 
more sales for you when people compare, consider and 
demand MORE for every heating dollar invested. Write for 
the money-making details. 








GULF STREAM STANDARD HOT WATER HEATER 
Internally galvanized 
high delivery heaters 
in 5 sizes with output 
from 100 to 255 GPH 
at 100° rise. Instant, 
directly heated, steady 
supply of hot water for 
larger homes, motels, 

d commercial instal- 
lations. 


Shipped fully erected with 
complete automatic con- 


trols: stack switch, ther- 
mostat and limit control. 





113 Williams Street, Wyoming, Illinois 


OF BREEZE CORPORATIONS, INC 
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RADIANT HOT WATER HEATING 
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ALL BRASS 


Q- THRUSH SUPPLY MANIFOLD 


®- THRUSH BALANCING RETURN 
MANIFOLD 


A Typical Installation 


Save Space, Time and Labor 


THRUSH MANIFOLDS THRUSH BALANCING VALVES 
























Installing radiant coils is easier with Thrush 
Manifolds. They save time, space and fittings. 
Available in 1” and 1%” sizes, each with two, 
three or four ¥e" or V2" threaded branch outlets. 
Ends have solder connections. Thrush Manifolds 
are used in both supply and return lines. 


NAME 





for better balanced heating * 


H. A. THRUSH & COMPANY 


H. A. THRUSH & COMPANY « DEPT. A-12 * PERU, IND. 
Please send us illustrated bulletin on Thrush Manifolds and Balancing Valves. 


ADDRESS 


it is easy to balance radiant coils with these 
valves in the Manifolds. They permit the indi- 
vidual filling of each coil and save time. Air is 
eliminated quickly and completely. Positive shut- 
off. Flared fittings for %” and 2” tubing. See 
your wholesaler or use the coupon below. 






Thrush 


Balancing 


Valve 









city 


STATE 
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Hew Improved Coating Adds Years of Service! 


When you sell or install the Master Septic Tank » tion of a special bituminous emulsion coating on all 
you can give your customers positive assurance of inside surfaces subject to the corrosive action of 
longer and more satisfactory service because... sewage acids. 


The horizontal design of the Master Tank per- 
mits a longer flow within the tank for more 
complete settling out and digestion of solids. This 
assures a clearer effluent for final disposal into the 

Built of 14-gauge steel with all seams electrically ground. Correctly baffled intake and outlet openings 
welded, the Master Tank is dipped in hot mineral reduce the possibility of clogging. Available in 300, 
asphalt to provide a heavy, corrosion-resistant coat- 500 and 600 gallon capacities. Ask your plumbing 
ing inside and out. It is then given the extra protec- wholesaler for complete information—today. 


San-Equip Master Septic Tanks are guaranteed 
against failure due to corrosion or structural 
failure for 20 years after date of installation! 


Note: Master Tanks of 500 gallons and larger comply with all requirements of Commercial Standard 
177-51—as accepted by F.H.A., Veterans Administration and U. S. Public Health Service. 


America’s: Leading Maniifactinar al 


SED! FC|LALLD Sees ee seers 
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would if cost 


TO CARRY YOUR OWN 
PIPING SUPPLIES/ 
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. @ Very briefly, the answer is: “Too Much!” need ... plus the fittings, valves, fixtures, controls, 
asi You probably do, and should, carry sufficient tools . . . everything for a complete plumbing, 
heating, refrigeration, air conditioning, process 


n : ; 
of supplies for the every-day run of small jobs. ae — 
and industrial piping, or other piping job. 


But to carry everything you might need for six, 


or even three months would freeze a lot of your He delivers in a hurry, whether it’s just a few 


per- : : 
nore working capital—would require a lot of ware- lengths or a truckload. You get just the supplies you 
This house space. need, when you need them. And you save floor 

space. You save insurance. You save handling costs. 
) the That’s why it makes sense to let your Republic P ad 
lings Steel Pipe distributor carry your inventory. He It’s profitable to know your Republic Pipe Distrib- 
300, carries a full line of steel pipe in all the sizes you utor. A phone call is all it takes to get acquainted. 
bing 


Easy to bend, thread, and 
close coil 

Easy to weld by all methods 

Uniformly ductile 


sa tat STEEL PIPE 


Economical uniform lengths, 
extra long lengths 
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Water Heater Sales Up 

For the past 16 months ship- 
ments of automatic gas water heat- 
ers have exceeded those of the 
corresponding month in the previ- 
ous year, The Gas Appliance Man- 
ufacturers Assn. told Domestic 
ENGINEERING last month. 

September shipments were 177, 
590 units to increase the total for 
the first nine months of 1953 to 
1,649,500, a 19.6 percent rise over 
the same period last year. Edward 
R. Martin, GAMA’s director of 
marketing and statistics, said the 
September estimate compares with 
171,200 units shipped during the 
same month of 1952 which in- 
creased last year’s total shipments 
to 1,379,400. 


What's This? 

Will wonders never cease? 

Clarence Tay, general manager 
of branches for Admiral Corpora- 
tion, expressed that thought last 
month upon receiving the following 
telegram from the company’s rep- 
resentative in Anchorage, Alaska: 

SHIP VIA AIR MAIL FREIGHT 
IMMEDIATELY ONE-TON AIR 
CONDITIONER. CUSTOMER 
WILL PAY CHARGES. 

The temperature that day in 
Anchorage, according to the U. S. 
Weather Bureau, was 4 above zero. 
All a fellow had to do to cool off 
was to open a window. 

Nevertheless, the unit was sent 
on its way to Alaska aboard a Fly- 
ing Tigers plane. 


A 10-Year Forecast 

Continued improvement in the 
American standard of living, com- 
fort and health is foreseen by John 
E. Haines, vice president of Min- 
neapolis-Honeywell Regulator 
Company. Haines says more ade- 


quate housing will be provided over 
the next 10 years with more than 
1,100,000 starts predicted for 1963. 

Automatic central heating for 
homes will reach 2,000,000 a year 
by 1963, increasing the total num- 
ber of units in use from the present 
14 million to 25 million. Central air 
conditioning, Haines says, will 
climb to 500,000 residential units 
by 1963, and the air conditioning 
industry should reach a retail sales 
volume of five-billion dollars by 
that time. 


Report from Kangarooland 

Things are looking up in the land 
“down under” as far as the heating 
business is concerned. 

The facts were reported by T. F. 
B. Futcher, managing director of 
T. W. Futcher & Son Pty. Ltd. of 
Melbourne, Australia, when he 
called at the offices of the Plumbing 
and Heating Industries Bureau in 
Chicago recently. 

Central heating has a long way to 





Warm Air Meeting Now 


As this issue goes to press, con- 
tractors, wholesalers and manu- 
facturers are gathering in Cleve- 
land for the annual convention of 
the National Warm Air Heating 
and Air Conditioning Assn. on Dec. 
2-3. 

Remodeling will be the chief 
topic up for discussion at the 
meeting. Members will hear Hal 
Chamberlain, recently appointed 
manager of modernization sales for 
Minneapolis-Honeywell, explain 
how his company plans to aid deal- 
ers reach the remodeling market. 

C. L. Staples, editorial director of 
Domestic ENGINEERING, will also 
discuss modernization and cite facts 


12 


go in Australia before it is on any- 
thing like a par with certain west- 
ern countries, Futcher pointed out. 
However, the prospect of an abun- 
dant and relatively inexpensive 
source of fuel should do much to 
give a needed shot-in-the-arm to 
the business. A plan is now under- 
way in Victoria province to gener- 
ate gas, making use of the prov- 
ince’s extensive deposits of brown 
coal, a natural fuel. Gas will be 
piped under pressure to Melbourne 
—80 miles from the coal fields. 

The result should be a consider- 
able number of burner conversion 
jobs for heating contractors, Futch- 
er stated. 


“Crusade” for Better Heating 
A new brochure just released by 
Surface Combustion Corp. of 
Toledo provides alert home build- 
ers with an opportunity to make 
more sales by merchandising the 
value of better heating systems. 
The brochure is part of the com- 
pany’s new “Crusade” advertising 
program which is designed to dem- 
onstrate to both consumer and 
builder the vital importance of a 
high quality heating installation. 


It Stirs the Heart 


A contractor-dealer down in 
southern Texas is stirring the 
minds and hearts (and pocket- 
books) of customers throughout 
his part of the state by a unique 
daily presentation of famous quo- 

(Please turn to top of page 16) 





Under Way in Cleveland 


and figures showing the scope of 
the market, as well as review sta- 
tistics of the heating remodeling 
needs of a typical community. The 
Domestic ENGINEERING film strip, 
“The Bay City Story,” will be 
shown to illustrate the size of the 
market, what the prospects think 
about remodeling, how prospects 
can be located and how they can be 
sold. 

C. S. Stackpole, vice president of 
Eureka Williams Corp.; Elmer 
Wheeler and H. C. Gurney, chair- 
man of the publicity and merchan- 
dising committee, will also address 
the convention, a full report of 
which will appear in January D. E. 
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Cast-iron, steel, china, and brass fittings— 
now all available from one source! A 
complete line matched for style and color. 


Just look at the new benefits—in ordering, 
selling, promotion. They mean substantial 
savings for you, in time and money. 
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@ coor FLEXIBILITY 


The expanded Eljer line offers you all materials. You can 
compete for any job. Project jobs or mansions, there’s 
Eljer quality equipment to meet the specifications and get 
you the business. 


No need to carry two vitreous stocks. One china line matches 
both steel and cast iron for color. Save space, save money. 


B@ SIMPLIFIED INVENTORY 


Order your cast-iron, vitreous and_steel fixtures, plus brass 
from a single source. Eljer has them all. One line, one 
price list, less paper work. Fewer shipping problems, and 
inventory control, too! 


@ BETTER SERVICE 


Your Eljer man, working with you on all types of fixtures, 
will know your over-all problems better than any 

salesman could who is restricted to just steel or cast iron 
—will be better able to give you sound help! 


s MORE EFFICIENT SELLING 


You need to know only one line—will have a 

stronger mastery of sales features. And one powerful 
promotion program for all materials will simplify your 
merchandising and display problems! 


A SUBSIDIARY OF THE GORPORATION OF AMERICA 
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IT’S PROBABLY RIGHT ON THIS PAGE... 


Every Steam Heating Specialty You Need is probably in the 
Dunham line, represented in the photo above. After all, 
Dunham’s Specialties line is as complete as you'll find .. . any- 
where. Every item has design features that mean better heating 
performance. 


Dunham Packless Valves for example, do not have springs, 
packing or stuffing boxes. These truly packless valves cannot 
clog or corrode, since steam,water and dirt cannot come in con- 
tact with the valve spindle. As a result, the valve handle moves 
freely at all times—and fully opens and closes in less than one turn. 

Dunham Packless Valves are constructed from precision- 
machined, all-brass castings and carry an indicating dial. Avail- 
able in 4 body patterns and in 5 sizes. 

For all the facts about Dunham’s complete line of Heating 
Specialties, just clip and mail the coupon. 


HEATING SPECIALTIES 


RADIATION * UNIT HEATERS * PUMPS * SPECIALTIES 
QUALITY FIRST FOR FIFTY YEARS 
Cc. A, DUNHAM COMPANY « CHICAGO * TORONTO * LONDON 


Dunham No. 1140 Packless Radiator Valve; 
4 patterns, 5 sizes from 2-in. to 1%2-in. 


C. A. DUNHAM COMPANY 
Dept. DE-12, 400 W. Madison St. 
Chicago 6, Illinois 


Send Heating Specialties Literature. 
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its 


quality-controlled 


CW steel pipe 


in this new apartment 


Modern living and year-round comfort for tenants is the 
theme at the new Paces Ferry Tower Apartments in Atlanta, 
Georgia. This apartment hotel, one of the finest and most 
modern in the Atlanta area, contains 202 completely air- 
conditioned living units, in addition to convenient shops 
and a restaurant located on the first floor. 

In every phase of design and construction, all materials 
were selected with extra care. That’s why Spang CW Steel 
Pipe was used exclusively in the air conditioning system. 
And there’s a good reason. The steel for manufacturing 
Spang CW Steel Pipe is carefully selected for special 
characteristics . . . strict metallurgical control is maintained 
during forming . . . and the finished pipe is thoroughly 
inspected to assure you of a perfect product. 

This explains why Spang CW Steel Pipe is just right for 
easy forming, welding, cutting, bending, and threading 
. . . features that speed installation and reduce costs 
for you. 

Don’t take pipe that will “just do” . . . insist on 
Quality Controlled Spang CW Steel Pipe. Ask your 
distributor, he’ll tell you why Spang is the best. 














Owner: Paces Ferry Tower, Inc., Atlanta, Georgia 


Architect: J. C. Wise, Atlanta, Georgia 
tor; Mion Construction Co., Atlanta, Georgia 
Stephenson Company, Inc., Atlanta, Georgia 


»utor: Cowan Supply Co., Atlanta, Georgia 






SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Two Gateway Center, 
Pittsburgh, Pennsylvania. District Sales Offices: 
Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Lovis. 
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(Continued from page 12) 


tations on a bulletin board in front 
of his place of business. 

The contractor found a_ slab 
of partition slate lying in his yard 
some 29 years ago, and decided to 
use it as an outside bulletin board 
to attract attention. Faced with the 
problem of what to put on it, he 
decided to write an interesting 
quotation each day. 

His first epigram, written with a 
piece of chalk (as it is today) was: 

“One reason why a dog has so 
many friends is that his tail wags 
instead of his tongue.” 

Needless to say, passers-by 
stopped, looked, read and stopped 
in to say “How come?” 

Since then such quotes as “For 
yesterday is but a dream and to- 
morrow is only a vision. But today 
well-lived makes every yesterday 
a dream of happiness and every 
tomorrow a hope,” have brought 
the contractor local fame. He saw a 
prominent local citizen stop in front 
of his shop the day the above quote 
appeared. He learned later that the 
party used the quotation to em- 
phasize a point in his speech, given 
at an important meeting. 

Another time he saw a young 
man write down the day’s epi- 
gram: “You can't make footprints 
on the sands of time by sit- 
ting down.” In a letter later re- 
ceived from the young man’s fa- 
ther, a college professor, he learned 
that the prof’ had used the quote 
in a speech to the graduating class 
—adding that it was a “darn good” 
quote. His favorite epigram, by 
the way, is: “To have a friend, you 
must first be one.” 


Hot Water Heating Trends 


A growing trend toward base- 
board heating in residential as well 
as commercial and_ institutional 
structures in Europe was noted by 
Earl J. Gossett, president of Bell & 
Gossett Company, who recently re- 
turned from a European trip. 

Heating engineers across the 
water are also looking with in- 
creasing favor on forced circulation 
of hot water heating systems as 
well as zoning, Gossett told Domes- 
TIc ENGINEERING. END 








APPRECIATES THE HELP 

Tacoma, Wash.—Just a note to 
tell you we sincerely appreciate all 
the benefits Domestic ENGINEERING 
provides for contractors in this in- 
dustry. 

Keep up the good work! 

Rosert C. OLSEN 


FAIR PRICE PROGRAM 

Bluefield, W. Va.—I believe we 
speak for the entire jobbing indus- 
try in extending our thanks to Do- 
MESTIC ENGINEERING for your ex- 
cellent Fair Price Program. 

We, in our own small way, will 
do everything possible to further 
your efforts and to publicize where 
possible the value of your program 
and to do our part generally to- 
ward price stabilization. 

We think that the program is of 
real benefit to everyone in the 
plumbing and heating industry and 
hope you will keep up the good 
work. 

H. L. GopscHaLk 


MORE THAN PRICE CUTTING 

Torrington, Conn.— The “hang- 
ing” cartoon on the September 
cover of Domestic ENGINEERING was 
of keen interest to me and I read 
into it much more than price cut- 
ting alone. 

For example, I feel it is indica- 
tive of an overall lack of coopera- 
tion when it comes to such things 
as the delivery of small orders and 
ill-timing of some promotions, and 
the leveling out of peaks and val- 
leys throughout the year. 

I do not believe we must have 
feast and famine periods, although 
some contractors and wholesalers 
appear to be reconciled to this con- 
dition. 

In my opinion, enlightened co- 
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operation among manufacturers, 
wholesalers and contractors, par- 
ticularly in the proper timing of 
promotional efforts, would be a big 
help to all concerned. 

W. H. Dresse. 


RIGHT TO THE POINT 
Montgomery, Ala.—I must say 


that your Fair Price Campaign is 
right to the point—it really hits the 
nail on the head. 

There is no doubt that we can 
sell our goods and services at an 
adequate profit if we only open our 
mouths and tell people what we 
have to offer. 

Your campaign is doing just that 
—inspiring us to tell our story more 
aggressively and thus assure the 
reasonable profit we justly de- 
serve. 

Curis. BAILEY 


IT’S BIG, BIG, BIG! 
Minneapolis—We are certainly in 


agreement with the statement in 
your November issue (p. 112) that 
the remodeling market is big, Big, 
BIG! 

In fact, our remodeling business 
is going along at such a clip we have 
had to ease up on our advertising 
for the time being. It is more of a 
problem to get all the jobs installed 
than it is to sell them! 

Arco De LANCEY 
T. D. Gustafson Co. 


e Reader De Lancey knows whereof 
he speaks! He masterminds the mod- 
ernization division of T. D. Gustafson 
Co., whose remodeling activities were 
described in the August issue (p. 92) 
of Domestic Engineering.—Ed. 


IDEAS WANTED 
Albany, N. Y.—We are moving 
to larger quarters and have found 
your showroom layouts very help- 
(Please turn to top of page 18) 
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RICHMOND 
R-G 


A profitable addition to 
your gas heating line 


Here’s a brand-new steel winter air conditioner 
—the Richmond SR-50-G—that’s ideal for 
heating basementless homes with panel or 
sub-floor duct systems. This latest addition to 
Richmond’s modern heating line fits easily and 
compactly into alcove, closet or utility room. 

The Richmond SR-50-G is a fully auto- 
matic, factory-assembled counterflow unit with 
a 85,000 BTU/hr. input ...a 12 gauge steel 
heat exchanger ...a smart, light green ham- 
mertone casing ... AGA approved. It is also 
available with oil burner controls (SR-50-P). 

Quality-engineered with customary Rich- 
mond precision...designed to deliver maximum 
heat at minimum cost, the SR-G provides 
your customers with an outstanding value... 
provides you with a sure-fire seller. 


P.O. Box 111, Metuchen, New Jersey 


Please send me additional information on the new Rich t 
mond SR-G counterflow unit. No obligation, of course. 


Weare ( plumbing wholesalers 1) plumbing cor. i 
tractors 0) building contractors, 








Letters 





(Continued from page 16) 
ful. Now we are planning on hav- 
ing a big opening and are trying 
to work out a give away program 
to tie in with this opening. 

Do you have any literature or 
plans that could give us some ideas 
cn how to carry out this program? 

We would also like to obtain the 
following window posters which 
we understand are furnished free of 
charge: “Cease Firing By Hand” 
and “Little Drops of Water, Dollars 
Down the Drain.” 

A. ZIMA 


Reeseville, Wis—We have just 
remodeled our store and would like 
some ideas on showroom layout, 
display arrangements, etc. 


Can you help us? 
J. B. JAKEL 


Lewiston, Maine—Would you be 
kind enough to send me your book 
on showroom ideas? We are in the 
process of remodeling our store 
and any information you can send 
us will be helpful, because it is 
quite a problem. 

Omer O. OUELLETTE 


Los Angeles—I am ahout to open 
a plumbing and heating shop of 
my own and wish to take advan- 
tage of your service in offering 
shop and showroom layout ideas. 

We want to cater to passersby as 
well as to general contractors so 
want to make our st6re as attractive 
as possible to the man in the street. 
Like most shops start, so we start 
—with limited funds that we want 
to get the most out of. 

I would appreciate any help you 
can offer. 

STANLEY LIEBERMAN 


e een and shop layout ideas, 
window posters and additional helps 
are being sent to the above readers. 
Domestic Engineering offers this ma- 
terial free of charge as a service to 
its readers.—Ed. 


LIKES TELEPHONE ARTICLE 

Chicago—I have had an oppor- 
tunity to read your excellent ar- 
ticle on the advantages of multiple 
listings in classified telephone di- 
rectories (p. 110 October). The 
thoroughness and clarity of the re- 
port are very impressive. 

Please accept my personal com- 


pliments for your able handling of 
this important subject. 


Davi L. HARRINGTON 
president 
The Reuben H. Donnelley Corp. 


WHOLESALERS’ OPPORTUNITY 


Anderson, Ind—We feel that 
DomesTIc ENGINEERING and its many 
readers will be interested to learn 
of plans now underway for our 
1954 convention. 

The Indiana Master Plumbers 
Assn. will hold-its convention at 
French Lick, Ind. on March 15-17, 
1954. We plan to have a selection of 
booths for displaying merchandise 
and are soliciting the aid of various 
wholesalers who wish to exhibit. 

We feel that our convention will 
be an excellent place to feature 
items that are new on the market, 


Flush valve specifications and in- 
stallation techniques are outlined in 
a new Coyne & Delany catalog. The 
publication covers a sealed handle 
unit that is packless and designed 
to minimize repair needs. Cutaway 
views show a vacuum breaker and 
various flush valves. Also included 
are illustrations of several water 
closets, showers, sinks and seat, foot 
and hand-operated bowl flushing 
systems. 

Issued by: Coyne & Delany Co., 
Inc., 834 Kent Ave., Brooklyn 5. 


o 9° 9 


Tools for threading and cutting 
pipe are described in two new book- 
lets issued by Beaver. An eight- 
page publication covers pricing and 
products. A four-page bulletin de- 
scribes a hand-operated pipe cutter 
and a power pipe threader. A power 
drive that can be carried and oper- 
ated by one man also is described, 
and a nipple chuck is shown in a 
cross-section view. 

Isued by: Beaver Pipe Tools, Inc., 
310 Dana Ave., Warren, Ohio. 
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and would also provide a good op- 
portunity for wholesalers who are 
not now in this territory to set up a 
display for our Indiana contractors. 
Each booth is priced at $85.00 and 
comes complete with back-drop. 
This price includes one free regis- 
tration at the convention for the 
exhibitor. 

We hope to create a lot of in- 
terest with this booth idea, and feel 
sure it will be well worth the time 
and investment to exhibit. We have 
had quite a number of interested 
wholesalers, and because we hope 
to have a varied display, we are 
limiting the number of booths, per 
wholesaler, to two. 

Witt1am Hammons 
Chairman, Convention Committee 
Indiana Master Plumbers Assn. 
e Anyone desiring further informa- 
tion regarding the Indiana convention 


can write Mr. Hammons at 736 Main 
St., Anderson, Ind.—Ed. END 


Electronic controls for heating, 
ventilating and air conditioning are 
outlined in a new Barber-Colman 
catalog. Flexibility of the controls 
is discussed, and data about a two- 
tube micro relay is given. The ele- 
ments needed for system applica- 
tion are described, and their use is 
illustrated. 

Issued by: Barber-Colman Co., 
1215 Rock St., Rockford, Ill. 

o 9° 9 

Air conditioning and heating sys- 
tems for the home are illustrated in 
a new booklet issued by Chrysler 
Airtemp. The eight-page, full color 
booklet describes units that can be 
used both for summer cooling and 
winter heating. Cutaway views 





show oil and gas furnaces in high- 
boy and lowboy models with Btu 
ratings of from 67,000 to 120,000. 
Window-type room air conditioners 
(Please turn to top of page 23) 
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It’s easy to sell a Church Seat 


to the customer who appreciates— @ 
and demands—quality. MICH 
Church Seats are made better... OTKS 


they last longer, and cost rH E 
less per year of satisfactory service. IN Tie 


That’s why thousands of Master 
Plumbers make friends— 


and profits—with Church Seats. 
° 
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Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION | 


f a and industry: WMERICAN-STANDARD « AMERICAN BLOWER + CHURCH SEATS & WALL TILE * DETROIT CONTROLS + KEWANEE BOILERS * ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS TTT 
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.. 40r ‘round the clock service 


DEPENDABLE 
HAMMOND 
BRONZE VALVES 


HAMMOND BRASS WORKS (if 


HAMMOND, INDIANA 





ORIGINATORS OF INDIVIDUAL VALVE PACKAGING 
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Potential Market... 


2 Remodeling and replacement is the WORK 





2 e Your advertising and merchandising are the TOOLS 
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In every job where you install new bathroom Fnlieges 1 Hlchen: 
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No compromise with safety 
or comfort in showers here. % MW, Flexibl 


After thorough tests and comparison with other Shower regu- — ated 
lators, Powers thermostatic water mixers were installed in an omagead 
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' Preferred Utilities bulletin. 


Good Reading 


(Continued from page 18) 


and gas conversion burners for fur- 
naces also are covered. 

Issued by: Chrysler Corp., Air- 
temp Div., 1600 Webster St., Dayton 
1, Ohio. 
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Oil burners with 12 to 175 gal. 
capacities are illustrated in a new 
The 
bulletin includes design, construc- 
tion features and _ specifications 
computed at 70 percent thermal 
efficiency for two burner types. 
The dual-pump reservoir, fuel reg- 
ulator, belt drive, air-oil control, 
ignition, atomizer and nozzle are 
described in detail. 

Issued by: Preferred Utilities 
Mfg. Corp., 1860 Broadway, New 
York 23. 
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Gate valves for liquid-moving 
systems are described in a new 
four- page circular issued by Lun- 
kenheimer. Cutaway drawings il- 
lustrate valves that can be dis- 
assembled without being removed 
from the line. The illustrations 
show large area drain channels that 
reduce bonnet chamber clogging in 
the handling of congealing fluids. 


» Also shown is a new handle de- 


signed for minimum slippage. A 
dimensional chart shows models 
available for a variety of installa- 
tions. 

Issued by: The Lunkenheimer 
Co., Box 360, Cincinnati 14. 


o 0 9 


Flexible plastic pipe uses are il- 
lustrated and described in a new 
Crescent booklet. Photographs 
show fittings and pipe in farm in- 
stallations. Copy points out that 
the pipe will not rust, rot or cor- 
rode. The pipe is shown being in- 
stalled underground and submerged 
in a well. Other illustrations show 
how the pipe is cut into sections 
and facilities for quick joining. 

Issued by: Crescent Plastics, Inc., 
955 Diamond Ave., Evansville, Ind. 


oOo 9 


Portable space heater safety fac- 
tors are outlined in a new Herman 
Nelson publication. The booklet 
explains how places that require 
temporary or emergency heat can 
be safely heated by warm air 
spotted to the area by flexible can- 
vas ducts. The booklet also points 
out how the automatic control used 


minimizes danger of carbon mo- 
noxide, sparks, smoke and soot. 

Issued by: Herman Nelson Div., 
American Air Filter Co., Inc., 1824 
Third Ave., Moline, II. 

090 90 

Laundry fixtures and shower 
heads are discussed in two new 
consumer folders issued by Kohler 
for plumbing contractors. The main 
spread of the laundry pamphlet 
features two double compartment, 
enameled cast iron laundry trays. 
Three single compartment trays 
also are featured. Three of the most 
popular Kohler shower heads are 
illustrated in the other folder. A 
multi-spray model, a four-in. head 
and a two-in. head are featured. 
Shower fittings equipped with a 
mixer also are discussed. 

Issued by: Kohler Co., Kohler, 
Wis. 














Given Mfg. Co. is offering a new 
food waste disposer merchandising 
kit to dealers, the outstanding item 
of which is a full color display. The 
display focuses attention on the 
new Waste King Pulverator. The 
package also contains a two-color 
“Day-Glo” window banner, a news- 
paper ad mat, consumer folders and 
catalogs. 


Available from: Given Mfg. Co., 
3301 Fruitland Ave., Los Angeles 58. 
oOo 9° 

Shower Door is making a full- 
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Unit heater information is given 
in a new catalog by Fedders- 
Quigan. Heating elements for hori- 
zontal models are made of copper 
tubing expanded into die-formed 
aluminum fins. The publication de- 
scribes fins with flanged holes to 
provide maximum metal-to-metal 
contact with tubing and maximum 
heat transfer. 

Issued by: Fedders-Quigan Corp., 
Heating Div., 87 Tonawanda St., 
Buffalo 7. 

o °° 94 

Air cooled heat exchangers for 
industrial cooling and condensing 
applications are discussed in a 12- 
page bulletin issued by The Fluor 
Corp. Full and cutaway drawings 
illustrate the finned tube exchanger. 
Also included are sectioned illustra- 
tions of two-fan units and single 

(Please turn to top of page 110) 


color folder describing its shower 
enclosures available to dealers. The 
folder is small enough to be used 
as an envelope stuffer and includes 


My ( / it UM 


Brantigy he 
photos and descriptive copy outlin- 
ing features of built-in showers. A 
four-page folder that includes a 
price list and is designed to fit into 
showroom binders also is available. 

Available from: Shower Door Co. 
of America, 973 Peachtree St. N.E., 
Atlanta 5, Ga. 

9° 9° 

General Electric has made a skip- 
payment plan available to its refrig- 
erator dealers during the Christmas 
season. Dealers are offering con- 
sumers a 90-day holiday from pay- 
ments after a small down payment 
has been made. Also, an ice bucket- 
hot food server gift for customers 


is being used as an additional sales 
aid. END 


















WHAT’S A WHOLESALER? 





DOMESTIC ENGINEERING 


At the end of every production line rises the 
greatest single responsibility of business— 
the profitable distribution of a product. So 
important is this responsibility that men 
all over the world dedicate their minds, 
money, voices, hands, eyes, ears, noses, 
nerves, and sometimes their very lives to its 
fulfillment. 


As a group these men are termed “Salesmen,” “Representatives,” 
“Agents” and “Reps.” They are called other things frequently. 


So intent are they on marketing their products successfully, and so dire 
are the consequences if they don’t, that they solicit the help of one of the most 
singularly important influences in the distribution cycle—the wholesaler. 


The wholesaler has been known as a “Jobber,” “Distributor,” “Dealer” 
and smiles more often when called a wholesaler than by any other name. 


He is linked to reputable manufacturers by supply, to their salesmen by 
merchandising, to his family by love, his employees by loyalty and to his 
customers by outstanding service and friendship. 


He places more orders, receives more merchandise in greater variety, 
stocks and restocks more shelves, makes more shipments in less time, holds 
more confidences and credit across longer counters with a larger capital 
investment in a smaller area than does either his suppliers or his customers. 


Every day he dispenses more information on a wider variety of products 
than is provided in the literature furnished him. It is taken from years of 
experience and is added to the knowledge of the craftsmen who are his 
customers. 


The wholesaler can be counted among the members of leading associa- 
tions, civic groups, fraternal orders, religious societies, country clubs and 
bowling leagues. His divergent interests compel him to be up early and out 
late. His favorite but rare relaxations are found at home, cn vacation, with a 
fishing rod or behind a bird dog; at a card table and over a cup of coffee with 
Joe around the corner. 


The wholesaler is not typically a small businessman, neither is he a 
tycoon; rather he is a well established, highly regarded commercial institu- 
tion; sincere, practical, reliable; and on his shoulders rests the production 
lines of tomorrow—profitable distribution today. 


WOLVERINE TUBE DIVISION, 


BUY Er ROM You R Calumet & Hecla, Inc., Manufacturers 
WHOLESALER 


of Quality-Controlled Tubing, 1435 
Central Avenue, Detroit 9, Michigan. 
@) '. Plants in Detroit, Michigan and Decatur, 
tes Alabama. 
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PLUMBERS ARISE! (Off the floor we mean), because there 
are no more back-breaking connections with G. E.’s new 
Table-top Water Heater. Not a one! On all the new Table- 
top Models, all the connections are located at the top of 
the tank! 


Just slide the tank into place and connect it. No more 
crawling around trying to get at the cold-water outlet, the 
hot-water inlet and the electrical connection box. 


You save your time, your temper, your back. And you can 
offer your customers a big sales plus . . . lower installation 
cost. Also available without top for easy installation under 
existing counter tops. 


For the best in water heaters... call your 
G-E wholesale distributor or plumbing jobber. 
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Install it and Forget it... because 
G-E Water Heaters are built better! 
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G-E TANKS 


have fewer tank openings 

fewer than those of most 
manufacturers. And fewer 
tank openings mean less 
chance for leakage. 


_J 
B 


G-E SPUDS 


are electronically 
into the tank. This process, 
developed by G.E., pro- 
vides joints actually strong- 
er than the tank wall itself. 


welded 











G-E HEAT-WRAP 
CALROD* UNITS 


can’t corrode in soft water 
or scale in hard water be- 
cause they don’t touch the 
water! Here’s longer life . . . 
better service for you. 





G-E THERMOSTAT 


with exclusive sliding ac- 
tion keeps contacts smooth 
and reduces pitting, insur- 
ing years of automatic, 
economic, trouble-free 
operation. 








GENERAL @@ ELECTRIC 
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New 1954 
EVROLET [TRUCKS 


December, 1953 








Completely new—the most powerful, finest performing, 
best-looking Advance-Design trucks ever built! 





Here’s America’s greatest truck builder’s latest and 
greatest truck! Here’s the brand-new line of Chevrolet 
Advance-Design trucks for 1954! 


You'll find they’re packed with great new features... 
loaded with big new advantages that mean faster, more 
efficient service and lower operating costs on your job. 





You get new high-compression 
power and greater operating econ- 
omy with three advanced valve-in- 
head engines. Bigger, brawnier 


NEW POWER 
AND ECONOMY 











“Thriftmaster 235” engine. Rugged, durable “Load- 
master 235” engine. Mighty, all-new “Jobmaster 261” 
engine*—most powerful in Chevrolet truck history. 








Heavier axle shafts on 2-ton mod- 
els. Bigger, more durable clutches 
on light- and heavy-duty models. 
Stronger, more rigid frames on all 
models. New pickup and stake bodies are built to stand 
the roughest going and to keep coming back for more 
—and they give you greater load space for ’54! 


NEW RUGGEDNESS 
AND RELIABILITY 














New Comfortmaster cab provides 
increased visibility with new one- 
piece curved windshield. New 
Ride Control Seat* brings you 
extra driver comfort. New truck Hydra-Matic trans- 
mission* offers the last word in no-shift driving ease. 
Available not only on 4- and %-ton Chevrolet trucks, 
but on 1-ton models, too! 


NEW COMFORT 
AND CONVENIENCE 











Plan to see the completely new ’54 Chevrolet trucks, and 
get the whole money-saving story at your Chevrolet 
dealer’s now... . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


*Optional at extra cost. Ride Control Seat is standard on C.0.E 
models, available on all other cab models as extra equipment. 
Rear corner windows in standard cab, optional at extra cosh 


MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE 
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Your “territory” may be “open.” 
Wayne immediately. 
prices, and ask about distribution in your area. 
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OIL-GAS 
SUSPENDED 
FURNACES 


HOME EQUIPMENT 










RADIO & TV 


SIX nationwide net- 
work programs will 
plug WAYNE in ‘54. 





MAILINGS 


NEW mailers will 
elp you sell in ‘54! 
New envelope stuffers! 





COMPLETE 





GAS HI-BOY 
FURNACES 


The greatest array of WATER and HEATING equip- 
ment in a quarter century. Backed by the largest 
number of advertising messages ever used for such 
equipment! Whether you specialize in HEAT or 
WATER equipment or BOTH — you will win more 
business if you “hang the WAYNE shingle on your 
door” in ‘54! GET THE WINNER! 








new for 


LINE 


Every product in Wayne's most 
complete line ever offered has been 


tested and examined for top 


performance and 
style - leadership, 
and most models 
are NEW FOR ‘54! 


RUSH THIS 
COUPON 
FOR YOUR 
CATALOG 


Check with 
Write for catalogs and 


WAYNE HOME EQUIPMENT CO., INC. 
801 GLASGOW AVE., FORT WAYNE 4, IND. 










SALES HELPS 
AD MATS, MANUALS 
and SALES PLANS are 


WATER 
CONDITIONER 










CONVERSION 
GAS BURNERS 







CELLAR 
DRAINER 
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DEEPWELL 
WATER 
SYSTEMS 


















SHALLOWELL 
WATER 
SYSTEMS 






MAGAZINES 


LEADING consumer 
magazines will carry 
WAYNE ads in ‘54! 






TURBINE AND 
JET PUMPS 











GAS-ELECTRIC 
WATER 
HEATERS 





*S4! 







SOFTENERS 







“TOPS IN ’53— 
UNEXCELLED IN ‘54” 


Wayne sales set new 
records in 1953 — over 
700% increase in oil burn- 
ers alone! New models with 
all-out sales promotion will help 
you beat your records in 1954! 


DATE 












Send Catalog and Prices for: 


[] HEATING EQUIPMENT 


NAME. 


[] WATER EQUIPMENT 





COMPANY. 








ADDRESS. 





STATE. 





CITY. 
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AUTOMATIC GAS WATER HEATER 


DOES DOUBLE-DUTY IN 
THRIFT DRUG STORE! es 


Tankle 
SAME TANK, AT THE SAME TIME! To the 


The Ruud-Monel Sanimaster will do double-duty for I'd 1 
you, too. It is the answer in commercial or industrial A 
operations where both extra-hot water and regular hot solving 
water are needed at the same time. arrang 


and flo 
] 8 0° SANITIZING heater 
HOT WATER 

| 4 0° GENERAL USE ag? 

HOT WATER 1% in. 

to 3% 
How 
poor. 
short 1 
same | 
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MONEL—THE WONDER METAL 


Safely holds water at 180°. Won’t rust, ever! Ruud. 
Monel Sanimaster, with its exclusive long-life 
Monel tank, provides hot water sparkling clean, 























Its 180° sanitizing hot water does a perfect job in the 
automatic dishwasher. Its 140° general use hot water 
is ideal for lavatory and other faucets. THE RUUD- 
MONEL two °° temp SANIMASTER DELIVERS BOTH 
THESE HOT WATER TEMPERATURES FROM THE 
















From the same tank, at the same time ... 
Sanimaster delivers 140° water continu- 
ously for lavatories and other general 
use faucets. 


180° water is piped right into the Hobart 
SM.-4 dishwasher at this Thrift Drug Store. 
Water at 180° for positive bacteria des- 
truction ... perfect sanitation. 









m7 

To the 

The 

FOUNTAIN MANAGER CALLS (anémasttr E 
OUTSTANDING INVESTMENT 











In addition to the Ruud-Monel 








Michael Patsalos, fountain manager 
at the Thrift Drug Store, 912 Liberty 
Avenue, Pittsburgh, Pa., says: “This Ruud 


more efficient it makes our fountain 
operation to have water hot enough 
to sanitize dishes in the dishwasher, yet 




















two ‘temp Sanimaster, Ruud of- Sanimaster Water Heater is one of the to have tempered water at the pot 
fers a complete line of water best investments that we have ever sink or lavatories. And to have both 
heaters for domestic, commercial made. You can't imagine how much _ kinds of water from one tank!” 
and industrial applications. 
Ruud-Monel duo temp 
Pe a is ie hy aap and see en program have been met. ney wg of Ruud- HO” 
2 peed i peed metals urgently needed in the country's defense Monel water heaters is restricted by government 
Ruv Supers $, His ° program. Production of Ruud-Monel water heaters order to those areas in which public water supplies pene 
and Pacemakers is on a severely curtailed basis, limited by the are of maximum corrosiveness, and this adver- 
Ruud Standard Sani ters amount of these strategic metals available for tisement is not intended to indicate general 
M4 : 2 civilian use after the needs of the defense availability of water heaters with Monel tanks. 
Ruud Multi-fins, Multi-coils, and 
Continuous Flow 
Ruud Sani-Temp system for RUUD MANUFACTURING COMPANY 
Commercial Dishrinsing —— 


»- and Ruudiator Heating Boilers. 


Pittsburgh 1, Pa. ¢ General Offices ¢ Toronto 14, Ontario 
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Tankless Heater Hookup 
To the Editor: 

I'd like to enlist your help in 
solving a problem regarding the 
arrangement of a tempering valve 
and flow control on tankless water 
heaters. 

I’m enclosing a sketch (Fig. 1) 
of the hook-up in which I installed 
1 — 3% gal. tankless heater, 1 — 
4 in. tempering valve and 1 — % 
to 3% gal. flow control. 

However, the results are very 
poor. The water runs hot only a 
short time. The aquastat is on the 
same level as the tankless heater 
and is set for 150F. Any setting 
higher than 150F makes steam. 

Have I put the flow control in 
the wrong place? Is a 3% gal. 
flow control on a 3% gal. tankless 
heater too large at 80 lb pressure? 
Or is the boiler tapping too low? 

N. Y. W. W. 


To the Reader: 
The location of the flow control 


valve as shown in your diagram 
(Fig. 1) is not in agreement with 
the manufacturer’s recommended 
use. 

In Fig. 2, you will note that 
the flow control is placed near the 
cold water inlet to the tankless 
heater. The flow control must be 
installed with the arrow indicat- 
ing the direction of water flow. The 
rating of this fitting is up to 125 


Ibs. Consequently, it should func- 
tion properly on 80 lb cold water 
pressure. The addition of an ex- 
pansion tank and air chamber will 
further improve the efficiency. 
Your sketch reproduced as Fig. 
1 does not indicate if the heat- 
ing boiler is used for gravity or 
forced hot water heat. On a gravity 
heating system, if the changes 
shown in Fig. 2 do not increase the 
efficiency enough it may be neces- 
sary to add a circulating pump. 
On a forced hot water system the 
use of a one-pipe return fitting 
will increase circulation through 
the tankless heater. (See Fig. 3.) 
The addition of a pressure reduc- 
ing valve will make it possible for 
you to increase the temperature 
setting above the present 150F. 
After making an installation as 
shown in Fig. 2 or 3, and as- 
suming that the flow control prop- 
erly reduces the rate of flow, you 
should have a satisfactory instal- 
lation. 
(Q and A continued on page 196) 





Right: Fig. 1 shows 
reader’s hookup for 


HEATING RISER 


4" SUPPLY 
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a tankless water 
heater. {| 
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Below left: Fig. 2 3446 P.M. 
shows proper place- TANKLESS 


ment of the flow 
control. 


Below right: Fig. 3 
shows how the use 
of a one-pipe return 
fitting will increase 
circulation through 
the tankless heater. 
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NEW—model 250—gas fired 
for steam and hot water 
heated homes 


While it derives control from variations in boiler or furnace stack 
temperatures, Model 250 operates independently with its own small 
gas burner which heats the vaporizing chamber. A thermal valve in 
the main heating plant stack turns the humidifier gas flame from 
pilot to full when the heat comes un. As the main heater is on more 
in cold weather, this arrangement provides more humidity when 
it is needed. 

Leak proof blown glass float. Nickel and chrome plated brass 
valve parts. Vaporizing chamber and float chamber acid and 
alkali resistant porcelain enamel—double coated. 


Skuttle Series 600 Humidifier 


The most popular of all humidifiers for warm air heated homes. 
Self-flushing, self-cleaning. 


Skuttle Model 450 Humidifier 


Does the job with warm air heat where there isn’t plenum space 
for a Series 600—counterflow, low highboy, floor, and other com- 
pact furnaces—space heaters. 


Skuttle Series 300 for Very Large Homes 

Holds up to 35 evaporating plates. 
Skuttle Series 500 
for Coal Fired Gravity Heat 


Patented Vapoglas Evaporated Plates 


These plates, made of pure glass wool compressed after heating, 
lead the industry in popularity. They make a fine resale item. 


Every home 


if now a prospect for 


kuttle 
Humidifiers 


A COMPLETE LINE 


Those sales that have been getting away from you because you had 
nothing to offer... now you can get them. The line is now complete 
. «~~» Skuttle offers efficient humidification for homes heated by warn 
air, forced warm air, low highboy, counterflow, floor furnaces, space 
heaters .. . hot water, steam or vapor boilers. 
And, most operating parts are interchangeable, which keeps down 
parts stock. 

















WRITE FOR LITERATURE ON SKUTTLE PRODUCTS 
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How am | doin’? 


I’m selling not just one, but 
THREE big markets with... 


Viliams Home Heating 
and Cooling 


First market—rich and “wide open” for the EW dealer! Thanks to a flood 
of articles in the nation’s biggest publications, those building or remodeling 
know year round air conditioning is now available. And thanks to Eureka 
Williams’ powerful national advertising, prospects know EW now offers this 
4-season comfort. AIR-O-MATIC Cooling teamed with OIL-O-MATIC or GAS-O- 
MATIC Heating meets their demand, gives you double-the-profit! 


Second market—those prospects (building, remodeling or replacing heat- 
ing in present homes) who want to add summer cooling but whose budgets 
are limited. Tell them this: install heating now, add cooling later when 
finances permit (possible only because EW heating and cooling units are 
independent units). Thus you “clinch” the sale of an O1L-0-MATIC or GAS-O- 
MATIC now, and you've got even greater profits to come with the atR-O-MATIC! 


Third market—summer air conditioning for America’s 29,000,000 existing 
homes! A vast, ripe market if you have the right product—and the EW 
dealer does. Because AIR-0-MATIC can be added to any existing warm-air 
heating system, you can sell hundreds of homeowners on how easy, how 
inexpensive it is to own summer cooling. Yes, today’s homes now offer the 
EW dealer a market that didn’t exist "til now! 


CASH IN ON THESE THREE BIG MARKETS... 
MAIL COUPON NOW FOR FRANCHISE FACTS 
——— 
. 
EW, 
be / 


coo’ 








Williams Division 


Eureka Williams Corporation + Bloomington, Illinois 
In Canada: Williams Oil-O-Matic of Canada, Ltd., Guelph, Ontario 


Better Products, Better Made yr Mele Living. / 











OIL-O-MATIC 
Home Heating 


Complete line of Conversion Burners and Com- 
plete Units for homes of every size and type. 





GAS-0-MATIC 
Home Heating 


Complete line of Conversion Burners and Com- 
plete Units for homes of every size and type. 





AIR-O-MATIC 


Home Cooling 
Install with Oil-O-Matic, Gas-O-Matic or existing 
warm-air heating system to provide year round 
air conditioning at very low cost. 


Williams Division—Evureka Williams Corporation 
Bloomington, Illinois 


Please send me full facts about new year round profit 
opportunities with the Eureka Williams Franchise. 


NAME SE oe oS SO ee ne ae Oe 
FIRM_ 

ADDRESS___ : ’ = 
ciry STATE DE-12 
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‘Brings the workshop 











The old wheeze about plumbers going back to 
the shop for forgotten tools is fast losing its mean- 
ing in American plumbing and heating circles. 


For today, INTERNATIONAL Trucks with Service- 
Utility bodies let you take a complete workshop 
right to the job... do most any kind of installation 
or repair in just one trip. With these InTERNA- 
TIONALS you save time and money, get more work 
done per day. 

The Service-Utility body has big-capacity lock- 
ing side compartments to provide space for all 
tools and parts, with built-in bins, trays and 


fo the — 


alt 





6 models with Service-Utility bodies. 77-inch body lengths for 115-inch wheelbase mod- 
els, 89-inch lengths for 127-inch wheelbase models. GVW ratings, 4,200 to 6,500 Ibs. 


shelves to keep them orderly and ready for easy 
use. Available also are many other types of spe- 
cialized equipment, such as pipe supports, vise 
brackets and ladder racks. 


The new Silver Diamond engine that powers 
these INTERNATIONALS assures top performance. 
And the famed stamina of INTERNATIONAL Trucks 
means dependable, low-cost operation, long life. 


Ask your INTERNATIONAL Dealer or Branch for 
complete details on these time-saving, money- 
saving trucks. Time payments arranged. 
INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO 


international Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors ... Motor Trucks... Industrial Power... Refrigerators and Freezers 


i 
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Better roads mean a better America 


Standard of the Highway 
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RADIANT PANEL HEATING 












Lightweight PG’s are easily installed. Trim, 
straight grids fasten tightly to ceiling — permit- 
ting a minimum, even thickness of plaster. 


ON YOUR NEXT JOB 





All PG’s are furnished with one end of the tube 
expanded. After cleaning and fluxing, PG’s are 
connected by soldering or brazing. Many fittings 
are eliminated. 

















) mod- 
0 Ibs. 

PG's weigh 10 “aenag each and are packed 4 to a carton for easy handling or stor- _ Note close tube spacing near outside wall where 
asy ing. Tied in a figure 8 bundle, a PG readily opens to a flat sinuous coil pattern. heat loss is greatest. Tube spacing is progres- 
sively increased 4s grids are installed nearer the 
spe- inside wall. 
vise 
ers : 
ce. . 
oe PG’s (Panel Grids) are accurately PRE-FORMED, compactly 
" packaged radiant heating coils made of ANACONDA Copper Tubes 
for Radiant panel heating installations a ceiling area of 30 square feet. But —_— possible. You will want to know 
ey- made easier, faster—and better. A | __ you can readily contract or extend more about this new product; so 

large claim, but actual installations | a PG by hand so that the tube spac- send for Publication C-6, which 
GO support it. Follow the photos on ing meets all design requirements— shows why it is easier to design 

this page and see how a typical job from 4% in. up to 12 in. centers. This and faster to install a panel system 
can be done using PG’s*. flexibility means that one PG can =\ with PG’s. Write today to: 
. ) PG’s are supplied in one standard __ be installed so that it will serve an The American Brass Com- 
rica size. They are made of % in. Type L area within the range of 22% to 60 pany,Waterbury 20, Conn. 
copper tube. Each panel grid con- _ square feet. ny inane ae 
tains 50 linear feet of tube. At nor- Nationwide distribution isn’t com- 

mal 6 in. spacing PG’s are rated at __ plete as yet. We are increasing pro- " 

1800 Btu ‘hr and measure about 56 duction and getting PG’s to Ama-  ¢o.cer tube PRE-FORMED Panel Grids EGS 

in. wide by 60 in. long... serving conda Distributors just as fast as _ for Radiant Panel Heating. 
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Union Asbestos Enters Field 

Union Asbestos & Rubber Co. of 
Chicago has entered the heating 
and air conditioning field with do- 
mestic, commercial and industrial 
equipment. Edwin E. Hokin, vice 
president in charge of heating and 
air conditioning, said the new prod- 
ucts will be marketed through 
plumbing and heating contractors. 
He said these contractors are in the 
best position to specify, install and 
service the new “Unarco” products. 

Union Asbestos will take over the 
operation of the Nevinger Mfg. Co. 
of Greenville, Ill., a supplier of air 
conditioning units and components. 
Carl Nevinger, founder and former 
president of the Greenville firm, 
will remain in charge as general 
manager. 


Whirlpool in Joint Exhibit 

A mobile kitchen-laundry display 
is being exhibited jointly by Whirl- 
pool Corp. of St. Joseph, Mich. and 
Mutschler Brothers Co. of Nap- 
panee, Ind., maker of wood kitchen 
cabinets. The exhibit, which is car- 
ried in a house trailer, includes a 
Whirlpool automatic clothes wash- 
er and dryer team. Appliances are 
put into operation when the trailer 
stops for an exhibition. Cooperat- 
ing dealers use tie-in ads when the 
display is in their towns. The mo- 
bile unit is the first of 10 such ex- 
hibits being planned by the two 
companies. 


In-Sink-Erator Expands 
In-Sink-Erator Mfg. Co. of Ra- 
cine, Wis. has formed a subsidiary 
corporation in Los Angeles to in- 
crease plumbing industry coopera- 
tion and sales on the West coast. 
The new firm is to be named the 


In-Sink-Erator Corporation, and 
will be located at 3259 Wilshire 
Boulevard. Q. A. Hammes, execu- 
tive vice president of the Racine 
food waste disposer manufacturing 
company, will serve as president of 
the new corporation. Willard As- 
dahl, active in West coast In-Sink- 
Erator sales for seven years, has 
been named vice president in 
charge of sales in the new firm. 
Factory representation will con- 
tinue to be by the Weiss-Green Co. 
west of the Rocky Mountains. 


Dayton Pump Notes Progress 
The Dayton Pump & Mfg. Co. 


of Dayton, Ohio, which celebrated 
its 45th anniversary this fall, has 
made more than two million pumps 
since the company was founded. In 
addition to a variety of pumps, the 
company also makes water soften- 
ers and room air conditioners. A 
new booklet points out significant 
milestones since the pump firm was 
founded in 1908 by Frank A. Tait, 
now company president. 


G-E Shows 1954 Appliances 

Three eight-man troupes from 
the General Electric Major Appli- 
ance Division have visited 22 cities 
to introduce G-E 1954 appliances 
to distributors. The day-and-a- 
half meetings were devoted to de- 
scribing the appliances to sales per- 
sonnel, product specialists, sales 
counselors, service personnel and 
management. More than 1,500 per- 
sons attended. 


Republic Steel Corp. Adds 
Line of Plastic Pipe 

Republic Steel Corp., Cleveland, 
is marketing a line of plastic pipe 
in addition to its other pipe prod- 
ucts. The pipe is being made at 
Magnolia, Ark. The plant will pro- 
duce both semi-rigid and flexible 
plastic pipe. 

Republic has produced various 
types of steel and stainless steel 
pipe and tubing for more than fifty 


(Please turn to top of page 36) 





Westinghouse Begins New Air Conditioner Plant 


Westinghouse Electric Corp. re- 
cently broke ground for a new air 
conditioning plant near Staunton, 
Va. The plant is being built to in- 
crease production of packaged air 
conditioners. Capacities of the units 
to be produced will range from two 
to 15 tons. 

The plant at Boston which has 


been making the conditioners will 
manufacture blowers, coils, indus- 
trial heaters and electronic air 
cleaners when the Staunton plant 
is completed. Heavy duty mechan- 
ical draft equipment for power 
plants and vehicular tunnel venti- 
lation also will be manufactured at 
Boston. 


Ground was broken in November by Westinghouse for a new plant 
near Staunton, Va., where air conditioning equipment will be pro- 
duced. Upon completion, the plant will enable the company to 
increase packaged product output by five percent. This photo is an 
artist’s conception of how the new facility will appear from above. 
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MAY, 
ARE sEEING WHAT to suy 


All America is being told the quality story of Yardley ClearStream 
Pipe. This year’s consistent advertising is appearing in 31 farm 
magazines, dealer trade papers and other industrial and special 
publications. 


The total circulation is more than 22 million. With an average 
of three or more readers for each magazine, about 67 million 
selected prospects are learning the advantages of ClearStream 
pipe and fittings for farm, home and industrial use. 


So back up the Yardley ClearStream story. Identify yourself with 
the top trade name in a fast-growing business. Turn prospects 
into customers. They know what they want... ClearStream 
pipe, garden hose, lawn sprinkler, 
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SYSTEMS 


LAWN 
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OIL GASES 


For more information on this sign, 
write for Bulletin 69 


i. 









| 





Pa a 


aa A 





News 





(Continued from page 34) 
years. The new plastic types have 
been added to the Republic lines of 
continuous butt-weld, electric re- 
sistance weld and electric fusion 
weld pipe. 


Nu-Way Honors Employees 
Five long-time employees of the 
Nu-Way Corp., Rock Island, IIl., 
have completed more than 136 
years of service with the oil heating 
firm. The five were honored at a 
testimonial dinner held recently in 
Moline, Ill. The employees and 





H. E. Doyle, W. F. Klockau, Mrs. M. L. 
Griffiths, O. K. Gipple and W. A. 
Rosenfield, left to right above, have 
finished 136 total years of service with 
Nu-Way Corp. 


their years with Nu-Way are: W. 
F. Klockau, president, 28 years; 
O. K. Gipple, executive vice pres- 
ident and treasurer, 27 years; H. E. 
Doyle, vice president in charge of 
production, 26 years, Margarette L. 
Griffiths, secretary of the company, 
25 years and W. A. Rosenfield, di- 
rector, 30 years. Each guest of hon- 
or was given a 400 day clock. 


Ohio Golf Group Meets 

The semi-annual outing of the 
North Eastern Plumbing & Heating 
Golf Group was held recently at the 
Manakiki Country Club at Wil- 
loughby, Ohio. About 50 manufac- 
turers, wholesalers and salesmen in 
the northeastern Ohio area at- 
tended the game and then the din- 
ner which followed. Committee 
members named to handle the 1954 
program will be A. M. Mulcahy of 
Powers Regulator Co., Skokie, IIL, 
Jim Tomes of Bryant Heater Divi- 
sion, Cleveland and C. A. Parsons 
of the Welker Supply Co., Cleve- 
land. 


Pa. Range Names Agency 

The Pennsylvania Range Boiler 
Co. of Philadelphia has announced 
the appointment of the Feigenbaum 
and Wermen Advertising Agency to 
handle the advertising of its gas 
and electric, galvanized and glass 
lined water heaters. 


Trane Marks 40th Year 

The Trane Co. of LaCrosse, Wis., 
is completing its 40th anniversary 
as a manufacturer of air condition- 
ing, heating and ventilating equip- 
ment. The company was incorpor- 
ated in 1913. More than 2,100 per- 
sons are employed in six LaCrosse 
plants. Other plants are in Scran- 
ton, Pa. and Toronto, Canada. 
Trane has 250 salesmen in 87 U. S. 
and Canadian offices. Reuben 
Trane, chairman of the board, is the 
company founder. 


Temco Uses Yule Ad Theme 
Temco, Inc. of Nashville, Tenn., 

is using a Christmas theme to pro- 

mote its automatic gas clothes dryer 


in the fall advertising schedule. The 
company also is providing dealer- 
aid material that ties in with the 
national ad campaign. A merchan- 
dising kit includes cellophane cov- 
ers and red ribbons for displaying 
the dryer. 


Power Fan Group Formed 

The Power Fan Manufacturers’ 
Assn. was formed recently from the 
former Propeller Fan Manufactur- 
ers’ Assn. The new group is a con- 
solidation with an organization of 
12 power roof ventilator makers. 
The new group has 34 members and 
was formed to establish accurate 
delivery ratings so the public may 
purchase with confidence. Other 
aims are the development of fan 


(Please turn to top of page 114) 





Bryant Board Maps Plans 
Members of the distributor ad- 
visory board of the Bryant Heater 
Division of Affiliated Gas Equip- 
ment, Inc., Cleveland, mapped plans 
for future activities of the group at 
a recent Cleveland meeting. The 


board combines distributor experi- 
ences and recommendations into 
aggressive merchandising and sales 
efforts. The data also is used to 
gage consumer acceptance of pres- 
ent and proposed products. The 
field data is used by the company. 








Shown with other Bryant distributor advisory board members at a 


recent meeting were, left to right in top row, Lyle C. Harvey, Affili- 
ated Gas Equipment president, third from left; W. H. Wise, Bryant 
sales director; and J. A. Hughes, assistant general manager of AGE 


and Bryant general manager. 





Edward Domas, Stephen M. Bailey, 
Miss Jackie Hart and John O’Connor, 
left to right, examine a bathtub in a 
Chicago Pottery Co. exhibit at a recent 
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educational conference. The two-day 
meeting was in Chicago, sponsored by 
Local 130, and featured talks by con- 
tractors and other industry leaders. 
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A DISPOSER WITH LESS 


smeOest 


. will give you satisfied customers with years of 
efficient and dependable service. 





















here are a few of the exclusive features: 


@ MAXIMUM CUTTING SPEED 


The main feature of the CUTTER BARREL is the 
raised lobes or triangles which enable waste par- 
ticles to be pushed or tumbled between each one 
of the lobes with tremendous velocity from the 
rotary table. This design insures rapid cutting, 
prevents clogging, and results in the complete, 
quick pulverizing of waste matter. 












gO AST, 


FOOD WASTE t or 

























PULVERIZES ALL WASTE 








The ROTARY TABLE gives all waste the “‘slinging’ 
forward and outward acceleration against the 
Cutter Barrel lobes for complete chopping, tumbling 
and cutting action. The specially-designed Vanes 
on the underside of the table complete the pul- 
verizing action, and also provides the necessary 
pumping pressure for fast exit of particles into the 
waste outlet. 


NO WATER LEAKAGE 


The highlighting feature of SWIRL-O-WASTE is the 
exclusive design of the WATER SEAL ASSEMBLY by 
Wellens Mfg. Co. This exclusive feature prevents 
water leakage into the motor. Thus, insuring years 
of dependable service without motor ‘‘short-outs.”’ 
This seal is the answer to the most common “head 
ache’ found in disposer units 


unitional too! 


The SWIRL-O-WASTE is adaptable to any 
standard sink and drain fitting, The “divided 
construction’ feature permits easy handling 
and disassembly. The unit is separated by 
simply removing. the four flange bolts and 
the plumbing of the outlet snout, exposing all 
- parts for servicing. A minimum of parts de- 
signed for easy accessibility makes SWIRL-O- 
WASTE servicing quick and simple with no 
special tools. The 1, H.P., 115 volt, 60 cycle 
GE Motor is equipped with a Manual Reset 
Thermal Overload Protector. GUARANTEED. 
WELLENS MANUFACTURING CO. 
SEND FOR COMPLETE INFORMATION NOW 3809 W. JEFFERSON BLVD. * LOS ANGELES 16, CALIFORNIA 


JUST MAIL THE COUPON TODAY ! Please send your complete catalog and price list on Model 
No. 1804 — SWIRL-O-WASTE Continuous Feed Disposal Unit 
WHOLESALE AND DEALER INQUIRIES INVITED 0 DEALER 6 WHOLESALER 
MANUFACTURED BY NAME 
WELLENS MFG. Co patens 
3809 West Jefferson Blvd. © Li ge Nope @lol titel dalto city__ZONE—____STATE —— 
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PLUCK THE PROFITS 
‘with GERBER’S 


Ki \\~ Dynamic New Package Promotion . . . 
Ni 
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STOP —. mo 


_ with an yy 
inexpensive 












GERBER Guild o! Plumbing Specialists 


” 
rning “traffic eer 


2nd bathroom! 


scaaulst 
PLUMBING SP 
STE-SPACE” into 


and turn aL 
a MODERN 2ND BATHROOM 











National advertising is punching across the biggest 
plumbing promotion in the industry—the “Gerber 
Guild of Plumbing Specialists” —reaching the 
millions of prospects who are ripe and ready for the 
“second bathroom’’ sale. 
te wan 4 Climb aboard—tie in with the national advertising 
oy nar ere: ae azines such 28 that features the nationally known Good House- 
es millions in eal al me magazines! keeping Guaranty Seal. Clinch the sale with the help 
Garden's Book of Building an of Gerber’s self-selling pottery and brass displays. 
Display your Gerber Guild decal, from the promo- 
Over 500 profit-conscious tion packet we'll send you, on your door—it’s 
ppt Bren Seog _— featured in and backed by this hard-selling national 
Brass and Pottery displays promotion. See your jobber or send us your name 
—get yours NOW! right away so we can rush you your complete Gerber 
Guild promotion pack. Do it today! 






« the deren vow bow oan 
° jaane ced wil 

exces. 6 = 
Gerber Gadd 







& 
gtecet ensese® a, 1% 
* 





Powerful promotion rea ach 
House and 6a 





GERBER PLUMBING FIXTURES, DEPT. DE-12 
232 N. Clark Street, Chicago 1, Illinois 

(C7 YES, you can cut me in on BIG PROFITS with the Gerber 
Guild. Rush me the full story. 











MAIL THIS TODAY Name. Title 


Organizati 
EERTITY rivmsine rixrures 
232 NORTH CLARK ST. ¢ CHICAGO 1, ILLINOIS Address 


EMPIRE STATE BUILDING ¢ NEW YORK, N. Y. 
SIX GREAT FACTORIES: Delphi, indiana ¢ a ag Indiana e West Delphi, Indiana City. Zone. State 
Weedbridge, N. J. © Gedsen, Alebama © Plymouth, indiana 
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. The business barometer for November reflected strong 
pepeeot for those economists who predict a recession in 
* 

While the pessimistic economists were still talking —- and 
being listened to in some quarters, equally strong reassur- 
ance was forthcoming from many business leaders in our in- 
dustry, as well as other industries throughout the country. 

Ralph Cordiner, president of General Electric, held 
fears of a recession "entirely unjustified." "Ours is not 
only a growing, but a tremendously expanding economy and 
one certain to continue indefinitely," Cordiner declared. 
NO RECESSION Charles Wiener, president, Detroit Brass & Malleable Co., 

FOR 1954 expressed solid confidence in the business future, and 

especially in the building construction industry. The 
company's opinion is backed up by a $500,000 expansion and 
improvement program for its brass products plant in Detroit. 
William Balderston, president of Philco corporation, 
stateds "Our sales volume on all products continues at 
gratifying levels. Inventories at all levels are in good 
balance with consumer demand. We predict a very satis- 
factory volume of business for the forseeable future." 

Joseph Grazier, president of American-Standard, indicated 
that "based on current backlog, the outlook for both sales 
and earnings is considered very satisfactory." 


sees 

















Virtual absence of any public housing starts during the 
month of October caused non-farm housing starts to reflect a 
4,000 unit decrease. 

The slip in private housing starts, however, was only 





1953 SETS ¢ 
1,000 below the September level and the Bureau of Labor 
ALL-TIME PERAK Statistics continues its optimistic note that the year's 
FOR NEW total will still attain 1.1 million starts. 
CONSTRUCTION The construction industry, as a whole, will establish a 


new all-time peak for the year 1955. This will maintain the 
industry's unbroken record of having reached a new high for 
both dollar expenditures and physical volume, in every year 
since World War II. 











awee 


Public housing is scheduled for an increase during the 


coming yeare 
“tea Congress is expected to vote funds for 25,000 units 


shortly, and contracts have already been okayed for an addi- 
tional 30,000 units. 





esse 


John Smith this month gets his secondary education in re- 
modeling as he learns how contractors control the complete 
THE job from start to finish, how they plan their modernization 
JOHN SMITH STORY: advertising, how they sell remodeling for big buildings and 
PART II how to train their jounreymen to sell on the job. 
For this second chapter in John Smith's remodeling educa- 


tion, see page 97. 
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MORE FUNDS 
FOR 
SMALL BUSINESS 


TRY THIS 
BUSINESS BUILDING 
IDEA 


GAS RANGE 
SHIPMENTS 
UP 


PRICES REMAIN 
FIRM 


CONSUMER INCOME 
CONTINUES 
TO GROW 


TIME TO PLAN 
CHRISTMAS 
PROMOTIONS 


Plumbing and heating dealers, wholesalers and other small 
firms who were formerly barred from the Small Business 
oes: epee: loan service are now eligible for such 

oans. 

The SBA has recently announced its changed policy which 
permits loans to the smaller companies. Acting chief, 
Wendall Barnes said, ""No preference between types of 
American small business in applying for financial assistance 
will be granted by this agency. 

"All can expect to have their applications considered by 
SBA on an equal basis." 

Previously there has been some misunderstanding about a 
preference in granting financial assistance only in 
cases »« -« . “necessary to meet military defense or essential 
civilian requirements of production." 

This key sentence has accordingly been eliminated to pro- 
vide a wider range of services. 


eae 





A contractor in New Jersey offers a launderette service 
for his prospective customers. 

Mrs. Prospect comes in to do her laundry for a nominal 
fee and, while waiting for the clothes to wash, browses 
through the store looking over the displays of appliances 
and kitchen and bathroom fixtures. 

Result: A steady list of sales and prospects for not only 
automatic laundry equipment, but piumbing and heating prod- 
ucts as well. 

You can read all about this business-building idea on > 
page 84 in this issue. 
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Shipments of domestic gas ranges for the first ten months 
of 1953 are estimated at 1,897,100 units,or 4.8 percent 
greater than for the same period of 1952. 

October, 1955, shipments are estimated at 215,800, or 10 
percent less than for October of 1952. 


eee 





Construction costs remain virtually "unchanged" at press 
time, as measured by the Department of Commerce Composite 
Cost index. 

In August, wholesale prices of building materials were 
down 0.4 percent, but were 1.9 percent above the same month 
of 1954. Lumber prices continued to decline but were par- 
tially offset by slight increases in paint and plumbing and 


heating equipment. 
In general, plumbing and heating prices continue stable. 


eee 


Easier home mortgage funds will provide impetus for new 


construction during the coming year. That's the concensus 
of builders and government forecasters. 


Remodeling is expected to rise to greater heights than 
ever in 1954. Chief reason: Consumer income continues to 


grow and Mr. and Mrs. Homeowner will have more money to 


spend than ever before. 
Personal income as a whole has risen by $2 billion! 


aD 








Unseasonably warm weather has almost made dealer and con- 
sumer alike forget that winter — and Christmas — are just 


around the corner. 
However, there's plenty of time to plan your Christmas 


promotion and increase store traffic during the holiday 


season. 
Plumbing and heating contractors who "sell the gifts that 


keep on giving" will find some timely suggestions for 
Christmas promotion in the feature on page 95. 
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17 ‘Control Centers’ Mitimle unique requirements of famed 
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(Above) Proportioning Room Thermostat movwnte 
* on wall of laboratory maintains the constant tempefaty 


level necessory for, research requirements. 


(Left) Interior of Research Tower, tallest known buil 
ing (153’) constructed on the cantilever principle. Tower 
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40’ square, with alternating circular floors 38’ in digmete 
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One of seventeen “Control Center” Cabinets which house prewired is - re y 
relays. program motors, timers, magnetic contactors, power boxes, switches, 

signal lights, and terminal strips. Numbers on terminal strips correspond BD Ht] 
with numbered components, speeding installation, reducing costs, simpli- 





fying checking and revising of individual systems. 
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Satisfaction with a seven-zone electric control sys- 
tem in the modern Administration Building (com- 


pleted in 1939) led Johnson engineers to specify 
Barber-Colman ‘Control Center” systems in the 
famed Research Tower (dedicated in 1950). Today. 
electric control systems for both structures are op- 
erating reliably with a minimum of maintenance 
and service supervision. 

An extraordinary example of contemporary 
architecture, the Research Tower required as ad- 
vanced thinking on heating, ventilating and air 
conditioning problems as on the cantilever principle 
of construction, Six static pressure controllers 
operate a series of exhaust dampers through elec- 
tronic relays to maintain a slight pressure within 
the building to reduce infiltration. 
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Laboratories calling for constant temperature and 
humidity required motor-operated proportioning 
valyes ranging in maximum capacity from as low 
as 15 to as high as 1800 pounds of steam per hour. 
Special timers and program motors provided low 
temperatures and automatic coil defrosting. A total 
of over 400 control components was installed, wired 
directly to 17 “Control Centers” for handling heat- 
ing, ventilating, and air conditioning requirements. 

How youcan benefit similarly from the timesaving, 
cost-cutting, advanced engineering techniques result- 
ing from modern electric “Control Center” systems 
is told in a new booklet “How You Can Simplify 
Control Problems and Save Money with “Control 
Centers’.””, Phone your nearby Barber-Colman field 


oflice or send eoupon below for your free copy. 





Motor-operated valves (above) and remote bulb thermo- 
stats (below)—typical of the over 400 Barber-Colman electric 
components used for temperature control in Research Tower. 


q . . F 4 
Banks of Proportioning Control Motors—Job included one motor 
which contained a 37000 to | gear reduction, also quantities of 
two-position and reversing control motors. 





BARBER-COLMAN COMPANY, ROCKFORD, ILL., U.S.A. 
Dept. L, 1308 Rock St. + Field offices in principal cities 


[-] Send free copy new booklet “How You Can Simplify 


Control Problems and Save Money with ‘Control Centers’. 


BARBER mre 
mr| Control Center 


Automatic Controls Air Distribution Products °¢ Industrial Instruments 
Aircraft Controls * Small Motors * OVERdoors and Operators * Molded 
Products * Metal Cutting Tools * Machine Tools ¢* Textile Machinery 


Name 





Firm Name _— —_ a re ewes 
Addre ss - —_ - — 


City— : ss State id — 
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PIPE FITTINGS 
gee neliof from:time -wasling git, | 


Time costs are more important today than ever. You 
can reduce installation costs . .. you can forestall pipeline 
troubles with Grabler Square “Gee” Pipe Fittings. They 
speed every job at the point of assembly because they 
assemble quickly, without change of pace or loss of time. 
Grabler Package-Protected Pipe Fittings are clean and 
instantly usable, help to reduce the time cost of handling, 
storing fittings in the shop and on the job, greatly simplify- 
ing the maintenance of stock. Order Grabler Package- 
Protected Pipe Fittings and Nipples from your wholesaler. 


tate GRABLER manuracturine company 


6565 Broadway, Cleveland 5, Ohio. 


Malleable Fittings, AAR Fittings, my Rail 
Fittings, Cast Iron Steam Fittings, Cast Iron Drain- 
age Fittings, Patented Drainage Fittings, Copper 
Tube Solder-Joint Fittings, , Cast Brass Solder-Joint 
eneacee Drainage Fittings, $ Pipe Nipples, Hangers. 





‘AREHOUSES: New York « Philadelphia + Atlanta « Pitt: 





































_ “I Hap THE sHock of my life 
' last week,” a contractor told us 
| the other day, “when my assist- 
ant told me he was leaving and 
I tried to find someone with his 
' abilities to take his place. 
“Exactly five people were 
| brought in before I gave up and 
realized it was extremely difficult 
| to find a competent replacement 
these days. I knew then I was 
' going to have to do something 
about keeping him and do it 
quick. I should have acted long 
ago and probably would have 
been able to do it much better 
than I will now.” 


A Costly Solution 


His solution was to raise the 
man’s salary by $50 a month and 
offer him a bonus based on the 
prosperity of the business. It kept 
the assistant, but it added over- 
head costs that could have been 
a good deal less had he planned 
ahead for just such an occurrence 
and avoided it. 

Any reader who believes it 
will be easy to find a well trained 
assistant in the open market to- 
day has only to look around and 
try to do so... it will take only 
a few weeks to reveal how few 
adequately trained individuals 
with a willingness to work and 
the necessary pleasing person- 
ality are available. 

We’ve checked a number of 
situations of this nature to see 




















FOR MANAGEMENT 


' Keeping That Well-Trained Assistant Happy! 


what contractors have done to 
keep such trained assistants sat- 
isfied with their working condi- 
tions. Here is what these con- 
tractors do to assure job content- 
ment: 

Assure Good Living Stand- 
ards: Nothing makes an intelli- 
gent and versatile man look for 
another job quicker than to find 
himself in living standards in- 
ferior to others of his community. 

Any contractor is dollars ahead 
paying the best possible wages 
his office can afford. The extra 
cost is more than compensated 
for by other things he may have 
to do to find a suitable replace- 
ment for that well trained as- 
sistant. 

Sometimes this calls for aid 
of another sort in finding better 
housing for the employee and 
his family, helping them make 
contacts that will bring them 
better friends and better living 
conditions, etc., as well as in 
the pay check department. 


What Will Money Buy? 


Money, by itself, is not the 
medium that keeps the assistant 
content at his post. What he is 
able to obtain in living stand- 
ards within the community for 
that money is also an important 
factor. 

Show Him a Future: A good 
man has ambition; an individual 
without it is seldom of much 
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value to his employer. If an as- 
sistant can see nothing in his fu- 
ture except doing the same job 
on which he now labors, he can 
hardly be blamed for becoming 
dissatisfied. 

Every contractor will find it 
to his advantage to show the 
people on his staff the future 
possibilities of their work .. . 
the industry trends that appear 
in the offing . . . how big things 
are before him if he has the abil- 
ity to grasp them. 

It is also well to keep in mind 
that many otherwise very com- 
petent individuals lack the abil- 
ity to look into the future and 
therefore need it pointed out and 
explained to them. 

Make his Present Job Pleas- 
ant: Too often a contractor, is in- 
clined to drift into a state of mind 
which totally ignores those on 
his staff or how they may feel 
toward their jobs. His concern 
with his own business problems 
generally brings about this situ- 
ation and permits him to over- 
look many things he might see 
very plainly if he were an out- 
sider. 


Correct the Little Things 


The job of every one on the 
staff needs regular examining. 
Some little thing which can be 
easily corrected will often be 
shown up by such an inspection; 
the very something that is al- 
lowed to go uncorrected will as- 
sume massive status in the mind 
of that assistant. Sometimes it 
even pays to have an outside 
friend come in and give the 
whole place a thorough analysis 
and do so frankly. 

When Did He Have a Salary 
Increase Last? It’s a mighty 
hard thing to do to convince an 
individual there is a big future 
for him in a place where he has 
had little demonstration of its 
possibilities in the past. The man 
who has been with a contractor 
for a long time and received no 
pay raise, or very little, cannot 

(Please turn to top of page 52) 
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Why CHASE copper drainage 


systems are G9SVEF to install: 






20-foot lengths mean that fewer joints are 
needed. 















i it 


Entire system lightweight, easier to handle 
and to assemble. 


eee 











Chase Solder-Joint Fittings are easily, 
rapidly made. 


Chase Copper Water Tube—with Chase 
Solder-Joint Fittings—make an ideal 
waste, vent or soil line system. ..a quick- 
ly installed, more economical system 
that does a better job, lasts longer. 


weight system—so easy to install, 4 
rugged enough throughout to take plent 
of hard knocks. 


Your Chase wholesaler will be a 
to give you full information on this mor 


A Chase drainage system is a light- efficient type of drainage system. 


* h ase eo BRASS & COPPER 


WATERBURY 20, CONNECTICUT » SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
The Nation’s Headquarters for Brass & Copper 


Albanyt Atlante Baltimore Boston Chicago Cincinnati Clevelend Dallas Denvert Detroit Houston Indianapolis Kansas City, Mo. Los Angeles M:'waukee 
Minneapolis Newark New Orleans New York Philadelphia Pittsburgh Providence Rechestert St. Louis San Francisco Seattle Waterbury (tsales office only) 
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Pridpeport Sick Strainer an Stggpon 


: a type for every need 









Flip the handle to switch basket 
from strainer to stopper. 






























Fits all sinks with 314%” or 4” outlet 
mali size fits 2” and 212” outlets 
No. 669 
install, y 
‘ake plen'} Whatever your customers want—combination sink It’s a good idea to have ample supplies of these fast- 
strainers, flat top sink strainers or tray plugs—you can selling items on hand. Check your stocks and reorder 
ill be glaq supply them for any size sink outlet from the com- today. 


this mo" plete Bridgeport line. 


m. 
Every Bridgeport product is designed for easy instal- BRIDGEPORT BRASS COMPANY 


lation, versatility of use and long, dependable service. Bridgeport 2, Conn. © Established 1865 
Each is made from heavy gauge brass, heavily plated, “ee 


lustrous durable finish. 


Mills at Bridgeport, Conn. and Indianapolis, Ind. 
In Canada: Noranda Copper and Brass Limited, Montreal 





>PER 
- BRIDGEPORT BRASS 


$ office only) 
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Gol the Silent [utomatic tine 








HI-FURNACES LO-FURNACES 


ad 


GAS BURNERS 


a GREAT NEW LINE of 
feature-packed equipment { 


Silent Automatic is on its way—and the only way 
it can go is up! Announced in January, and first 
displayed at the ASHVE Exposition in Chicago 
late in January, this brand new line with the 
famous old name is catching on all over the 
country. Equipped with every wanted, needed 
sales feature, it is a complete line of equipment 
that offers a wide range of capacities, choice of’ 
fuels, quality, national advertising, the backing of 
a nationally known company, and a fast-growing 
distribution set-up. 


GAS MODELS AGA APPROVED 


wholecsalerc / 


Write to R. E. Loebell, National 
Sales Manager—Silent Auto- 
matic Products, Timken Silent 
Automatic Division, Jackson, 
Michigan, for complete infor- 
mation about this new line. 


TIMKEN SILENT 


ROCKWELL 


Blota éte) 


DOMESTIC 
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HEATING EQUIPMENT 


SPRING 
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BOILERS 


OIL BURNERS 





backed by a GREAT MAME 
a e j e 
in automatic home heating { 
Timken Silent Automatic Division is a manufac- 
turer with a quarter-century reputation for the 
highest standards of heating engineering, design, 
terials and workmanship. You can depend on 
and on Silent Automatic equipment, for a sound 
opportunity to build a profitable business. Start 
selling this newest line of quality home heating 
equipment without wasting another day. Whole- 
salers are being appointed in every heating terri- 
tory, right now! 


OIL BURNERS UL APPROVED 


UDA 


retailore/ 


Write to R. E. Loebell, National 
Sales Manager—Silent Auto- 
matic Products, Timken Silent 
Automatic Division, Jackson, 
Michigan, for the name of the 
nearest Silent Automatic Prod- 
ucts wholesaler. 


AUTOMATIC DIVISION 
AND AXLE COMPANY 
alidalte lols 


A COMPLETE LINE OF GAS-FIRED AND OIL-FIRED FURNACES AND CONVERSION 


BURNERS, AND GAS-FIRED BOILERS. 


ALSO OPTIONAL 


OiL OR GAS FURNACES. 
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EMERSON 25 5 ELECTRIC 


MOTORS+ FANS APPLIANCES 


It would be a cold day in many an industrial 
plant without modern unit heaters. These effi- 
cient units pour out warmth and comfort right 
where they are needed. 


At the heart of each unit is a quiet, dependable 
fan that sends the heat on its way. On many of 
America’s best known unit heaters Emerson-Electric 
special fan-duty motors power the fans. 


Emerson-Electric specializes in building motors 
for equipment with a reputation for dependa- 
bility. It has done so for 63 years, and offers 
efficient motors for a wide variety of applica- 
tions, in ratings from 1/20 to 5 h.p., and her- 
metic motors 4% to 20 h.p. 


Look to Emerson-Electric if you are looking 
for the right motor to power your product effi- 
ciently, dependably. Your inquiry is invited. 


THE EMERSON ELECTRIC MFG. CO. 


St. Lovis 21, Mo. 


JET PUMP 
MOTORS 


Build dependability into your Jet Pump by 
specifying Emerson-Electric Jet Pump Motors (1/4 
to 1 H.P.). Standard pump equipment motors 
are made in ratings 1/4 to 1 H.P. single-phase, 
capacitor-start, induction run; and 11/4, H.P. 
single-phase, repulsion-start induction run; and 
polyphase motors in 1 to 5 H.P. For complete 
information write for Bulletin No. 459. 
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The one best way to sell.dishwashers and Disposalls is through 
home demonstration. 

The one manufacturer giving you the complete tools for the job 
is General Electric. 

The one fellow in a choice position to get into the customer’s 
kitchen and cash in on this new profit plan is you—the plumber. 

It’s already been proven that once a woman has these appliances 
in her kitchen, she doesn’t want to let them go. 

Put these units to work for you right away. And you make a 
double profit—sell them to your customers—then install them! 
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G-E Dishwasher 
Demonstration & 
Kit 





This simple kit converts any standard 
UC-120 G-E Dishwasher into a portable 
roll-around demonstration unit. 

No installation necessary; hooks up to 
hot water faucet. When not in use can be 
rolled into any corner. 


You can give a completely automatic 
dishwasher demonstration right in your 
prospect’s kitchen. You can offer it for 
10-day free home trials—a real prospect- 
clincher. 


Kit includes a caster base assembly, cord 
set, inlet and drain hose, and set of simple 
instructions. Porcelain-enamel accessory 
top may be ordered separately, if needed. 
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DEMONSTRATION PLAN 


Dishwashers and Disposalle! 








NY 





G-E Disposall 
Demonstration 
Kit 


A compact, easy-to-carry kit that permits 
you to give a simple, impressive dry dem- 
4 onstration of the G-E Disposall in your 
prospect’s kitchen. 





Kit includes a specially wired Disposall, 
coffee beans, glass marbles, catch bags, 
simple instructions and other sales-promo- 
tion items...everything you need! 





Just plug it in and the amazing dry-run 
demonstration is a sure-fire sales-clincher. 





The entire kit comes in an attractive 
black carrying case and is very easy to set 
up for a convincing demonstration. 


He has these new Dishwasher and Disposall demon- 
stration kits on hand. Get in on the ground floor of 
this new money-making opportunity! 


Act f Call or see your local General Electric distributor. 
& 

















































CONVENTION DATES... 
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Dec. 2-3—NWAHACA—40th annual 
convention of the National Warm Air 
Heating and Air Conditioning Assn.; 
Hotel Cleveland, Cleveland. 


Dec. 3-4—SBlI—Annual meeting of 
the Sanitary Brass Institute; Edge- 
water Beach Hotel, Chicago. 


Dec. 7-9—NHWA—Annual conven- 
tion of the National Heating Whole- 
salers Assn.; Conrad Hilton Hotel, 
Chicago. 


Jan. 10-12 (1954)—NARDA—Annual 
convention of the National Appliance 
& Radio-TV Dealers Assn.; Conrad 
Hilton Hotel, Chicago. 


Jan. 24-26 (1954) —PHWNE—Winter 
meeting of the Plumbing and Heating 
Wholesalers of New England, Inc.; 
Hotel Statler, Boston. 


Jan. 25-27 (1954)—ASHVE—Annual 
convention of the American Society of 
Heating and Ventilating Engineers; 
Rice Hotel, Houston, Texas. 


Jan. 25-28 (1954)—Illinois—61st an- 
nual convention of the Illinois Master 
Plumbers’ Assn.; Hotel Pere Mar- 
quette, Peoria. 


Feb. 1-3 (1954)—Wisconsin—Annual 
convention of the Wisconsin Master 
Plumbers Assn.; Schroeder Hotel, Mil- 
waukee. 


Feb. 18-20 (1954)—Minnesota—An- 
nual convention of the Minnesota Mas- 
ter Plumbers Assn.; Hotel Nicollet, 
Minneapolis. 


Feb. 19-20 (1954)—Kansas—Annual 
convention of the Kansas Master 
Plumbers Assn.; Broadview Hotel, 
Wichita. 


Feb. 28-March 2 (1954)—Missouri— 
Annual convention of the Missouri 
State Assn. of Master Plumbers; Jef- 
ferson Hotel, St. Louis. 


March 4-6 (1954)—Colorado—An- 
nual convention of the Colorado Mas- 
ter Plumbers Assn.; Shirley-Savoy 
Hotel, Denver. 


March 5-6 (1954)—Virginia—Annual 
convention of the Virginia Associated 
Plumbing & Heating Contractors, Inc.; 
Hotel Roanoke, Roanoke. 


March 18-20 (1954)—Louisiana—An- 
nual convention of the Louisiana State 
Assn. of Master Plumbers; Hotel Jung, 
New Orleans. 


March 19-20 (1954)—Texas—Annual 
convention of the Associated Plumbing 
and Heating Contractors of Texas, Inc.; 
Commodore Perry Hotel, Austin. 


March 28-30 (1954)—MAWA—An- 
nual meeting of the Middle Atlantic 
Wholesalers Assn.; Chalfonte-Haddon 
Hall Hotel, Atlantic City. 


April 1-2 (1954)—WCF—5th annual 
convention of the Water Conditioning 
Foundation; Edgewater Beach Hotel, 
Chicago. 


April 7-10 (1954)—New York—An- 
nual convention of the New York State 
Assn. of Master Plumbers, Inc.; Hotel 
Commodore, New York. 


April 8-10 (1954)—New Jersey— 
53rd annual convention of the New 
Jersey State Assn. of Master Plumb- 
ers; Chalfonte Hotel, Atlantic City. 


April 19-22 (1954)—Pennsylvania— 
Annual convention of the Pennsyl- 
vania Assn. of Plumbing Contractors; 
Ben Franklin Hotel, Philadelphia. 


April 22 (1954) — Massachusetts — 
70th annual convention of the Massa- 
chusetts State Assn. of Master Plumb- 
ers, Inc.; Sheraton Plaza Hotel, Boston. 


April 27-29 (1954)—California—53rd 
annual convention of the Associated 
Plumbing Contractors of California; 
Wilton Hotel, Long Beach. 


April 30-May 1 (1954)—Michigan— 
Annual convention of the Michigan 
Assn. of Master Plumbers; Hotel Stat- 
ler, Detroit. 


May 5-7 (1954)—CSA—Spring meet- 
ing of the Central Supply Assn.; Pal- 
mer House, Chicago. 


May 10-13 (1954)—NAPC—72nd an- 
nual convention and exposition of the 
National Assn. of Plumbing Contrac- 
tors; National Guard Armory, Wash- 
ington, D. C. 


May 16-21 (1954) — OHI— Annual 
convention and exposition of the Oil 
Heat Institute of America, Inc.; Ben- 
jamin Franklin Hotel and Commercial 
Museum, Philadelphia. 


May 25-28 (1954) —HPACCNA—An- 
nual convention of the Heating, Piping 
and Air Conditioning Contractors Na- 
tional Assn.; The Traymore Hotel, At- 
lantic City. 


June 10-12 (1954)—PHWNE—Spring 
meeting of the Plumbing and Heating 
Wholesalers of New England, Inc.; 
Mount Washington Hotel, Bretton 
Woods, N. H. 


Oct. 7-8 (1954) — NADFPM — 22nd 
annual meeting of the National Assn. 
of Domestic and Farm Pump Mfrs.; 
Sherman Hotel, Chicago. 


Oct. 13-15 (1954) — CSA — Annual 
meeting of the Central Supply Assn.; 
Palmer House, Chicago. 


NEXT MONTH—A complete listing 
of state association convention dates. 
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Keep Assistants Happy... © 
(Continued from bottom of page 45) 
be blamed for taking a dim view 
of the desirability of his posi- 
tion. 

Where pay raises come with- 
out asking for them (even 
though they may be small) an 
individual has much more in- 
terest in his position and more 
faith in its future, than where 
all are grudgingly given and only 
after many requests. 

It’s difficult to convince an as- 
sistant the office isn’t doing well 
in these times . . . particularly 
the one whose work load grows 
larger and larger as each month 
goes by. Many times we have 
heard the respect for an em- 
ployer in a worker’s voice as he 
said: “Yes, I got another salary 
raise last week . and you 
know something? I didn’t have 
to ask for it!” 

Help Him Acquire Preferred 
Status: One of the biggest at- 
tractions our field can offer its 
“assistant managers” is the pre- 
ferred status that goes with such 
a job when he becomes a junior 
executive. No matter how small 
the role, that achievement means 
a lot to a man. 


Tell His Friends About It 


The preferred status that be- 
ing such a junior executive gives 
is worth nothing if none of his 
business or social acquaintances 
know about it and if the firm for 
which he works considers it of 
so little importance as not to 
merit telling others of his status. 


The practice of these measures 
is a contractor’s assurance that 
he has neglected nothing in mak- 
ing the position of a valued as- 


sistant more interesting and 
attractive. These are the basic 
essentials. 

Training an efficient member 
of the staff is a difficult and costly 
procedure. It can’t be done over 
night and sometimes it is nearly 
impossible to find a proper re- 


placement. END 
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When it comes 10 
the pipe in your plans — 


ise NATIONA 
ab thee ure, ! 
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pena you are installing a con- 
ventional hot water or steam heat- 
ing system, fire control and plumbing 
lines, a modern radiant heating applica- 
tion or pipe for a snow melting system, 
remember that Nationa, the world’s 
most widely used pipe, has all the neces- 
sary qualities for complete adaptability 
in all these services. This means to you— 
no worries, no doubts, no uncertainties. 
The choice of Nationat Pipe relieves 
you of any and all further checks or in- 


vestigations. It’s as easy and as simple 
as that. 

Why? Well, “old timers” will tell you 
that confidence in NaTIonat to fill the 
bill is born of years of experience and 
observation, upon thousands and thou- 
sands of installations in structures of all 
kinds. But most important of all, it is 
based on the comforting knowledge of 
NaTIoNAL’s uniform, dependable, 
trouble-free performance, the kind of 
performance that you can feel proud to 


pass on to your customers. 

For over three quarters of a century, 
each new generation of pipe users has 
looked to NaTIONAL with complete con- 
fidence to meet all mechanical require- 
ments. They know that while old in name 
and rich in service records, it is ever new 
and modern to fit today’s requirements. 
And so, whatever type of service your 
plans call for, we are sure you will find 
both satisfaction and profit in standard- 
izing on NATIONAL “all the way.” 








Here’s why NATIONAL Pipe gives the most service per dollar cost: 





It’s Uniform Throughout—National Pipe is 
uniform in metallic structure, ductility, 
strength, corrosion resistance, surface finish 
and diameter. 


Threads and Cuts Easily—Absence of slag 
inclusions, laminations and blisters assures 
smooth, strong threads . . . clean cuts. 


Coils and Bends Well—National Pipe has 
that extra strength and ductility so neces- 
sary to meet the demands of close and ex- 
acting fabrication. 


Makes Sound Joints—Uniformity and ac- 
curacy in manufacturing have made un- 
equaled pipe jointing records for National 
Pipe . . . whether welded or threaded. 


It’s Scale-Free — National Scale-Free Pipe 
avoids damage to valve seats and clogging 
of small orifices. 


It’s Spellerized—Special rolls work the bloom 
surface to eliminate irregularities and pro- 


duce a dense, uniform surface. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S NATIONAL Stee! PIPE 


STATA @ 


nw EO 


Constantly Improved—For over 60 years, 
National Steel Pipe has constantly been 
improved to meet the most difficult re- 
quirements. 


It’s tested and Inspected—Each and every 
stage of production is carefully checked by 
the finest instruments... thoroughly tested 
by the most experienced men. 


Controlled from Start to Finish—From the 
raw material to the finished product, one 
organization has rigid control over the 
manufacturing steps that produce National 


Steel Pipe. 


Nationwide Acceptance—A cross section of 
industrial or building applications will 
show a predominant use of National Pipe 
. .. largest selling pipe in the world. 
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single point of control 





for combination heating 
and cooling systems 


All year comfort is assured when General Controls’ 


T-70H room thermostat is in charge of home heating and 
air conditioning. For cold weather comfort, set the 







easy-to-read temperature dial, move the indicator to 
“Heat” and that’s all there is to it, Operating on millivolt 
current from a pilot generator the self-powered B-60 
control system supplies healthful, dependable warmth 
all winter long. When hot weather comes, move the 
indicator to “Cool” and the air cooling system goes into 














3 century, operation on 24 volt current. For low cost, high 
. ais ¥ as Satisfaction all year temperature control ... it’s 
e con- ‘ 
cal require- automatic controls by General Controls. 
old in name ' 
is ever new 
juirements. 
ervice your ' 
wu will find ‘oy for winter comfort, 
1 otandane ts | ee hundreds of thousands of 
ay. | American homes rely on 
/, %- General Controls auto- 
nati matic heat, controls such A compl ete 


as the famous self-powered 
B-60 gas control valve. 





product line with 
One source of supply, 
One responsibility 








for SUMMEFT automatic 


controls such as this selec- 
tive orifice V-200 valve 
control the flow of liquid 
refrigerants to air cooling 
and refrigeration systems. 
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GENERAL CONTROLS 


Glendale, California © Skokie, Illinois 


Manufacturers of Automatic Pressure, Temperature, Level 
and Flow Controls for Heating, Home Appliances, Refrig- 
eration, Industrial and Aircraft Applications. 
FACTORY BRANCHES IN 35 PRINCIPAL CITIES 
See your classified telephone directory. 
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Whether you stock it or install it... 


December, 195} 


Transite Building Sewer Pipe brings you 
many advantages to build profits 


Distributors and installing contrac- 
tors alike are building profits with 
this widely known Johns-Manville 
Transite Pipe specially designed for 
connecting a house to the street sewer 
or septic tank. It is the only pipe that 
offers this combination of 9 advan- 
Ages: 

1. Long 10-foot lengths simplify in- 
stallation and reduce number of joints in 
the line to a minimum. 


2. Tight joints—Each pipe end is firmly 
and securely encased in a sleeve of dur- 
able Transite and sealed by rubber seal- 
ing rings to form a tight joint that guards 
against root clogging. 


3. Engineered for the job—Pipe, 
couplings and fittings are designed for 
accuracy and sureness of assembly. 


4. Corrosion-resistant— Because it’s 
made of asbestos and cement, Transite, 
the white pipe, resists corrosion outside, 
inside and all the way through. 


*Transite is a Johns-Manville trademark 


JOHNS MANVILLE 


JM 





5. High flow capacity — Transite’s 
smooth interior and long 10-foot lengths 
help assure the quick flushing action that 
keeps building sewer lines free-flowing. 


6. A full line of Transite fittings for 
making changes of direction, connec- 
tions to other pipe, clean-outs, etc. 


7. Strong and durable—Designed to 
give lasting, dependable service—and to 
protect your reputation for quality prod- 
ucts and to assure quality work. 


8. A name product—Made by Johns- 
Manville, a name that has stood for qual- 
ity products for more than 90 years. 


9. Nationally advertised in “Satur- 
day Evening Post,” “Time” and other 
general publications reaching home own- 
ers. Advertised on more than 400 Mutual 
Network radio stations carrying “Bill 
Henry and the News.” 


For further details about Transite 
Building Sewer Pipe, write to Johns- 
Manville, Box 60, New York 16, N.Y. 


ANOTHER J-M PRODUCT— 
TRANSITE PLUMBING VENT PIPE 





Specifically designed for venting of soil and 
waste pipe. Its strength, durability and in- 
herent corrosion-resistance assure lasting 
service. Ten-foot lengths reduce the num- 
ber of joints, facilitate installation. On many 
jobs, a single length is all that is required. 
Installed in accordance with standard 
plumbing practices. Literature on request. 


Johns-Manville TRANSITE BUILDING SEWER PIPE 


AN ASBESTOS-CEMENT PRODUCT 
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gt makes five water heaters — each designed 
for a particular job. These two are the direct fired 
Sellers Immersion type—one the famous Immersion 
Automatic Water Heater, the other is Sellers well 
known Blast-Immersion Water Heater. Both are large 
volume heaters famous for freedom from scale—be- 
cause it’s cracked off as tubes contract and expand. 
They both employ the system of immersion firing— 
pioneered by Sellers. Gas is entirely burned inside 
the firing tubes which extend horizontally through 
the shell—completely surrounded by water. 


4876 N. CLARK STREET 


— 1 


immersion 


rs wba Tank Heaters 
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IS A "HARD WATER" HEATER? 
SUSTAINS HIGH EFFICIENCY 7 
HAS NO COILS? 

EFFECTIVELY COMBATS SCALE 7 


IS KNOWN THROUGHOUT 
THE COUNTRY 7 


AND IS AVAILABLE WITH 
COPPER CLAD TUBES? 





The selection of one or the other of the two models 
depends largely on the capacity required. Both 
give years of trouble free service at the original 
high efficiency. 

Together, these companion heaters cover the 
hot water requirements of apartment buildings, 
institutions, hotels, factories and ‘commercial 
establishments. 

We'd like to tell you more about these widely known 
Sellers heaters. Send for bulletins. . . 1200 and 1201. 
Send For Your Free Copy of 
“THE FACTS ABOUT HOT WATER!” 
Before you buy any water heater—send 
your letterhead for this informative story 
on water and how to heat it. It’s free— 
no salesman will call. 





Selle ENGINEERING CO. 


CHICACO, 


Q. 


Combustion Units 
industrial Cas Burners 


et. ; fl 
Immersion Automatic Vertical 
Water Heaters Steam Boilers 
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NEW PRODUCTS * NEW PRODUCTS + NEW PRODUCTS 
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Horizontal Unit Heater 

Union Asbestos & Rubber Co. 
has entered the heating and air 
conditioning field with a new hori- 
zontal unit heater for hot water or 








steam. The heater operates from a 
central system and is designed for 
ceiling installation. Blower and 
motor may be dropped out easily 
for servicing. The heater is intended 
for standard and high cfm use, and 
is offered in 18 models. For steam 
use, Btu capacity ranges from 339,- 
600 to 585,000. For hot water heat- 
ing, Btu capacity ranges from 34,- 
650 to 469,500. Other Union Asbes- 
tos products such as a single cab- 
inet heating and cooling unit, water 
cooled air conditioners, convectors, 
and baseboard and wall radiation 
will be described in forthcoming is- 
sues. 

Manufacturer: Union Asbestos & 
Rubber Co., Heating and Cooling 
Div., 332 S. Michigan, Chicago 4. 


Recessed Grease Interceptor 
Josam has introduced a new 
grease interceptor for recessed in- 





stallation. Grease is evacuated when 
a valve is turned, so that elimina- 
tion is done without removing the 
interceptor cover. The unit may be 
installed in a floor or a pit. A steel 
frame and carrier brackets support 
the unit, which is adjustable to 
various depths. 

Manufacturer: Josam Mfg. Co., 
Dept. X4, Michigan City, Ind. 


Vent Valve 
A new vent valve for one-pipe 
steam systems features a heavy 





duty phosphor bronze bellows to 
insure positive closing of a large 
venting orifice. The venting rate 
can be varied to meet needs. The 
valve (the Varivalve) is designed 
to obtain maximum balance 
throughout a heating system, in or- 
der to carry heat to the farthest 
outlet without overheating the 
whole system. 

Manufacturer: Heat-Timer 
Corp., 657 Broadway, New York 12. 


Gas Water Heater 
A new gas water heater by Cole- 
man of Los Angeles is designed for 





maximum resistance to corrosion. 
Sides and top of the tank are coated 
with 3/16 in. of smooth rock. The 
rock, in a semi-liquid state, is ap- 
plied as the tank is spun at a high 
rate of speed. The centrifugal 
force created spreads the rock 
evenly, over the tank surface. The 
bottom of the tank and the im- 
mersed flue are covered with vitre- 
(Please turn to top of page 64) 





Combination Furnace-Clothes Dryer Is Introduced 


A new combination furnace and 
automatic clothes dryer has been 
introduced by Herbster Products. 
The unit is a 374 in. high furnace 
with the dryer on top. The furnace 
has a Btu output of 76,000 at the 
bonnet. Air is drawn into the fur- 
nace, filtered, passed over the heat 
exchanger and on up the discharge 
passage. Movable baffles can be set 
to deflect all or part of the heated 
air into the dryer section. The dry- 
er will hold 19 lbs of wet clothing 
and will dry a load in about 30 
minutes. After operating knobs are 
set, clothes are tumbled and blown 
dry by filtered air at 170F. Warm 
air can be fed to both the dryer and 
living spaces in winter, and only to 
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the dryer chamber in summer. 

Manufacturer: Herbster Prod- 
ucts Co., 5309 Euclid Ave., Cleve- 
land 3. 
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TWO SIDES TO EVERY STORY 


FOR THE Ame Cntr FOR THE lumber 


EASE OF INSTALLATION. Harcraft Brass 
Goods are engineered with your problems in 
mind. They make up easily . . . have wide adjust- 


















ments for roughing-in, plastering or tiling... 
simplified valve construction, easily accessible. 
Harcraft fixtures have full cut threads machined 
to close tolerances from extruded brass stock, 
therefore no casting defects. Their silver-welded 
joints are as strong as the basic metal itself, pro- 
viding great resiliency. These many advantages 
_ all add up to more profitable business for you. 


SPARKLING BEAUTY for bath- 
room and kitchen: this is the happy ye mr yy 
result of combining Harcraft’s pleas- 

ing design with a lustrous smooth 
chrome finish. (It’s so easy to keep 
them sparkling clean and mirror 
bright.) Then there is complete util- 
ity satisfaction. Your customer is 
happy with Harcraft fixtures be- 
cause they operate smoothly, easily 
and quietly. 


a ‘ 
eTAy 


4a 


Available in 8” & 

11” centers with 2” 
I.P.S. union or copper 
connections. 





Harcra 





Harcraft 
BRASS 











DIVISION OF HARVEY MACHINE CO., INC., TORRANCE, CALIFORNIA 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS 


An independent facility producing special extrusions, pressure forgings, bar stock, forging stock, tubing, and related mill products. 
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There's double profit waiting for the plumbers who mer- 
chandise Hotpoint’s complete line of Electric Water-Bearing 
Appliances. Every time a water-bearing appliance is installed 
somebody makes two profits ... the profit on the sale and 
the profit on the installation. There’s nothing that prohibits 
one plumber from making both profits! 


Much of the sales resistance is eliminated if you offer your 
trade water-bearing appliances with the Hotpoint label—be- 
cause Hotpoint appliances have been recognized for years as 
the outstanding leaders in their field. When your customers 














" install Hotpoint appliances they know they're right. 

tpt Combination Dshwesor Sink end Disposal |, "otPcin' il ing of ec wuebetring apliance in 
Here's the double-profit combination that’s tailor-made for ot as . -n:. . 
merchandising plumbers The Hotpoint Combination Dish- ~ nde aia <a ae Hocpoint Disposall® Food _— 
washer-Sink with Disposall Food- Waste Disposer offers the Disposer ... Automatic Clothes Washers, plus the sensation 
biggest potential market in the business—Fitst with Dual of the industry—the new Hotpoint Automatic Clothes Dryer 
Detergent Dispenser— First — oa — with with Sealed-Drying Action. Get in touch with your Hotpoint 
Front Opening . . First with Electric-heat Drying . . . First distributor and get on the track to double profits—with 
in Consumer Demand and First in Sales. Hotpoint & P 

int. 


1. Me Plumber Franchise of Proved Phodudt! 


HOTPOINT Co. (A Division of General Electric Campony) 5600 West Taylor Street, Chicago 44, Illinois 
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- Which millions 
are biggest builders? 





These 334-million families, screened for the BUY on their minds! 

























F ALL three biggest man-woman maga- 

zines, only Better Homes & Gardens 
screens its readers for their interest in what 
you have to sell. 


Only BH&G grew big by showing better-off 
families how to make their living standards 
even higher—and what to buy to do it. 


By very definition BA&G families are big builders 
and home improvers. They take on over 1%- 
million home-improvement projects a year — 
and have spent over 97 million dollars in con- 
struction costs on one set of BH&G plans! 
What is more, seven out of every ten families 
who are building new homes read BH&G, 





You get action from advertising in BH&G be- 
cause BH&G readers have BUY on their minds 
and a greater ability to do the buying. 
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MEREDITH PUBLISHING COMPANY, Des Moines, lowa 


Hlinois 
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How to plan a 


STEAM JET REFRIGERATION SYSTEM 


The use of steam for air conditioning has 
increased steadily during the past few 
years, principally because of the low cost 
of steam. In plants generating their own 
steam, demands on the boiler plant are 
greatly reduced during the summer 
months, while plants having to purchase 
district steam usually benefit by reduced 
summer rates. 


In the steam jet system shown, water re- 
turned from the chilled water coils of the 
air conditioning system enters the flash 
chamber which is maintained at a low 
pressure by the booster ejector. Here the 
water is cooled to a temperature corres- 
ponding to the boiling point at the reduced 
pressure. Heat is removed by the flashing 
of a portion of the returned water to steam 
which is removed by the ejector. 


The booster ejector used in this system 
requires either a barometric or surface 


conditions, see Jenkins Catalog. 


condenser. Pump drives may be either 
electric or steam turbine, depending upon 
local operating costs and the size of the 
installation. 


Consultation with accredited piping 
engineers and contractors is recommended 
when planning any major piping 
installation, 

To save time, to simplify planning, to 
get all the advantages of Jenkins special- 
ized valve engineering experience, select 
all the valves you need from the complete 
Jenkins line. It’; your best assurance of 
lowest cost in the long run. Jenkins Bros., 
100 Park Ave., New York 17. 


. e 


Complete description and enlarged dia- 
gram of this layout free on request. In- 
cludes additional detailed information. 


Simply ask for Piping Layout No. 69. 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 
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Install a Monoflo Fitting at either the supply 
or return riser—results are equally effective 

















STANDARD TEE UP-FEED RETURN 


B & G Monoflo Fittings enable you to design a forced hot water system with assur- 
ance that it will be correctly and efficiently circulated. That’s because the Monoflo 
Fitting is an engineered device—not just a ‘‘scoop”’ or ‘‘choke.” 


Under average conditions, a single Monoflo provides ample diversion capacity! In 
abnormally long pipe runs or where unusually large heating loads must be handled, 
a Monoflo Fitting may be required at both supply and return risers. Down-feed 
radiation likewise requires two Fittings. 


Here’s the important point! It would be no trick at all to build enough resistance 
into Monoflo Fittings so that one fitting would be sufficient under all circumstances. 
But remember this...every average job would then be penalized with excessive resistance! 
This is particularly true in large installations. 

So why waste power... why over-circulate one radiator in order to properly supply 
another... why take a chance on a noisy — because of excessive water velocity. 

. 


Use B & G Monoflo Fittings—correctly designed for most efficient performance! 


Special Down-feed 
Fittings eliminated Send for Bulletin DF-450 giving simplified 


Monofilo Design Table for smaller installations. 


BELL & GOSSETT 


Co 2): fF FF aA wo 
Dept. DF-1, Morton Grove, Ill. 


Canadian Licensee: S. A. Armstrong Lid., 1400 O' Connor Drive, Toronto, Canada 


Different Monoflo Fittings for up-feed 
and down-feed radiators are not required. 
By revolving either a Supply Fitting or 
Return Fitting so that the riser opening 
is down, it can be used for down-feed 
tadiatots, 








ia smenenent 


eS 
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(Continued from page 58) 
ous enamel before being welded to 
the storage tank. 


Manufacturer: Coleman Co., Inc., 
6506 S. Stanford, Los Angeles 1. 


Gas Unit Heater 

A new gas unit heater for ceiling 
suspension has been announced by 
Westinghouse. The unit can oper- 
ate independently and can be acti- 
vated after electrical, gas and flue 
connections are made. Adjustable 
louvers provide heat distribution 
patterns to suit varying conditions. 








Seven sizes have Btu ratings of 
from 25,000 to 200,000. A slow speed 
motor and a fan designed for quiet 
operation provide a low noise level. 

Manufacturer: Westinghouse 
Electric Corp., Air Conditioning 
Div., 200 Readville St., Boston 30. 


Gas Incinerator 

A new gas incinerator has been 
designed by Gasinator Mfg. Co. to 
dispose of rubbish as well as gar- 
bage. The unit dehydrates all refuse 
by a pilot flame before incineration 
begins, thereby minimizing smoke 
and odor. A stainless steel burner 





is surrounded by a cast iron shield, 
to prevent the flame from contact- 
ing the refuse. Burner orifice and 
primary air holes are outside the 
refuse chamber, to keep the burner 
from clogging. The unit has no 
moving parts, and is 36 in. high, 
18 in. wide and 24 in. deep. The 


incinerator will hold up to two bu 


of waste. 
Manufacturer: Gasinator Mfg. 


Co., 2108 Payne Ave., Cleveland 14, 


Lavatory 


A new vitreous china lavatory 
for either tiled-in or built-in in- 





stallations has been announced by 
W. A. Case. The unit has a stain- 
less steel rim with chrome supply 
and pop-up waste fittings. The 
lavatory has a front overflow, an 
anti-splash rim and dual soap de- 
pressions. The lavatory (the Whit- 
ney) also is available with a cabi- 
net in several colors. 
Manufacturer: W. A. Case & Son 
Mfg. Co., 33 Main, Buffalo 3, N. Y. 


Blower Condenser 


A new blower condenser for re- 
frigeration systems has been intro- 





duced by Bush. An inner fin in the 


condenser surface is designed for 
greater efficiency per row of tub- 
ing. Propeller type fans circulate 
air over the condenser surface. 
Units are available in two, three 
and five ton capacities. 
Manufacturer: Bush Mfg. Co., 
179 South St., West Hartford 10, 


Conn. 


Electric Water Heater 

A new electric table top water 
heater in a 52-gal. size has been 
announced by Combustion Engi- 
neering. A new jacket design pro- 
vides convenient piping connections 
at the back top of the unit. A spe- 
cial opening is provided for a tem- 
perature and pressure relief valve 





near the top of the tank. The heater 
(the Heatmaster) requires a floor 
space of 24 by 25 in., and features 
a porcelain enameled top. 

Manufacturer: Combustion En- 
gineering, Inc., 911 W. Main St., 
Chattanooga 1, 


Plastic Tee 
A new plastic tee introduced by 


Mills can be used in moving a va- 
(Please turn to top of page 124) 
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Weil-McLain Announces New Heavy Duty Boiler 


Weil-McLain has announced a 
new heavy duty boiler with sec- 
tional construction for ease of in- 
stallation. The boiler is intended for 
use with rotary oil burners. A spe- 
cial front section and steel mount- 
ing plate simplifies burner setting 
and alignment. An access door in 
the base is provided for combustion 
chamber servicing. The sectional 
construction and short tie-rod as- 
sembly permit erection without 
special equipment. The series 40 
model is available in eight sizes 
ranging from 890,000 to 2,442,000 
Btu, and the series 44 model in 
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eight sizes ranging from 1,500,000 
to 3,493,000 Btu. 

Manufacturer: Weil-McLain Co., 
Michigan City, Ind. 
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_WHEATLAND 
TUBE 
COMPANY 


Best wishes for a full length 
of health, happiness and prospérity-- 
through 1954. 


WHEATLAND TUBE CO. 


PHILADELPHIA 


BANKERS SECURITIES BUILDING 











ce em A 





66 


| P 
if 





DOMESTIC ENGINEERING December, 1953 


x 
Prise se) ts8 REC MEROBPRIESS EAD R883 2300 


i 





See how the tape follows 
the deep corrugations in the Exchanger. 


42% MoRE 












HEATIN G AREA FROM Actual heat transfer surface 
THE SAME FLOOR SPACE measures 30” wide on 3 sides, 


WINKLER Wwewdl 


OIL AND GAS-FIRED 
FURNACES 


UP-FLOW AND COUNTER-FLOW MODELS 


Heat Exchanger is only 17” 
straight across the face. 





You’ve never seen a more complete 
heating ‘‘package’’ than the Winkler 
Universal Winter Air Conditioner! 
Compactly and scientifically designed 
for more comfortable, more economical 
home heating. Everything included ex- 
cept ducts...for homes with or without 
basements. Easy to switch from one fuel 
to another. 

Note particularly the Heat Exchanger. Its corrugated design 
nearly doubles the heat dissipating area...minimizes heat waste 
up the chimney. This design also permits expansion and con- 
traction without noise. 

The fan carries all moving parts in soft rubber for quiet, 
vibrationless operation. Note, too, that the filter frame can be 
installed in any of the five sides adjacent to the fan compartment 
—means less duct work and less labor. 

Both Gas and Oil Burner Kits are pre-wired for quick connec- 
tion to the pre-wired furnace—another labor-saving feature. 


DISTRICT MANAGERS... DEALERS... 
DEALER’S SALESMEN WANTED! 


This is your opportunity to join a successful organization with an 
amazing growth record. Winkler gives you complete instruction in 
successful selling and business management methods at the Winkler 
Training Institute—a school where dealers and their personnel are 
shown how to turn Winkler products into profits! 

Write today for information on how to obtain a Winkler territory 
or Franchise. 














AUTOMATIC 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION + Dept. F-123 » LEBANON, IND. HEATING EQUIPMENT 
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Here are the “Big 5” in Maid-O’-Mist’s COMPLETE line of 
fully automatic air valves for hot water heating systems 
NO. 7 AND NO. 77 AUTO-VENTS Ano ReraiR 


AND REPAIR 
PARTS 

Self - closing, float - 
controlled valve — 
Non-ferrous metals 
— No air chamber 
required — De- 
signed for working 
pressures up to 75 






FOR VERTICAL MOUNTING ONLY tt we 
p— No. 777 
VALVE CORE 
Removable self-closing 


@ FOR VENTING | 
UNIT HEATER meg 





@ FOR VENTING 
OVERHEAD MAINS 
OR RETURNS 




















Ibs. 
@ No. 7X 
"Sas BONNETT ASSEMBLY 
: The tire Bonnett As- 
No. 7 AUTO- No. 77 AUTO- the, tame design sembly may be ordered 
'. ’ a or replacement. 
VENT Size VENT cept, that, it has @ FOR VENTING : 
mol Ya “hava er cpening to permit TRAPPED MAINS ime} © FOR VENTING —____. 
wit a" 1.P. 2%," with Ve" its use on over- U 
female con- LP. female colts, Stes, whers AND CIRCULATING our spceiaactmeas 
tion. r. nnec- : 
nection connection. ton ae grade a LINES CONNECTOR FOR 
FOR HORIZONTAL MOUNTING ONLY ACCESSORIES AND REPAIR PARTS 
NO 27 ot ine, No. 777 VALVE CORE 
e a self-closing 
AUTO VENT @ FOR VENTING 
a CONVECTORS 


Dependable float-operated valve— 
Non-ferrous metals—No air cham- @ FOR LIMITED 





No. 27X BONNETT 
ASSEMBLY 

The entire Bonnett 
Assembly may be or- 
dered for replacement 





















wad No. 27 AUTO-VENT — ber required—For working pres- SPACE APPLICATIONS No. 7A CONNECTOR 
er Size 3” x 212" with Vg" I.P. , FOR SAFE WASTE 
sures up to 50 Ibs. 
r! female side connection. 
al FOR VERTICAL MOUNTING ONLY ACCESSORIES AND REPAIR PARTS 
K- NO. 67 AUTO-VENT 
it Self-closing, float-operated—Com- e FOR VENTING y ae 
el pact size—Non-ferrous metals—No CONVECTORS Removable ei-cloning usc 
air chamber required—For working = 
n pressures up to 30 Ibs. aesl 
‘ No. 67 AUTO-VENT @ FOR VENTING CTR p Mo 7A 
Size 3-3/16" x 112", with BASEBOARD RADIATION i Se 
Yg" 1.P. male connection. 
t, 
> ah ia ach i aa ak ic at = diiseda . 
t FOR VERTICAL AND HORIZONTAL MOUNTING 
0. 72 AUTO-VENT 
- Expansion and contraction confined F 
to 4 vent «lots only—Single compo- ® FOR VENTING ” @ FOR VENTING 
sition control disc—internal siphon CONVECTORS STEEL, COPPER OR CAST 
tube—No air chamber required— IRON BASEBOARD 
Can be set for manual or automatic s 
venting. _NO 72 RADIATION 
; Ne. 72 AUTO-VENT @ FOR FREE STANDING 4 
Size 114" x 14" with Yo" RADIATORS © 
1.P. male connection. OL 
J 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


; —— 3217 NORTH PULASKI ROAD . CHICAGO Gi, ILL. 
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DOMESTIC ENGINEERING CATALOG DIRECTORY, 1801 PRAIRIE AVENUE, CHICAGO 16, ILL, IT 

















! 
| 
! 
Gentlemen: PLEASE CHECK 
| Please enter my order for one DOMESTIC ENGINEERING CATALOG | CLASSIFICATION 
DIRE .00. 
| CTORY at $10.00 Wholesaler ....... 0 ALL O1 
0 Check for $10.00 attached. Please send postpaid. Engineer ......... O ACCEP 
| © Please send my CATALOG DIRECTORY C.O.D. Consulting ....... Oo 
| Specitying......:.. oO FIRST 
te” ENG a I ae ee ae ee a a oo Architectural ...... 0 
. Contactor .....4. O FIRST 
Be SES ea eee rary era nne Fre ere ewer Government Agency. (1 
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On the NEW SECTION 
9 5 4 SECTION 


Annual Edition | 





SECTION 


SECTION 


YOuR $1900 SECTION 


TODAY SECTION 
SECTION 
DOMESTIC ENGINEERING 
CATALOG DIRECTORY SECTION 
1801 Prairie Avenue 
Chicago 16, IIilinois ALL TEN 
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December, 1953 


IT'S TOO LATE 


ALL ORDERS ARE 
ACCEPTED ON A 


FIRST COME — 
FIRST SERVED BASIS 


Last year’s edition was oversub- 
scribed and we have already 
received an avalanche of ad-. 
vance orders for the 1954 edi- 
is scheduled for 
publication in January 1954. 


tion which 


BEFORE 





Contains 10 SECTIONS 
thumb-indexed for EASY, READY REFERENCE 


SECTION A 
SECTION B 
SECTION C 
SECTION D 
SECTION E 
SECTION F 
SECTION G 
SECTION HH 
SECTION J 
SECTION K 


Contains over 200 pages of Manufacturers’ Catalogs on Boilers, Furnaces, 
Radiation Burners, Heating Controls, Air Conditioning Equipment, Refrig- 
eration, Insulation and other allied products. 


Contains over 300 pages of Manufacturers’ Catalogs on Heating Specialties, 
—— Pipe, Fittings, Pumps, Tanks, Water Systems and other allied 
products. 


Contains over 170 pages of Manufacturers’ Catalogs on Plumbing Fixtures, 
Appliances, Water Heaters, Water Softeners and other Plumbing Accessories. 


Contains over 165 pages of Manufacturers’ Catalogs on Plumbers’ Brass 
and Specialties. 


Contains over 175 pages of Manufacturers’ » eee on Drainage Pipe 
and Fittings, Allied Specialties and Lead Good 


Contains over 125 pages of Manufacturers’ Catalogs on Tools, Compounds, 
Oils and allied specialties. 


CLASSIFIED DIRECTORY of PRODUCTS .. . over 300 PAGES of 
alphabetical listings with approximately 2,000 main classifications covering 
all known products in the industry plus more than 3,000 cross-index 
classifications so that any product or item may be located easily and 


promptly. 


TECHNICAL REFERENCE DATA ... A comprehensive library of 180 
pages of engineering and technical data. Handy tables and easy-to-read 
charts are but a few of the things in this section that establish this volume 
as a standard reference book. 


TRADE NAMES .. . The extensive list of approximately 8,200 TRADE 
NAMES, covering more than 90 pages in this section, offers the most com- 
plete information available on this subject. Trade Name listings of 
ADVERTISERS are set in bold-face for quick identification. 


NAMES AND ADDRESSES .. .. Approximately 4,500 MANUFAC- 
TURERS’ — and addresses alphabetically arranged in this section of 
over 40 pa . . complete with full address. ALL ADVERTISERS are 
listed in BOLD FACE type and reference shows page numbers of their 
catalogs in the MANUFACTURERS’ CATALOG SECTIONS. 


ALL TEN SECTIONS can be easily located by referring to the condensed index on the front 
cover and by use of the conveniently located thumb-index. 


3 COVER SIZE: 8%” x 11” @ Approximately 4” thick @ WEIGHT: Approx. 13 Ibs. 


DOMESTIC ENGINEERING 
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...A friendly reminder 


RIGHT NOW make sure you re- 
serve your personal copy of thie new 
1954 DOMESTIC ENGINE DR- 
ING CATALOG DIRECTOR‘ 
Place your advance order today! 


When you place your advance or- 
der for the 1954 edition, you assure 
yourself of getting a copy of the 
big, orange-colored book as soon as 
it is delivered from the bindery. 
You will have use of it for twelve 
full months. You get the biggest 
value when you get the longest 
service. Don’t wait! Order Your 
Copy Now. Approximately 500 
manufacturers haye placed their 
catalog material in the 1954 DO- 
MESTIC ENGINEERING CATA- 
LOG DIRECTORY. Their pre-filed 
catalogs comprise the greatest con- 
centration of buying and specifying 
data you can own. 


Each section of DOMESTIC EN- 
GINEERING CATALOG DIREC- 
TORY is, more than ever, complete 
and self contained. Each section 
alone is worth the price charged 
for the complete Annual Edition. 
See brief description of these ten 
sections at the left. 


ORDER YOUR COPY TODAY 
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CHROME RASS 


PLATED 


LEGS AND TOWEL BARS 
ALL NEW ~ 


ALL PURPOSE_— 








THIS LEG AND 
TOWEL BAR — 
TAKES CARE OF 
EVERY INSTALLATION 














TOWEL BAR ADJUSTS TO ANY HEIGHT 


Here’s the answer to a lot of requests ...an all purpose 
leg and towel bar... MADE OF BRASS — fo sell in the 
popular price range. Easy to instalf — full 3’ adjustment. 
S-D All-Purpose legs and towel bars are the most beauti- 
ful accessory you can install in a lavatory ...dresses up 
the bathroom ~ gives the lavatory a “finished” look that 
appeals to your customers. Use the S-D Legs and Towel 
Bars on every job...it’s simple—it’s fast...it’s profitable! 











Pp y ALL THE OTHER 
© We POPULAR S-D LEGS 
AND TOWEL BARS ARE 


AGAIN AVAILABLE IN 
B-R-A-S-S 







MANUFACTURERS OF TUBULAR BRASS PLUMBING GOODS ; 3 
SANIFLEX SUPPLIES @ LEGS & TOWEL BARS E 


P, £. Abbott & Co. R. H. Geebler Co. L. J. Grossman Co. > Slaybaugh-Thompson Co. ingard 
Riclimond 19, Va. St. Louis 8, Me. Cleveland 15, Ohio Philadephia 30, Ps. Denver, Colo. ” Fort Worth, exes 


H. Baron A. S. Gibbons Co. *Sam Hexter *Shamreck . Sales Ce. Watson 
New York, New York Dayton 6, Ohio Beverly Hills, Cal. Chicago, ittinels Yorsete, Commas’ Kew Gardens Hills, N.Y. . 








December 
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No. 11 








rr, 1953 
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PLUMBING HARDWARE 
SPECIALISTS 
For Manufacturers-Jobbers 


Fort Recovery Industries offers highest 
quality products to the plumbing indus- 
try, whether it’s brass or zinc die cast 





No. 40 


parts. 
. @ Zinc-alloys—plated with copper, nick- 
No. 1177 el, and chrome for lasting service 


@ Brass guide arms—tested for maxi- 
mum strength and service 

@ Cast Brass Slip Nuts—available in 
any finish for all needs 


Some of our Standard Die-Cast Parts 





Zinc Alloy Parts 


No. 1190 -—1% x 1% Slip Nut 
No. 1191—1% x 1% Slip Nut 
No. 1192 —1% x 1% Slip Nut 
No. 1193—1% x 1% Slip Nut 


No. 1194—1% x 1% Slip Nut 
No. 1195 — 2x2 Slip Nut 
No. 1196— Balicoek Slip Nut 
No. 1170 — %” Lock Nut 
™ No. 1196 No. 1173 — %” Lock Nut 

ili, No. 1175— 1%” Lock Nut 
No. 1176— 2” Lock Nut 
No. 1177 — Balicock Lock Nut 
No. 1178 —3”-14 Drain Nut » 
No. 1179 — Duo Strainer Nut 
Complete line of slip nuts, guide arms, 
and shower drains 


Cast Brass Parts 


No. 10— 1” Solid Guide Arm 

No. 30 — Fit All 

No. 11 — Split Clamp 

No. 20— 1” Adjustable Arm 

No. 40—1'%” and 2” Cast Brass 
Shower Stall Strainer with Polished 
Brass, Aluminum or Chrome Brass Grid. 









No. 1175 





Plumbing manvfacturers: make sub- 
stantial savings by letting us manu- 
facture these standard items for you 
with our specialized equipment. 


oh 


FORT RECOVERY (1 INC. 


Manufacturers of Plumbing and Saddlery Hardware Since 1895... 


FORT RECOVERY, OHIO 
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“What's This? 





“It pumps water out of 
Mommy's washing machine?” 

















MODEL B 
for LAUNDRY TRAYS 
& WASHING MACHINES 




















'T used to make me sad to watch Mommy 
empty the washing machine, bucket by 
bucket (how cross she'd get!). Daddy used to say 
it couldn’t be helped because the machine was 
below the sewer line. But, now, thanks to , 
Neptune, Mommy takes it easy and I’m simply 
amazed at how the Neptune Laundry Tray 
Pump eliminates waste water automatically. 
Mommy’s smiling now!” This rugged pump is 
attaining new sales records in rural areas 
everywhere. Sells on sight. Write for literature. 


t's new! W 


Neptune LAUNDRY TRAY PUMP | ewserersiwatre sna pic tse. 





PROFIT — wise dealers insist on 
Neptune SUMP PUMPS 





One important feature is dominant in America's 
Leading Line of Sump Pumps: an inbuilt ruggedness 
that dependably delivers high output through 
years of use. Neptune Sump Pumps are designed 
and assembled to simplify tough jobs, to 

deliver maximum pumping performance on 

all assignments. 





All brass and bronze construction 
throughout. 3 hp. General Electric or 
Westinghouse motor with built-in 
overload protection; Square D Sump- 
trol switch; oil impregnated wood 


Bi 


of discharg- 




















De Luxe, constructed of all brass and 
bronze throughout. Yshp. General Electric 
or Westinghouse ball bearing motor. 
Built-in G.E. silver contact switch; oil im- 
pregnated wood bushing. Work capacity 
3762 gals. per hour at a 10’ head. The 


4 SENSA TIONAL s king of all sump pumps. 


ing over 3000 gals. per hour at a 





Ys hp. General 
Electric or West- 
inghouse motor with 
built-in overload 
protection; Square 
D Sumptrol switch; 
galvanized steel 
shaft housing; oil 
impregnated wood 
bushing. Capable 
of discharging over 
3000 gals. per 
hour at a 10’ head! 
Rugged, iron and 
steel construction. 


NEPTUNE PUMP MFG. CO. 


4912 N. SIXTH STREET e PHILADELPHIA 20, PA. 
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SEASON'S GREETINGS 


What's in 


Next time you buy traps—and other tubular 
goods—insist on this important guarantee! 
“P” traps look alike; Ideal traps are 
different! 

Ease of installation is just one differ- 
ence... Dependable performance 
and lasting quality are others. 
Even the Idealco brand permanently 
stamped in each unit makes Ideal 
traps stand apart. That brand is your 


DOMESTIC ENGINEERING 


it for you? 


guarantee of full 17- or 20- gauge, 
according to exacting Brown and 
Sharpe standards. 

Idea] guarantees its products 
because [deal manufactures the 
products it sells! 


Next time insist on Ideal! 
YOUR GUARANTEE: Every Ideal trap is 


guaranteed to be the full gauge plainly 
marked on each box. 


IDEA 


TUBULAR 
STREL TI, 


Ry NINTH 


WRITE TODAY on your 


letterhead for our free, 
new, illustrated 
CATALOG NO. 52 


CORPORATION 
BROOKLYN 


15, Mm. Fs 
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NeW >a MOUMANG 
. HERMAN NELSON 


UNIT HEATERS 





yon latest addition to the famous line of Herman Nelson unit heaters is the GAS FIRED 


model. The new heater is engineered to precision standards and designed for beauty 


and utility ... finished in a smart grey-green baked enamel. 


The new heater is operated equally well on all types of natural, manufactured or liquified 
petroleum gases ... and it is available in seven sizes with heat input ranging from 


25,000 to 200,000 B. T. U.’s per hour. 

Another important feature of the new Herman Nelson Gas Fired Unit Heater is its economi- 
cal installation. No expensive piping or boiler equipment is needed and for this reason it 
can be moved from place to place and will fit in small spaces. 

Write for complete information to HERMAN NELSON HEATING AND VENTILATING PRODUCTS, 
Dept. DE-12, AMERICAN AIR FILTER CoMPANy, Inc., LouisvitLe 8, KENTUCKY 


HORIZONTAL AND VERTICAL UNIT HEATERS 


With the addition of the new Gas Fired Heaters . . . the already 
famous Herman Nelson line offers industry a complete range of 
models. Our Vertical and Horizontal Units, for operation with either 
steam or hot water, are available in a wide variety of sizes. These 
heaters are providing an economical solution to heating problems 
in thousands of industrial, commercial and institu- 
tional buildings where steam or hot water facilities 
are already available. They provide instant heat ... 
where and when it is needed and without waste! 





Pidisnitens A; Litter 


COMPANY, INC. 


116 Central Avenue, Louisville 8, Kentucky 
American Air Filter of Canada, Ltd., Montreal, P. Q. 
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Only Honeywell 
gas water heater 


controls have these 


important extras! 





DOMESTIC ENGINEERING 


The “20” — Model V-5120 is the star performer in this 
big new line of Honeywell water heater controls. It pro- 
vides complete 100% control for natural, manufactured or LP 
gas ! Main gas cock with pilot position, main burner pres- 
sure adjustment and the thermomagnetic pilot with 100% 
shut-off are all included in this compact control. 





The “21”—V-5121 is de- 
signed to take up minimum 
space for use as a concealed 
control. It includes main 
gas cock with pilot posi- 
tion; main burner pressure 
adjustment;thermomagnet- 
ic pilot with 100% shut-off. 


The ‘19’’—Use V-5119 
for natural or manufactured 
gas. (Not for LP gas.) In- 
cludes thermostat; main gas 
cock with pilot position; 
pilot adjusting screw; main 
burner pressure adjustment; 
thermomagnetic pilot. 
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“Honeywell design” distinguishes these controls from all others ! 
The world’s leading manufacturer of precision controls—Honey- 
well—carefully designed these controls to maintain selected tem- 
peratures constantly; to light the burner safely and automatically; 
to provide “positive shut-off"’ in case of pilot failure. 

Another standout feature of Honeywell Controls is the rigid 
quality control test each must pass before shipment. This assures 
that precision-made Honeywell Controls will give top perform- 
ance when installed! Often this helps reduce the number of 
service calls received for minor adjustments. 

You'll find Honeywell-equipped heaters have an extra sales 
feature, too! Prospects know the name Honeywell stands for 
quality and accuracy, and thus they're easier to sell! 

Next time, order Honeywell-equipped water heaters! Then 
watch these fast-selling, trouble-free models boost your gas water 
heater profits ! Call your distributor for all the facts—or mail the 


coupon below for literature. 
Honeywell 
[HI] Frat ew Catal 


Another extra! Styled by Henry Dreyfuss! 


Red and white dials plus smart styling give these 
new Honeywell Controls extra sales appeal ! Nation- 
ally famous industrial designer Henry Dreyfuss, 
working with Honeywell, helped make these con- 
trols a smart, attractive addition for any water heater. 
That’s why Honeywell-equipped models reflect top 
quality at first glance —stand out from other models 
on your sales floor. 








MINNEAPOLIS-HONEYWELL REGULATOR CO. 

Appliance Controls Division 

8775 Mettler Street, Dept. DE-12-103 

Los Angeles 3, California 

Please send me detailed information on your complete line of gas hot 
water heater controls. 

Name 

Address 


City... Zone State Ub caclidasteteeste tesa alain = 










W. W. Ellett and son, Wyatt Ellett, Jr., planning a Webster B, 
board Heating layout for a large custom-built home. Right, Rij 
shop and showroom, situated near the hub of the expa: iding 4 
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Pine Ridge Homes, Richmond, Va., is one of three projects built 
by Colonial Homes, Inc., Richmond, under the guidance of Carl 
Fleming. Mr. Fleming was one of the first operative builders to 
recognize the merits of Webster Baseboard Heating. 


,ASEBO Aen HEATING 


Ease of installation of Forced Hot Water Webster 
Baseboard Heating builds profit volume on 
project-work for busy Richmond, Va., heating 
contractor . . . Satisfied owners lead to custom- 
built new installations and heating moderni- 
zation. 


“Ease of installation is an important factor when 
you're doing project work”, says W. W. Ellett, 
Richmond heating contractor. “That’s why we 
like to install Webster Baseboard Heating. 
We've found, too, that every project brings us 
other Webster Baseboard installations, many of 
them in custom-built homes or for heating 
modernization. That’s the way we sell both sides 
of the heating market.” 


W. W. Ellett & Son have completed approxi- 
mately 200 Webster Baseboard home installa- 
tions. Each is its own best salesman. Owners 
like the clean, comfortable, even heat, and the, 
operating economy. They sell their friends, Mr. 
Ellett says. 

Webster Tru-Perimeter Baseboard Heating is 


Exterior and living room of the H. P. Eitel residence, Horsepen 
Road, Richmond. Note how the Webster Baseboard Heating 
becomes an unobtrusive part cf the room, allows complete free- 


dom in decorating. 





Sell hath sides 
OF THE HEATING MARKET 


they serve in Richmond, Va. 





now easier to install than ever before. Enclosure 
and moulding are in one piece, ending need for 
rubber dirt seal. Concealed heating element 
requires minimum piping, no complicated run- 
outs. 


Heat is clean, even and gentle... floors are 
warm. There are no hot or cold spots... no 
down drafts. Nothing interferes with the 
arrangement of rugs, furniture or draperies. 


There’s profitable business for you with Webster 
Baseboard Heating. See your Webster Repre- 
sentative, or write us for his name. 


Address Dept. DE-12 
WARREN WEBSTER & COMPANY 


Camden 5, N. J. Re —— in Principal U. S. Cities 
InC anada, Dark ing Brothers, Limited, Montreal 


Ch) oa len 


TRU-PERIMETER FORCED HOT WATER 


BASEBOARD HEATING 
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WE ARE DRAWING CLOSE to that time of the year 
when businessmen traditionally reappraise their 
progress of the year just past and evaluate, more 
closely than usual, their prospects for the future. 

It is well to remember at this time, when 
claims and counter-claims will be flooding the 
press and airwaves, that business problems, like 
political problems, are nothing new. 

In support of this statement, we are once again 
quoting the now famous excerpt from Harper’s 
Weekly for Oct. 10, 1857—nearly 100 years ago. 
The magazine said: 


“It is a gloomy moment in history. Not for 
many years—not in the lifetime of most men 
who read this—has there been so much grave 
and deep apprehension; never has the future 
seemed so incalculable as at this time. 

“In France, the political cauldron seethes and 
bubbles with uncertainty; Russia hangs as usual 
like a cloud, dark and silent upon the horizon of 
Europe; while all the energies, resources and 
influences of the British Empire are sorely tried, 
and are yet to be tried more sorely, in coping 
with the vast and deadly disturbed relations in 
India and China. 

“Of our own troubles (in the U.S.A.) no man 
can see the end. It is a solemn moment, and 
no man can feel an indifference, which happily, 
no man pretends to feel in the issue of events.” 


A Familiar Ring 

If this quotation of nearly 100 years ago sounds 
strangely familiar, it’s because it parallels so 
closely what some economic forecasters have been 
saying with increasing gusto every Jan. 1 since 
the end of World War II. The last time we felt 
compelled to quote from Harper’s Weekly of 
100 years ago was in 1949, when dire predictions 
of an imminent recession were being tossed about 
with great abandon. 

As we all know, the only thing that happened 
was four of the most productive and most profit- 


Let's Sell Ourselves Out of a Recession, Not Talk Ourselves Into One! 





able years in the history of this country. 

We are among those who take exception to 
this sort of fear psychology and advocate, instead, 
an optimistic outlook—backed by a vigorous and 
dynamic sales effort—to offset the possibility of a 
“psycho-recession.” The ironic fact is that we can 
talk ourselves into a recession, but we cannot talk 
ourselves out of one! 


Needed: Expansion Not Retraction 

In the interests of the small business man, 
therefore, who would stand to lose most in a 
serious recession, we'd like to point out that what 
this country needs most is an expansion of sales, 
not a retraction of inventories or production. 

Unlike the great depression of the 30’s, the 
public today, by and large, has the money, or 
can easily get it, to finance improvements to 
their homes and business properties—to add 
modern and efficient heating, bathrooms, kitchens 
and related plumbing products. 

Paul G. Hoffman, chairman of the board of The 
Studebaker Corporation, summed up the belief 
of many American industrialists, when he said: 
“There is absolutely nothing wrong with our 
economy that a higher volume of hard-hitting 
advertising and sales promotion by business, and 
100,000 good creative salesmen, could not cure.” 

We're inclined to agree with Mr. Hoffman. 

The many positive factors, and great sales 
potential which exist today completely justify 
intensive advertising and sales promotion efforts 
by contractors, wholesalers and manufacturers in 
our industry. 

These factors will be fully explored in our 
January forecast issue. 

There will be adjustments here and there, to 
be sure. But a major recession, we feel, just isn’t 
in the cards for 1954. 

For our part, we feel that those economists who 
predict a major recession will find little in the 
record to support their outlook. END 
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Preview of cooling equipment for 1954 is given to record number 
of visitors at the product show last month in Cleveland... 


SEVERAL THOUSAND PRODUCTS 
exhibited by manufacturers at 
the 8th All-Industry Refrigera- 
tion and Air Conditioning Ex- 
position, held in Cleveland Nov. 
9-12, testify to the intense prep- 
arations being made to meet 
what should prove the biggest 
year in the history of the air con- 
ditioning industry. 

More than 5,000 pieces of 
equipment valued at more than 
$2,000,000 were shown at the ex- 
position. Exhibiting companies 
sent 2,500 representatives. 

Some 15,000 visitors and ex- 
hibitors tramped through the 
62,000 sq ft of exhibit space in 
the huge Cleveland Public Audi- 


torium during the four day show. 
The 15 percent increase in at- 
tendance over the record estab- 
lished in Chicago two years ago 
made the show the largest of its 
kind ever held anywhere. 

Console room _ conditioners, 
window units, upright models, 
remote conditioners and units 
designed for use with existing 
heating systems, both hot water 
and warm air, were much in evi- 
dence. Changes in design to cut 
noise to a minimum were appar- 
ent in all models. A number of 
these products are illustrated on 
the following pages. 
following pages. 

Results of a Domestic ENcI- 


78 


NEERING survey conducted among 
the 264 exhibiting companies at 
the show indicate a tremendous 
increase is in store for the air 
conditioning industry. 

Year ’round conditioning of 
homes, with units that both heat 
and cool, will lead the boom dur- 
ing the next decade, according to 
observers at the show who esti- 
mated that one-third of all homes 
will be air conditioned within 
eight years. 

The survey also indicated that 
one-third of all offices will be air 
conditioned within 4% years. 

See “Additional Notes from 
the Air Conditioning Show,” 
page 173. END 
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A remote year-’round air condi- 
tioning unit for use with a hot 
water heating system was shown 
by Bush. Chilled water or direct 
expansion cooling coils provide 
summer cooling. Hot water circu- 
lating through the water coil pro- 
vides heat in cold weather. 

Shown here is John Shepardson 
of the Bush sales office in Chicago. 

Further information: Bush Mfg. 
Co., West Hartford, Conn. 


Product Report from the Air Conditioning Show... 


A window room air conditioner 
shown by Emerson features the 
compressor, motor for the blower 
and the condenser fan mounted in 
the bulkhead outside the room. 
Available units have %, %4 and 1 
ton capacities. 

Shown is Howard Sample, New 
York district manager. 

Further information: Emerson 
Electric Mfg. Co., 8100 Florissant 
Ave., St. Louis 21. 





A room air conditioner for duct 
distribution of conditioned air was 
shown by Brunner. Built without 
a blower section, the unit can be 
tied into ducts of modern forced air 
systems, using the furnace blower 
to distribute the conditioned air. 

Shown is C. M. Hatcher, adver- 
tising and promotion manager. 

Further information: Brunner 
Mfg. Co., 1821 Broad St., Utica 1, 
N. Y. 








An air conditioner for use with 
new or existing heating systems 
was shown by Automatic Firing. A 
blower unit is available, but the 
conditioner can utilize existing fur- 
nace blower and ducts. Both water 
and air cooled models are avail- 
able. 

Shown is E. A. Kuhn, chief engi- 
neer for Automatic Firing. 

Further information: Automatic 
Firing Corp., 4417 Oleatha Ave., St. 
Louis 16. 











An air conditioner for home or 
commercial use was featured by 
U. S. Air Conditioning. The unit 
is available with a choice of air in- 
take or discharge panels. A heat 
coil can be mounted inside the 
blower cabinet for heating. 

Shown in above photo is Miss 
Mary A. Stuart, advertising man- 
ager for the firm. 

Further information: U. S. Air 
Conditioning Corp., Como Ave. at 
33rd St., Minneapolis. 
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A flexible duct for use with air 
conditioning systems was shown by 
Flexible Tubing. Constructed of 
spring steel wire and covered by a 
thin metallic sheet-woven Fiber- 
glas and another metallic sheet 
form a three-ply insulation. 

Shown is Howard W. James, 
sales promotion manager for the 
firm. 

Further information: Flexible 
Tubing Corp., New Whitfield St., 
Guilford, Conn. 


continued ... 





i RN 


a ee. em 


ea ARN I 








Product Report from the Air Conditioning Show... continued 





A radial unit cooler with mini- 
mum height and depth to provide 
more head room was shown by 
McQuay. Knockout plugs at the 
sides of the unit are used to make 
necessary connections. Models have 
200 to 870 Btu ratings. 

Shown are A. B. Bayer (left). 
McQuay sales manager, Hugo 
Schiavone and Lloyd Backstrom. 

Further information: McQuay, 
Inc., 1600 Broadway, Minneapolis. 


A heat pump for summer cooling 
and winter heating in all climates 
attracted many visitors to the 
Acme Industries booth. The pump 
takes heat from underground water 
and pumps it into the house. In 
warm weather pumping is reversed. 

Shown is Carl W. Millson, sales 
manager for Acme. 

Further information: Acme In- 
dustries Inc., 600 N. Mechanic St., 
Jackson, Mich. 





A residential cooling tower for 
indoor or outdoor installation fea- 
tured the Binks display. The unit 
uses the counter-current principle 
of operation and has redwood deck- 
ing and eliminators. A pump fur- 
nished with the unit reuses 95 per- 
cent of water normally lost. 

Shown with the unit is James 
Doherty, Binks sales engineer. 

Further information: Binks Mfg. 
Co., 3114 Carroll Ave., Chicago 12. 








A console air conditioner that 
provides cooling in hot weather and 
heat during cool weather was 
shown by Remington. The unit can 
be used with or without ductwork. 
An electric heating element has a 
7,000 Btu rating. 

Shown in photo above is M. L. 
Judd, general sales manager for 
Remington. 

Further information: Remington 
Corp., Air Conditioning Div., Wil- 
ley St., Auburn, N. Y. 
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A belt driven blower for use with 
heating, cooling and _ ventilating 
equipment was shown by Morrison. 
The assembly includes two drawn- 
steel pressed end rings and a one- 
piece blade section. Available cas- 
ings direct air in any of four direc- 
tions. 

Shown are Thompson Morrison 
(left), vice president, and S. F. 
McClatchie. 

Further information: Morrison 
Products, Inc., E. 168th, Cleveland. 
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A compact heating and cooling 
unit requiring only 7% sq ft of 
floor space was introduced by Cur- 
tis. Designed to connect easily 
with any modern heating system, 
the unit is adaptable for both warm 
air and wet heat and as a commer- 
cial packaged air conditioner for 
free-throw cooling. 

Shown in the booth is Andrew 
Bono, ad manager for Curtis. 

Further information: Curtis Mfg. 
Co., 1905 Kienlen Ave., St. Louis. 
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REFRESHER COURSE IN... 





MANAGING 


An Air Conditioning Business 


Ideas for Plumbing and Heating, Too! 


THE SUBJECT OF SELLING air 
conditioning with a profit is best 
introduced by taking its counter- 
part—How Can Air Condition- 
ing Be Sold Without a profit—or 
—How to Take Orders by Al- 
ways Being the Lowest Bidder. 
This “lowest bidder” system re- 
quires no salesmanship or sales 
organization. All you need to 
run this kind of an operation is 
a good estimator. You figure all 
the jobs that come out on plans 
and specs, and occasionally when 
you make a mistake and figure 
too low, you will be fortunate 
enough to get the job. 

Another approach to this kind 
of operation is to walk in to your 
prospect and say, “Pick out your 


lowest bid, and I'll beat it by 10 
percent.” Records show that this 
kind of an operator seldom sur- 
vives to build a profitable busi- 
ness—you all know how true 
that is. 

You can’t make money in any 
business by just swapping dol- 
lars. You can’t buy something 
for 90¢ and sell it for 80¢, and 
say to yourself that volume will 
take care of you. It is as im- 
possible to survive this way in 
our business as it is to create 
gold in a laboratory with test 
tubes. Therefore, we must in- 
vestigate today and study care- 
fully the basic ingredients as 
being four, namely, salesmanship 
... air conditioning engineering 
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EDITOR’S NOTE: At the annual 
meeting of the Refrigeration and Air 
Conditioning Contractors Assn. last 
month in Cleveland, Don Petrone 
(above), president of Typhoon Air 
Conditioning Corp., Brooklyn, review- 
ed the elements that comprise a well- 
managed contracting business. His 
remarks, which apply to plumbing and 
heating as well, are presented below. 


know-how . good servicing 
... financial horse-sense. Prop- 
erly mixed, these ingredients will 
add up to one thing: Profit. 
Remember that it is just as im- 
portant for an air conditioning 
sales engineer as for the manager 
of an air conditioning business 
to be able to master all of these 
functions. 

Since salesmanship is No. 1 on 
the list, let’s look into that phase 
and see what some of the funda- 
mentals are in selling air condi- 
tioning. Most of these apply 
regardless of what we are selling. 

At the top of my list is hard 
work, I heard a fellow say once 
that he was pretty lucky. “But 
the funny thing is,” he said, “the 


continued ... 














MANAGING AN AIR CONDITIONING BUSINESS ... continued 





harder I work, the luckier I get.” 
Remember that 10 percent of 100 
calls is the same percentage as 
10 percent of 10 calls, but you’re 
going to net a lot more money 
with 10 sales than with 1. 

The next point is enthusiasm. 
A good salesman is not con- 
cerned with whether or not the 
order will be signed. The only 
thing he wants to know is when 
the order will be signed. He is 
convinced that his prospect will 
buy, and he shows that enthu- 
siasm in his presentation. I don’t 
mean that you should refuse to 
accept defeat. It’s very important 
to qualify a prospect, to learn as 
soon as possible whether or not 
he’s worth spending any time 
on. But until he’s shown you 
definitely that he’s not a valid 
prospect, you’ve got to go on as- 
suming that you’re going to make 
that sale. 

Sell Yourself First 

The next phase in selling air 
conditioning is to sell your com- 
pany. Sell yourself first and 
foremost, and your product next. 
Build up a reputation and a 
name so that people will trust 
and accept your judgement. 

The next basic principle of 
general salesmanship is knowl- 
edge of your product, and that’s 


true for anything you're selling. 
Very few things are as damaging 
to a salesman as lack of knowl- 
edge or lack of assurance. You 
are expected to know every im- 
portant fact about what you’re 
selling. Learn to know the equip- 
ment you sell, and every part of 
it, so that you'll never be caught 
flat-footed. 


Find Out His Problems 

The next point is knowing 
your prospect. Remember that 
good selling should be concerned 
with the problems of the pros- 
pect. Learn his hobbies, his prob- 
lems, his business. Learn what 
his competitors are doing in his 
business. Learn to see things 
from his point of view so that 
you can best know how you can 
help him with your product. 

Also find out what this man’s 
competitors are doing—whether 
they have air conditioning, 
whether they are taking business 
away from him, and so on. Know 
as much as you can about your 
prospect’s store in particular be- 
fore you go in. For instance, it 
would be very important if you 
could find out that your prospect 
closes up for 2 weeks in summer. 

Remember to play up the ad- 
vantages of customer benefits of 
air conditioning to your prospect. 


Remind him that it will cut down 
employee turnover, lighten his 
cleaning load, cut down street 
noises, encourage his customers 
to linger longer and buy more, 
etc. Your competitor may be 
neglecting to do this, and if you 
talk of air conditioning in the 
terms of its definite benefits to 
your prospect, you will be get- 
ting right on his wavelength, and 
that’s a very important thing in 
selling. Remember you are not 
selling the drill; your are selling 
the hole the drill makes. 

I’m sure you all know the 
value of timing—try not to tackle 
a man when he’s busy. If he’s 
giving you only half of his at- 
tention, make an appointment 
for some time when he’ll have 
more time. Now, these points 
are all theoretically sound, and 
we might sit back and say, “May- 
be that’s the way you can sell 
from behind a desk, but it’s not 
that way in the firing line. How 
often do I have to make a pre- 
sentation over the guy’s meat 
case when he’s chopping away?” 


It's the Exception 

If that is the only way to make 
a presentation to that man, that 
may be the exception. But I 
think you’ll agree that it’s not 
the right time to make a real 
presentation. 

Proper timing means that your 


The Institute of Boiler and Radiator Manufacturers Sponsors 
Snow Melting System Study . . . 


A SNOW MELTING SYSTEM is being installed under 
the walk and under the driveway at the I-B-R 
Research Home just off the campus at the Uni- 
versity of Illinois. 

The system will be operated during the winter 
of 1953-54 with the object of providing accure data 
on cost of operation and general performance. 

The same boiler which is used to heat the I-B-R 
Research Home will be used to heat the water for 
the snow melting system. A heat exchanger similar 
to that used for the indirect heating of domestic 
hot water, but larger in size, will be installed. An 
anti-freeze solution will be used in the water 


which circulates between the heat exchanger and 
the coils in the sidewalk and under the driveway. 

The system is being so designed that the coils 
under the walk may be operated independently of 
the coils under the driveway. 

In addition to providing valuable data on cost 
of operation, it is also expected that the project 
will supply information on the proper spacing of 
coils. Research engineers at the university want 
to know how far apart such coils may be placed 
and still melt the snow. Such data will, it is hoped, 
enable contractors to cut installation costs, par- 
ticularly on larger systems. END 
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sales presentation is heard under 
the best circumstances, and there 
is no sense wasting your time 
with a good sales presentation 
that is not receiving your pros- 
pect’s full attention. 

The next item on the list is 
tact. There’s an old saying about 
winning an argument and losing 
a sale. But it holds true, so 
always try to keep from antag- 
onizing your prospect. Take time 
out to learn how to win your 
point without seeming to argue 
or disagree. In selling, the object 
is to lead—not force—the pros- 
pect to your way of thinking. 


Closing the Sale 

Closing the sale is an item that 
probably has ruined more sales 
than anything else on the list. 
Make sure you know how to 
close a sale. Many orders are 
lost simply because the order 
pad is not produced at the right 
time. And when you've got the 
order pad in your hand and the 
deposit check in the other pocket, 
take off! Don’t hang around, 
fellows, because no good can 
come of the next half ‘hour. 
You’re either going to commit 
yourself to something you don’t 
want to do or you're going to 
obligate yourself to a promise 
that you may not be able to 
fulfill. Remember, when you 
close that sale, you’re the hap- 
piest person in the vicinity. 
You’re vibrating with enthusi- 
asm. You’re so happy that you 
might give the world away, so 
when you close the sale, take off 
fast! 


They're Basic, But Important 
All right, we have reviewed 
here some basic points that we 
have all known at one time or 
another: hard work, enthusiasm, 
knowledge of your product, 
knowing the prospect, timing, 
tact, and closing a sale. We've 
read them in books, we’ve heard 
them from other speakers at 
meetings, and we’ve probably 
used some of them. If you leave 
(Please turn to top of page 183) 
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GEORGE BOEDDENER (right), managing director of the Na- 
tional Warm Air Heating and Air Conditioning Assn., was one 
of the several thousand visitors who took a close look at the air 
conditioning sales aids for contractors in D. E.’s booth at the 
Cleveland Show. 


Air Conditioning Sales Aids. . . 


GeorcE BoeppENER, one of thousands who attended 
the Refrigeration and Air Conditioning Exposition 
last month in Cleveland, took time out from his tour 
of the show to investigate Domestic ENGINEERING’S 
display of air conditioning sales aids which are avail- 
able to plumbing and heating contractors. Mr, Boed- 
dener is managing director of NWAHACA. 

He observed, for example, a 3-color poster describ- 
ing “Prescriptions for Hot Weather” in which air con- 
ditioning is advised for the consumer who’s trying to 
beat the heat. The display of material, which is avail- 
able in Domestic ENGINEERING’s Remodeling Sales Kit, 
also included radio commercials, newspaper advertis- 
ing, press releases and direct mailing pieces. 

Procedure manuals and special booklets provide 
further aid for the contractor who wants a bigger share 
of the growing air conditioning market. (See page 107 
for further details of the Sales Kit.) END 
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Appliance Success Story in 


A SELF-SERVICE LAUNDERETTE in the display 
rooms of a New Jersey plumbing and heating con- 
tractor has proved to be “the most profitable live 
demonstration ever used” by C. N. Hubbs and 
Sons of Palmyra. 

In discussing his unique store attraction, Clar- 
ence Hubbs Jr. says—“what could be more logical 
than attracting people in need of laundry equip- 
ment than installing a launderette in your store, 
right where you sell the products?” 

This logic has paid off for Hubbs not only in 
greater washer and dryer sales, but in increased 
sales of every other product the contractor stocks. 
Between 40 and 50 persons a week use the laun- 
derette, greatly increasing Hubbs’ store traffic. 
During the washing and drying cycle, customers 
find time to browse through Hubb’s attractive 
display of appliances and fixtures—and from then 
on, they’re prospects for plumbing and heating. 

The launderette has two washers and a dryer 








and occupies 12 by 8 ft of space in the rear of 
the store operated by Hubbs, his father and three 
brothers. The launderette grosses an average of 
$100 to $110 a month and sells several laundry 
units, as well as plumbing and heating items, 
every month. 

“Customers come to us from a radius of 20 
miles,” Hubbs says, “but of course we don’t de- 
pend on the launderette for a living. It’s just a 
service we offer—and it’s attracting traffic at a 
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profit. In any small town or place where there 
isn’t a self-service launderette, a plumbing con- 
tractor can profit by installing one.” 

Personnel in Hubbs’ store have instructions to 
let the launderette customers do their own wash- 
ing and have the machines themselves do the 
selling. 

Hubbs says the let-them-alone policy pays off. 
“We have found,” Hubbs explains, “that it helps 
sell laundry equipment if we just allow the laun- 
derette customer see how easy their home laundry 
can be done. Besides, by staying away from cus- 
tomers, you don’t give them the feeling the laun- 
derette is just a ‘come on.’” 

The customers are charged 45 cents per nine 
Ib load for either the washer or dryer, plus five 
cents extra for bleach. As a rule, customers have 
from two loads up, and Hubbs considers these 
prime prospects. 

These prospects, if they engage store personnel 


ACT 1 (left): The self service launderette at 
Hubb’s Plumbing and Heating Co., Palmyra, 
N. J., consists of two automatic washers and 
a dryer. Point of sale displays on wall em- 
phasize the time-saving conveniences of 
fully automatic clothes washers and dryers. 


ACT 2 (below): During the washing or drying 
cycle, the housewife browses through the 
store and frequently becomes a prospect for 
plumbing, heating and kitchen appliances. 
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Five Acts... 


in conversation, are told that two washes a week 
for four weeks would almost meet the monthly 
payment of a new washer. And if they have more 
than two loads a week, then they would be saving 
money. 

Hubbs says, “When we see a housewife in here 
several times we may try to strike up a conversa- 
tion. Most of the time, however, it’s the housewife 
who starts the conversation. We let the customer 
do the talking, then we explain the cost savings 
and convenience of owning the kind of laundry 
equipment she’s using. This is done factually so 
that it doesn’t annoy the customer.” 

This “underselling” has paid off for Hubbs but 
there’s still another phase of his launderette sell- 
ing that Hubbs enjoys talking about—the sales 
resulting from customers browsing during cycles 
in the washing and drying. 

“It’s not just the sales of small items displayed 
in the store either,” Hubbs says. “As an illustra- 





Contractor opens self-service 
laundry to build store traffic 


Housewives do their wash at 
Hubbs Plumbing and Heating 


They fall in love with benefits 
of automatic laundering and 
buy new washer and dryer 


Sale is upgraded by need for 
water heater to supply adequate 
amount of hot water 


a a a 


Heating and plumbing sales in- 
crease with store traffic, too 





tion, several customers who were building their 
own homes got to talking about heating with us 
while their laundry was being washed. As a re- 


(Please turn to top of page 192) 





ACT 3 (left): Clarence Hubbs, Jr. shows how 
the price of two washes a week will cover the 
monthly payment for a new washer or dryer. 
Between 40 and 50 persons a week use the 
launderette service, increasing store traffic. 


ACT 4 (above): Related sales often follow the 
purchase of an automatic washer. In this case, 
Mrs. Housewife needs a larger water heater. 
Frequently, laundry machine and heater pur- 
chasers are heating and plumbing prospects. 























A Short Course in 


Oil Heating and Oil 


Burner Servicing... 


e Chapter three of a new series—lInstallation of 
Conversion Burners (Gun Type—Part 2)... 


GETTING THE INSTALLATION 
started correctly is a big factor 
in customer satisfaction with oil 
heating equipment. A consider- 
able quantity of materials must 
be moved into the house, and 
some of these can be messy if 
handled carelessly. Properly or- 
ganized they can be brought in 
and arranged to give the least 
fuss and bother to the owner, 
and to the mechanics themselves. 

In simple conversions the big- 
gest piece of equipment is the 
oil storage tank. There will be 
many basement doorways 
through which it will not pass, so 
steps may have to be removed, 
or in some cases it will have to 
be brought down through the 
living quarters. It is important 
to plan for all these things in ad- 
vance, so there will be no dam- 
age to plaster, woodwork, floors, 
linoleum, etc. 


On-Job Tank Fabrication 


In a certain percentage of in- 
stallations there will be no pos- 
sible way to get a 275 gal. tank 
into the basement, which makes 
it necessary to have the tank 
fabricated on the premises. In 
most fair-sized communities 
there are welding companies 
who do this at a reasonable cost, 
if the contractor is not equipped 


to do it himself. Whether the 
customer or the dealer pays for 
this is a matter of policy. Some 
companies write a clause into the 
sales contract covering it; others 
absorb the cost themselves. 

Since the fuel tank will oc- 
cupy a space of about 50 cu. ft., 
its placement in the basement is 
of importance to the owner. 
There are usually several pos- 
sible locations, and it is a good 
point to talk over with the owner 
before installing. He (or his 
wife) may have definite plans 
for improving the basement, and 
a poorly placed fuel tank may 
interfere. 


Tank Legs Simplify Cleaning 

The tank legs are cut and in- 
serted into the mounting lugs, 
and whenever possible they 
should be 10 to 12 in. long. This 
is not necessary from the view- 
point of burner operation, but, 
again, customer relations. Ser- 
vicemen often hear housewives 
complain that they cannot sweep 
under the tank. 

Where the basement does not 
have a hard floor it will be nec- 
essary to provide a solid footing 
for the tank legs, because there 
will be more than a ton of weight 
when the tank is filled. A sag- 
ging tank is a sorry sight, and 
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can be dangerous if it causes the 
lower piping to shift and break. 

The fill pipe is run to a point 
calculated for the convenience 
of the oil truck driver, and the 
vent pipe passes through the 
same wall opening and termi- 
nates near the fill box. 

Both fill and vent pipes are 
pitched upward from the tank, 
and for good appearance they 
are run at the same angle. 
Neither should be trapped. 


Fill Box Location Important 


When the outside fill pipe is 
below ground, the fill box should 
stand above grade an inch or 
more. It will prevent water 
from leaking in through a loose 
cap, and is good _ insurance 
against a very troublesome type 
of service problem. If placed in 
a driveway the fill-box should be 
at the center where it will not 
be an obstruction to car wheels. 

With most inside tank installa- 
tions the fill line is above ground 
level. It should pass through the 
wall at a slight rise, with the fill 
box turned sharply upward out- 
side the wall, as shown in Fig. 5 
(page 88). This will prevent a 
common service complaint, 
which results from dribbling 
after the filler hose nozzle has 
been removed. Grass and shrub- 
bery can be damaged by this 
dribbling, and the soil ruined. 

There is no substitute for tight 

(Please turn to center of page 88) 
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Fig. 1 illustrates a stand- 
ard inside tank instal- 
lation. Note that fill and 
vent lines are pitched 
upward at the same 
slope toward the wall 
opening. Most 275 gal. 
tanks have four top tap- 
pings, one of which is 
plugged and can be used 
as a test well. In most 
cities, fill line must be 2 
in. pipe and vent line 
1% in. Modern practice 
calls for a vent-alarm 
signal for safe delivery. 
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Fig. 2: This twin-tank 
hookup is becoming ac- 
cepted as one effec- 
tive method for filling 
without spilling. The fill 
line is connected to one 
tank, the vent to the 
other. When full, the 
first tank, “A”, over- 
flows into the second 
tank “B” through the 
crossover pipe shown. 
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Fig. 3 shows the instal- 
lation of a buried tank 
beneath the basement 
floor. Copper tubing lines 
are shown separately for 
clarity. The only 
threaded joints in the 
suction line are close to 
the burner pump. Cop- 
per tubing run is contin- 
uous from the bottom of 
the tank to this point. 
For light oils the suction 
and return stubs termi- 
nate about 4 in. above 
the tank bottom to al- 
low enough space for 
sediment accumulation. 
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OIL HEATING .. . continued 








Fig. 4 shows a large tank installed outside the building wall. The use of rigid 
protection for the tubing, both inside and outside the tank, is desirable. Note 
that the return line is carried to the same depth in the tank as the suction line 
to prevent air trapping in the return, which is a factor in back-siphoning 
through the pump in case of a leaky check valve. See article for further details. 


(Continued from bottom of page 86) 
joints when pipefitting for oil. 
This is particularly true of the 
fill line, which is difficult to take 
apart once the installation is 
complete. Servicemen are not 
ordinarily prepared to repair 
leaks in 2 in. pipe which is solid 
at both ends; therefore fill-line 
leaks are a constant nuisance to 
the owner as well as to the con- 
tractor. 

No matter how slight the leaks 
the joints will be constantly wet 
and smelly. 

Fill pipes should be threaded 
carefully, using sharp dies only, 
and all traces of cutting oil are 
wiped off before the pipe joint 
compound is applied. There are 
several good quality “dopes” 
available. Some compounds 
used for steam or water are not 
ordinarily oil-tight, because they 
have an oil base easily dissolved 


‘by fuel oil. The housewife will 
not applaud you for doing a good 
job of pipefitting, but she will 
hate you for years if your piping 
job leaks oil. 

Another practice that rankles 
the housewife is’the use of cer- 
tain kinds of black asphaltum 
paint for coating the tank and 
pipes. It remains tacky and col- 
lects dust. This paint has no 
place inside a modern basement. 
It will cost only a little more to 
coat the tank with a hard drying 
paint. Aluminum looks good, or 
you can give the customer a 
choice of color. 

Fig. 1 (page 87), shows a good 
standard inside tank installa- 
tion. Note that the fill and vent 
lines are pitched upward at the 
same slope toward the wall open- 
ing. Most 275 gal. tanks have 
four top tappings. One of these 
is plugged, and it can be used as 
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a test-well if necessary. The 
vent line is taken from another 
tapping. Modern practice calls 
for the installation of a vent- 
alarm signal, It makes automatic 
delivery safe, without requiring 
the driver to enter the house. 
Some fuel suppliers pay the heat- 
ing contractor for the alarm 
when the fuel oil contract is 
turned over to them, because it 
makes their delivery system 
more efficient and spillproof. 
In most large cities the fill line 
must be of 2 in. pipe and the vent 
line 1% in. pipe. In other locali- 
ties they are 1% and 1-in. The 
fuel gage is located away from 
the fill tapping to prevent its 
float arm from being damaged 
during filling. The float arm 
must be free to swing without 
(Please turn to top of page 148) 





Fig. 5: In most inside tanks, the fill 
line is above ground level and passes 
through the wall at a slight rise. The 
fillbox is turned sharply upward to 
prevent oil dribbling on shrubbery. 





Fig. 6: A four-elbow swing joint is 
sometimes used in buried tank instal- 
lations. It is self-tightening and pre- 
vents damage if the tank settles, 
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PRIZE-WINNING window display, the Reuter Automatic Heating Co.’s display 
in Milwaukee, is shown in the above photo. The display contrasted the beauty 
and convenience of modern water heaters with the old fashioned type. Lumi- 
nous red paint and flood lights were used to attract the attention of night traffic. 


r Display Pays Off 3 Ways 


AN ATTRACTIVE WINDOW dis- 
play has had a triple payoff for 
the Reuter Automatic Heating 
Company of Milwaukee. The 
display won first prize among 
dealers of the sponsoring manu- 
facturer, and also contributed to 
a “definite upsurge in business.” 

Frank N. Seaver, Reuter’s 
sales manager, also says that 
within a week after the introduc- 
tion of the colorful display 40 to 
50 water heaters were sold with 
the display taking credit for the 
greatest percentage of the busi- 
ness boom. 

The display also won for 
Seaver a two-day all-expense 
trip to the Kankakee (lll), 
headquarters of A. O. Smith’s 
Permaglas Div. The window dis- 
play contest attracted entries 
from one out of five of the manu- 
facturer’s dealers. 

The winning display featured 
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modern water heaters contrasted 
with an old fashioned type. To 
further illustrate the “not-so-gay 
90’s” theme, a window dummy 
was shown cramped into an old 
bathtub. Over the archaic water 
heater was a sign—“The Good 
Old Days” and below was the 
remark: “You Can Have Them.” 
Modern water heaters were 
prominently displayed. 

Seaver is not surprised with 
the business success of his win- 
dow display. “An attractive win- 
dow display,” he says, “is darn 
good advertising. You've got to 
tell people you’re in business and 
are a merchandiser, not just an 
installer.” 

Says Seaver in concluding his 
remarks on window displays: 
“No one media of retail advertis- 
ing has all the answers, but I’m 
convinced window displays rank 
among the best.” END 

















PLUMBING 
INSTALLATIONS 


Are Chief Topic at ASSE Meeting 


A piscussion of some of the 
plumbing design and installation 
problems confronting the in- 
dustry today highlighted the 47th 
annual meeting of the American 
Society of Sanitary Engineering, 
held in Cleveland on Nov. 1-6. 

Over 20 subjects were covered 
in the popular two-day refresh- 
er course, which was arranged 
by Carl J. Bash, chairman of the 
mechanical sanitation and in- 
spectors committee and newly 
elected president of the Society. 


Highlight of the Meeting 


A highlight of the refresher 
course was a talk on “Dish- 
washer Installation Problems,” 
given by R. E. Christie, manager 
of General Electric’s product 
planning division. Mr. Christie, 
in discussing the various instal!a- 
tion methods now in use through- 
out the country, cited the need 
for uniform installation stand- 
ards and called for the Society’s 
aid in this project. At a later ses- 
sion a resolution was introduced 
to the effect that the Society 


direct research toward the de- 
velopment of such uniform stand- 
ards and report at the next an- 
nual meeting. 

The text of Mr. Christie’s talk 
is given on page 91. 

In another talk, Homer Rob- 
ertson, executive vice president 
of the Cast Iron Soil Pipe Insti- 
tute, reported on the recently 
approved specifications for serv- 
ice weight pipe fittings, indicating 
that it was a big step toward elim- 
inating sub-standard drainage 
plumbing. He cited the improved 
interchangeability of such pipe 
as a factor in lower construction 
costs. 

A resolution was introduced 
that the Society recognize the 
new specifications as issued by 


the Institute. 


President's Recommendations 

Retiring president Glen 
Shields offered 14 recommenda- 
tions for consideration by the So- 
ciety during the coming year. 
Among them was the suggestion 
for the appointment of a study 
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NEW OFFICERS of the American Society 
of Sanitary Engineering include (left to 
right) Tom McDermott, Chatham, Mass., 
sixth vice president; Herbert Dusendorf, 
Detroit, director; Arthur E. Whitney, St. 
Louis, fourth vice president; Glen Shields, 
Detroit, retiring president; Carl Bash, 
Cleveland, president; R. R. Lichliter, Min- 
neapolis, first vice president; John Dorsey, 
Chicago, incumbent director; Mike Mer- 
cury, Chicago, treasurer; Cass Holloway, 
Philadelphia, third vice president. Walter 
Dunn of Minneapolis, (not shown in pho- 
to) was re-elected secretary. 


committee to develop sound ex- 
amination methods and proced- 
ures for the licensing of master 
and journeymen plumbers and 
the qualifications of plumbing in- 
spectors. 

Other convention activity saw 
busy Bill Sebera, San Antonio 
plumbing contractor and chair- 
man of the society’s disease and 
research committee, raise almost 
$800 at the annual polio gun 
raffle. Almost $7000 dollars has 
been raised since Bill donated 
the gun for this purpose seven 
years ago. 


New Officers 


The following officers were 
elected for the coming year: 

President, Carl Bash, Cleve- 
land; 1st vp, R. R. Lichliter, Min- 
neapolis; 2nd vp, Verne Baker, 
London, Ont.; 3rd vp, Cass Hol- 
loway, Philadelphia; 4th vp, Art 
Whitney, St. Louis; 5th vp, How- 
ard Clements, Phoenix, Ariz.; 
6th vp, Tom McDermott, Chat- 
ham, Mass.; 7th vp, William 
Sebera, San Antonio; 8th vp, 
Robert Swafford, Oklahoma 
City; treasurer (re-elected), 
Mike Mercury, Chicago and 
secretary (re-elected), Walter 
Dunn, Minneapolis. 

Herb Duesendorf, Detroit, was 
elected as a new director for a 
five year term. Other members 
of the Board of Directors are 
William Readey, Chicago; John 
Dorsey, Chicago; Fred Welsh, 
Vancouver; H. L. Schaller, Mi- 
ami and L. Glen Shields, hon- 


orary director. END 
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Dishwasher and Disposer Installation Methods .. . 





Presented at the ASSE meeting by R. E. Christie, manager 
G. E.’s product planning division 


As more and more appliances are added to the 
plumbing system, it becomes more complicated 
and has many more problems attached to its 
proper operation. In some cases the new fixture 
brings about changes in some of the individual 
parts or sections of the plumbing system. 

An example of this change is with the connec- 
tion of the food waste disposer. This product is 
now moving into the area of being well accepted 
and understood by all. Everyone is gaining ex- 
perience and knowledge to show that the dis- 
poser will operate satisfactorily on a plumbing 
drain system and steps are being taken to get 


everyone on the same wave-length when it comes 
to installation requirements. 

The domestic dishwasher, however, has not yet 
reached this state of acceptance. 

Like most water connected appliances, it is a 
device to improve the sanitation environment 
within the house. The very name “dishwasher” 
suggests sanitation at the highest level. No one 
would care to wash his dishes under anything but 
the best of sanitary conditions. For this reason, 
the dishwasher should be installed so that the 
sanitary condition of the machine is guaranteed 
regardless of any external influences. 

It should also be installed with as little change 
to the house structure and prior installed plumb- 

(Please turn to top of next page) 
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Dishwasher 
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METHOD 1: This hookup is4le- | 


METHOD 2: Designed for dish- 
washers using a pump discharge, 





and Disposer 


Installations 


























METHOD 3: Here, the dishwasher 
and sink have separate traps and 
flow into a common branch line 
into the stack. This system per- 
forms satisfactorily except that 
complete protection of the dish- 
washer is not guaranteed since 
drainwater could back-up into the 
dishwasher tub. 





signed to give sanitary protection 
to the dishwasher. The drain passes 
through the floor and discharges 
through an air space into a funnel 
and then into the drain system. A 
disadvantage is that a “hidden sink” 
problem (broken connection) is 
created in the basement. 











METHOD 4: The dishwasher dis- 
charges the waste into the sink 
drain just ahead of the trap. The 
discharge line is carried to the 
highest possible point to eliminate 
backflow as much as possible. A 
weakness of this hookup is that a 
simple siphon can bring wastes in- 


to the tub. 
9] 


this method connects the unit by 
using a broken connection to the 
sink trap. The gap is located under 
the work surface. Although this 
method is superior to Method 1, it 
still has the problem of a hidden 
sink located under the surface. 

















’ 


METHOD 5: The dishwasher dis- 
charges into a separate trap through 
a broken connection located above 
the overflow rim of the sink. This 
system is a sanitary method of 
connection to the drain system. 
However, a disadvantage is that 
the installation requires some 
structural changes to the house. 





PLUMBING INSTALLATIONS . . . continued 
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ing system as is necessary to accomplish this sani- 
tary protection to the user. 

With these two conditions established as a 
yardstick for the proper installation, we can 
examine the diagrams on these pages. 

The diagrams represent 11 different meth- 
ods now used to connect the dishwasher to the 
drain system. These do not represent all of the 
various types of installations but will serve to 
show the latitude of acceptance which now exists. 

A study of these diagrams will show that the 
installations are broken down between those 
where there is no food waste disposer in the ad- 
jacent sink, and those where there is a disposer. 
Inasmuch as the dishwasher is most generally 
installed next to the sink, the diagrams are con- 
fined to that type of installation. 


In general, Method 3 is probably the most 
widely used installation of any. In this method 
the dishwasher and sink have separate traps and 
flow into a common branch line into the stack. 
The system performs satisfactorily except that 
complete sanitary protection of the dishwasher 
is not guaranteed. If the system should malfunc- 
tion and backflow occurs, the drain water can 
back up into the dishwasher tub, thereby causing 
the dishwasher to become unsanitary. 

Method 11 shows an installation where the dish- 
washer is completely isolated from the plumbing 
system and thereby gives the best possible pro- 
tection to the dishwasher. The unit discharges 
through a broken gap into the top housing of the 
disposer and there into the drain, This system 
completely protects the dishwasher and also com- 


pletely eliminates the possibility of an open sink 
(Please turn to center of page 154) 
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METHOD 6: This hookup is de- 
signed for use when a disposer is 
added to the sink. The dishwasher 
drain is pumped through a loop 
into the discharge side of the dis- 
poser. The problem is that the dis- 
poser can pump the discharge back 
into the dishwasher and contami- 
nate its interior. 























METHOD 9: This method is com- 
mon where both the dishwasher 
and the disposer are hooked to the 
branch line and then into the 
stack. The dishwasher is not pro- 
tected from back-flow and uses 
gravity to discharge from the dish- 
washer tub into the plumbing drain 
line. 





METHOD 7: Here the dishwasher 
pumps through a loop into a di- 
vided type of fixture and then into 
a trap. However, a problem is the 
direct connection to the drain line. 
In case of stoppage of the branch 
line, the disposer would pump 
ground food waste into the dish- 
washer machine. 


























METHOD 10: Here the dishwasher 
pumps through an air gap located 
above the overflow rim of the sink 
bowl and into its own separate trap 
and then to the stack. In this in- 
stallation, the dishwasher gets 
maximum protection because it is 
completely isolated from the 
plumbing system. 
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METHOD 8: This hookup has a 
solid tube pumping through a loop 
into the top housing of the disposer. 
While the machine is not com- 
pletely isolated from the plumbing 
system, some protection is afforded 
since backflow would appear in the 
sink before the dishwasher. 


























METHOD 11: This method will 
present no undue problems to the 
users, The dishwasher discharges 
through a broken gap in the top 
housing of the disposer and there 
to the drain. The dishwasher is 
completely protected and the open 
sink down the branch line toward 
the stack is eliminated. 
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Bett the gift chat 
keeps on giving... 


XMAS SELLING AIDS are available from Domestic En- 
gineering as part of its Remodeling Sales Kit (page 107). 
Newspaper ad copy explains the benefits of a modernized 
heating system and kitchen and laundry appliances when 
given as a holiday gift. A direct mailing piece suggests 
numerous plumbing, heating and appliance products which 
can be given as Yuletide gifts. 


REMODELING! 


AS THE HOLIDAY SEASON approaches, plumbing 
and heating contractors are afforded numerous 
opportunities to promote remodeling as “the gift 
that keeps on giving.” 

Christmas themes pointing out the lasting 
benefits of a remodeling gift are countless. Not 
only is it the gift that keeps on giving, but re- 
modeling is a gift for everyone in the family, not 
just one individual. 

For example, any prospect can see that a 
modernized bathroom contributes to better living 
for all members of the home long after other 
gifts have been discarded. A new heating system 
means comfort and better health for the family 
as a whole. 

Advertising messages based on those themes 
can make an indelible impression on the prospect 
in search of a practical Christmas gift for all the 
members of his home. 

Plumbing and heating modernization have a 
definite role in the Yuletide advertising of any 
contractor, And, of course, so do appliances which 
contribute to greater ease of living. Contractors 
can help the husband in search of a gift his wife 
will long appreciate by reminding® him of the 
conveniences and beauty of modern washers, 
dryers, refrigerators, freezers, ranges, food waste 
disposers, and other kitchen and laundry appli- 
ances. 

Illustrated above are sample ads which con- 
tractors can use to describe to the Christmas 
shopper the all-around value of modernization 
gifts. The illustrated ads are taken from Domestic 
ENGINEERING’S Remodeling Sales Kit (see p. 107). 

Ads, of course, are only part of the contractor’s 
Christmas promotion. Attractive seasonal win- 
dow displays, installment buying plans, direct 
mail and Christmas gift wrapping will attract the 
Christmas traffic to the plumbing and heating 
showroom. END 
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W hat your editors found out on their return to Bay City can be 


used to stimulate remodeling business in your town... 


EDITOR’S NOTE: Readers of this publication will recall that Domestic 
Engineering, a year ago, sent a research team of 40 people to Bay City, 
Michigan for a penetration study of the plumbing and heating remodeling 
needs in this typical Amercan communty. Exactly one year and one 
month to the day after the 1952 survey, a team of editors returned to Bay 
City for a first hand look at the results, and their implications, of the 
original survey. What they observed is reviewed here. 


WHAT WOULD A “moderniza- 
tion week” do for my town? 

This is the question many con- 
tractors have been asking them- 
selves, and Domestic ENGINEER- 
ING, since the publication in last 
month’s issue of “Bay City... 
1953!” 

The answer is this: If your 
town is anywhere near average, 
a modernization week would 
spark a long series of worthwhile 
benefits, just as it has in Bay 
City, Mich. 

And what happened in Bay 
City, can be made to happen in 


every “typical” community. 

In general, the modernization 
week in Bay City had a profound 
effect upon every phase of home 
and community living. This is 
the concensus of city officials, 
business leaders and just plain 
citizens who have watched civic 
and homeowner pride rise to un- 
precedented heights in the wake 
of the remodeling campaign. 

Mayor Paul Harvey pointed 
out that Bay City is one com- 
munity which is not likely to 
have a serious blight or slum 
problem since property owners 
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are now taking steps to bring 
and keep homes and other build- 
ings up to high modern stand- 
ards (see quote, p. 96). 

Ambrose J. Maxwell, manager 
of the Bay City Chamber of 
Commerce, said, “I would unhes- 
itatingly recommend to any com- 
munity anywhere that it follow 
the Bay City example and begin 
the annual promotion of a spe- 
cial Modernization Week. 

“When Domestic ENGINEERING 
showed us the way to arouse 
home and property owners’ in- 
terst in the improvement of the 
basic health and comfort serv- 
ices, plumbing and heating, we 
had no idea how far the idea 
could go in the stimulation of all 
business. 

“Not only did every part of 
the building industry experience 
an upsurge in sales but the effect 
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upon the sales of household fur- 
nishings, decorating, and all oth- 
er home improvement necessi- 
ties was remarkable,” Maxwell 
stated. 

Banks, building and loan as- 
sociations, and other lending 
institutions have shared in Bay 
City’s increased business, with 
the total number of moderniza- 
tion loans increasing about 3344 
percent since the first remodel- 
ing week in September, 1952. 

“Nor is remodeling afflicted 
with seasonal rises and declines,” 
Mr. Maxwell continues. “It has 
the effect of stablizing business 
and employment, and grows and 
spreads pretty much on its own 
power. 

“Remodeling Week’ will be a 
major Bay City event from now 
on. Nothing the community has 
ever done has benefitted so many 
people.” 


What the Modernization 


| 
i F 
a 


. ’ a. 








City Manager J. F. Jablonski... 





“Home and property improvement in any com- 





What about the benefits to 
plumbing and heating contrac- 
tors (and wholesalers) them- 
selves? It will suffice to say that 
in each case where a contractor 
or wholesaler pushed remodel- 
ing, and almost all of them did, 
his business increased 25 per- 
cent on the average! 

Now, do you want to transfer 
these benefits of a moderniza- 
tion week to your town? 

If you’re a wholesaler, you 
can start the ball rolling by send- 
ing for the “Modernization Week 
Packet,” (not to be confused 
with the Modernization Sales 
Kit), which outlines the neces- 
sary steps that wholesalers can 
take in harmony with others in 
their own communities to get 
civic officials, business leaders 
and the press behind a remodel- 
ing campaign. 

Included are a fact sheet on 








the benefits of modernization, in- 
cluding statements from the Bay 
City mayor, the chamber of 
commerce, the advertising man- 
ager and managing editor of the 
Bay City Times and others, 
demonstrating the value of a 
modernization week to the en- 
tire community. A sample pro- 
clamation, a guide for newspap- 
ers to follow in setting up a spe- 
cial modernization section and 
other tools to get the job started 
are also included. 

If you’re a contractor, you can 
urge your wholesaler to start 
the ball rolling by sending for 
the above packet. You, per- 
sonally, can get started by send- 
ing for further information on 
the Remodeling Sales Kit (see 
p. 107). 

All requests should be sent to 
the Modernization Editor, 1801 
Prairie Ave., Chicago 16. 


Week Did for Our Town... [Bay City]: 





Contractor Earl Morin... 


“The official 


Modernization Week got people 








munity is the key to many desirable things: a 
more intense interest in over-all civic betterment; 
improved living, working and school conditions; 
a sounder tax situation; better business and more 
stable employment. I think I can safely say that 
the remodeling week promotion of a year ago, 
and subsequent continuous emphasis on the sub- 
ject, have had a marked effect upon every aspect 
of home and community life in Bay City.” 
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to think about modernization and has helped us 
to open many doors which previously were closed 
to us even on service calls. 

“Undoubtedly, it has spurred people to action 
sooner than if they had not heard so much about 
remodeling during the survey. People we never 
heard of before either came in or called up. The 
increased activity has also helped level out the 
peaks and valleys, particularly in heating.” 


-»- continued 




















YOUR BLUEPRINT FOR BIGGER BUSINESS .. . continued 








Mayor Paul Harvey... 


“Bay City is one community where we are not 
likely to have a serious blight or slum problem 
because property owners, thanks to the remodel- 
ing educational drive, are taking steps to bring 
and keep homes and other buildings up to high 
modern standards in the health, comfort and con- 
venience services: plumbing and heating. The 
special Modernization Week resulted in a truly 
remarkable acceptance of the program among the 
citizens of Bay City.” 





Wholesaler A. G. Kirchhoff... 


“The Remodeling Week sponsored by DomEstIc 
ENGINEERING last year is still paying off. In fact, 
we are still getting requests from people who 
want their homes surveyed. These leads are 
turned over to contractors. All our dealers have 
reported substantial increases in modernization 
work since September, 1952. In fact, September 
of this year was the peak of a progressively 
spreading activity which can only be attributed to 
a high level of public interest in remodeling.” 





The Return to Bay City... 


SIX WEEKS AGO, exactly one year and one month 
to the day after Domestic ENGINEERING’s original 
survey of remodeling needs in Bay City, Mich., 
a team of editors returned to study the extent of 
modernization activity in the town. These editors 
talked to local officials, contractors and whole- 
salers and re-interviewed homeowners and bank 
loan officers in an intensive spot check. Here’s 
what they learned: 


. .. 45 percent of those who said a year ago that they 
planned to modernize some major portion of their 
heating, bathrooms or kitchens within two years, have 
already done so. 

... 46 percent of those who did not fulfill their plans 
of a year ago to remodel, still intend to do so within 
the next year. 

. . . 28 percent of those who followed through with 
their remodeling plans of a year ago went beyond 
their original intentions. 


... 32 percent of those who had no plans to modernize 
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plumbing and heating a year ago did remodel anyway, 
largely because of the widespread publicity in the 
local press on the benefits of modernization and be- 
‘cause of increased contractor advertising. 


. .. 35 percent of those who had no plans to remodel 
a year ago now intend to modernize existing plumb- 
ing, heating or kitchens. 


... 63 percent of homeowners who intended to move, 
rent or build new homes a year ago changed their 
minds in favor of remodeling their present home on 
the basis of the lower cost of modernization. 


... 60 percent of those re-interviewed knew the name 
of a plumbing and heating contractor, as compared 
with 55 percent a year ago. 


. .. 100 percent of the plumbing and heating contrac- 
tors who promoted remodeling in the past year report 
business up 25 to 30 percent over the previous 12- 
month period. 


. .. 33 percent more modernization loans have been 
made by lending institutions the year just past than 
in the previous year. 


... 20 percent of the institutions and industrial plants 
re-interviewed have made major improvements in 
plumbing and heating. 
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The Problem 


of John Smith 


This is the story of a plumbing and 


heating contractor who is caught in 


the price squeeze of competitive 


new work. What to do... ? 


Continued from last month 





IN THIS ISSUE: 


In last month’s issue, Domestic Enct- 
NEERING presented Part I of the “Story of 
John Smith,” medium sized plumbing and 
heating contractor who is caught in the 
price squeeze that is prevalent in some types 
of new construction. 

John Smith realized that his problem 
could only be solved by further diversifica- 
tion of his business. After a careful analysis 
of the markets available to him, he con- 
cluded that modernization offered the best 
opportunity by far. In remodeling, he could 
create his own business, he would be the 
prime contractor, the sole controlling in- 
fluence in a field where opportunities are 
limited only by his own initiative and ability. 

John Smith reached a decision—he would 
get into remodeling with both feet. He had 
one question to ask: “How do I get started?” 

And with that question, the remodeling 
education of John Smith was under way. 
In November, he was given a close-up look 
at remodeling opportunities and the meth- 
ods used by successful contractors to man- 
age a remodeling business. 

He studied the market and learned the 
facts about his modernization opportunities; 
he learned that remodeling is like a chain 
reaction—one good job leads to another. 

He was provided with a step-by-step pro- 
cedure for setting up his store as a remod- 
eling headquarters so that his name would 
become synonymous with remodeling in his 
community. He learned that a satisfied cus- 
tomer can be one of the most convincing 
salesmen a contractor could want. 

In addition, he saw. how financing was 
an important key to remodeling sales; he 
saw how journeymen could be taught to 
“bird dog” for sales and upgrade these sales 
on the job. He learned why it is,important 
to control the complete job. 

Now, he’s ready to go on; to learn how to 
handle a complete job, how to sell remodel- 
ing in big buildings, how to train his jour- 
neymen to sell and how to plan an adver- 
tising program. 

This month, John Smith receives his 
secondary education in remodeling. gnp 
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John Smith Gets a Short Course In . . . 





HANDLING THE COMPLETE 


REMODELING 


JOB... 


Continued from last month 


TWO PROFITABLE LESSONS have 
been learned by the C. J. Erick- 
son Plumbing Company in its 40 
years experience on Chicago’s 
southside: (1) remodeling has 
virtually limitless possibilities. 
(2) handling the complete mod- 
ernization job enriches those 
possibilities. 

C. J. Erickson and his sons, 
Bob and Norm, set up a remodel- 
ing headquarters separate from 
their established contract- 
ing business about a year ago. 
They rented a modern store, in 


an older section of the city, since 
the firm’s modernization busi- 
ness had grown to such propor- 
tions it could not be handled ef- 
ficiently from the one store. 
The Ericksons also found that 
they were allocating more and 
more of their own time to the 
sales angle of remodeling at the 
expense of their contracting and 
supervisory work. Their solution 
to this problem was to hire an 
experienced man who could han- 
dle all the selling as well as co- 
ordinate the efforts of various 
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INSTRUCTION FORM 
(right) used by Erick- 
son Plumbing Co. ex- 
plains work details for 
sub-contractors. Back 
of form is used to order 
material. Cliff Carlson, 
(above left), Erickson 
remodeling manager, 
points out the advan- 
tages of controlling the 
whole remodeling job 


trades employed on the complete 
job. 

As a result, Cliff Carlson was 
appointed manager of the new 
modernization headquar- 
ters, leaving the Ericksons re- 
sponsible only for supervising 
plumbing labor on remodeling 
jobs. 

The success of the full-scale in- 
vasion into remodeling is pointed 
out in the words of Norm Erick- 
son. “One reason,” Erickson 
says, “we haven’t been worried 
about the price squeeze in new 
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construction work is because we 
have had a steady flow of re- 
modeling business to tide us over 
the rough spots. Remodeling is 
a sound business, and the more 
it’s exploited the bigger it be- 
comes.” 

An example of the success of 
Carlson’s remodeling headquar- 
ters is the plan now being drawn 
up for a new office and display 
building to replace the rented 
quarters. Construction of the 
new building is expected to get 
underway early next year. 
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In discussing the moderniza- 
tion market, Carlson says one of 
his most effective selling points 
is his ability to guarantee the 
full job thereby unburdening the 
homeowner of all worries in- 
volved in remodeling. 

Scheduling the various con- 
tractors involved in a complete 
remodeling job is a far-sighted 
operation laid down on a careful- 
ly planned formula. “Of course,” 
Carlson says, “each job is an in- 
dividual problem, and is handled 
a little differently.” Now let’s 
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look at a typical Erickson re- 
modeling job—say a bathroom. 
Carlson masterminds the com- 
plete job and starts out by im- 
mediately ordering the material, 
once the contract is signed. A 
complete list of plumbing prod- 
ucts required is submitted to the 
supplier. The supplier is in- 
structed to deliver the material 
direct to the job site two days 
before workmen are scheduled 
to begin. Carlson says direct de- 
livery of material to the job site 
cuts inventory cost in keeping 


continued... 
































--- continued 


John Smith takes a step by step tour 


through a complete remodeling job... 


STEP THREE: Detailed instructions on what work and 
material will be required from each sub-contractor are 
listed on special forms. Each sub-contractor receives 
copies of the instruction form (see p. 99) 





STEP ONE: Cliff Carlson, manager of remodeling for 
Erickson Plumbing Co., Chicago, fills out forms listing the 
materials that will be needed in a complete bathroom 
modernization job he has sold. 


STEP TWO: Sub-contractors are contacted by phone to 
arrange their hour-by-hour work schedule. William 
Burke, tile contractor, makes notes of Carlson scheduling 
a tile setter for the modernization work. 





STEP FOUR: Erickson’s journeymen receive instructions 
about their next day’s work as they wind up their previous 
job. This system saves labor time lost if the journeymen 
were required to check in. 


(Continued from preceding page) products in stor- 
age. Transporting material from a company- 
owned storage also would involve greater labor 
costs, Carlson says. 

Step two is to schedule the work carefully. 
Carlson personally telephones sub-contractors to 
learn which will be available at the specified 
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STEP FIVE: The journeyman plumber and carpenter 


are the first workers on the scene. Their material has 


already been delivered direct to the job by the wholesaler 


to cut handling costs. 
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STEP SEVEN: Tile setting and decorating finish up the 
job. The last contractor on the job notifies Carlson who 
visits the homeowner to check on the completed job and 
insure customer satisfaction. 


times. Usually Carlson can schedule a tile set- 
ter, electrician and carpenter without difficulty 
since several contractors in each trade are on call. 
Carlson selects them on the basis of whether they 
can meet the schedule determined for each job, 
and on how well each sub-contractor is equipped 
to handle certain phases of the job. Sub-contrac- 


STEP SIX: Carlson checks sub-contractors by phone to 
learn the progress of their work and make any necessary 
schedule changes. He feels that periodic checks help 
make the job go smoother. 
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STEP EIGHT: A careful record of the job, costs, mate- 
rials, labor and time is filed away for future reference. 
These records help Carlson estimate future bathroom jobs 
and arrange efficient scheduling. 


tors can be lined up by prime contractors rela- 

tively easily since they are assured of a steady 

business garnered from extensive advertising by 

Erickson; they get regular prices for work and 

material; and have the advantage of being in a 

position to sell up their own work for other sec- 
(Please turn to center of page 192) 
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JOHN SMITH .. . continued 





FIND A NUISANCE in any big 
building in your town, John 
Smith, and you’ve got a remodel- 
ing job that needs to be done. 

To some extent, modernization 
work comes to all contractors 
automatically, but there is much 
more to be had for those who go 
after it. 


First Step: Talk It Up! 


A good way to awaken action 
on a nuisance is to start talking 
about it among those affected. 
For instance, a recent case in- 
volved a yacht owner whose boat 
was being showered by soot from 
a nearby boiler plant. His com- 
plaints to the plant owner were 
shrugged off, so he talked to 
other boat owners, and to stores 
and shops and householders in 
the area, and pretty soon a hun- 
dred persons were talking about 
the nuisance. They formed a 
committee, and the original small 
voice soon became a roar. The 


THERE'S A MARKET FOR 


plant owner no longer dared to 
shrug off the nuisance. He asked 
what he could do, and when told 
by the contractor who had been 
retained by the committee, he 
did it. 

In this case, he installed all 
new firing equipment under his 
boilers and revamped his con- 
trols. The material changes ran 
into many thousands of dollars. 
But, and here is a most important 
point, the neighborhood was not 
alone in benefitting by the re- 
habilitation work. The plant 
owner paid off the cost of his im- 
provements in less than two 
years of plant operation. This 
gain by the owner as the result 
of modernization can be re- 
garded as a common rule: [If 
conditions are bad enough to be 
a nuisance, the cure can be justi- 
fied economically. 


Try Public Buildings 

A good source of remodeling 
work is in public buildings. 
Schools and churches particu- 
larly hold rich potentialities for 
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the solicitor. These buildings 
have systems that suffer from ir- 
regular and casual operation, and 
most of them teeter anyway 
from skimping forced on the con- 
tractor by lack of funds at the 
time of the original installation. 


High School Remodeling 

For example, let’s look at the 
situation two years ago confront- 
ing a midwestern high school of 
about 15 rooms plus an audi- 
torium and long corridors. The 
building rambles on one level 
with a cellar boiler room, from 
which a one-pipe steam system 
crawled creakingly in the form 
of several under-floor loops. For 
several winters, inadequate heat- 
ing was endured in some rooms, 
over-heating suffered in others. 
Eventually, patience wore thin, 
and a contractor was invited to 
tell the School Board what was 
wrong. 

What he discovered would 
have been found just as easily by 
any contractor who took the 
trouble to look. The under-floor 
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REMODELING IN BIG BUILDINGS 100! 


loops simply were insufficiently 
drained of condensate, and so 
certain areas of radiation became 
waterlogged. Aggravating the 
water formation were long 
stretches of main steam piping 
from which the insulation long 
since had fallen. Rounding off 
these faults were inoperative air 
valves and one or two wrongly 
graded radiators. 

The adding of two 1% in. drip 
lines, the replacement of the 
missing insulation, and the cor- 
rection of the air vent troubles 
plus a bit of radiator regrading 
here and there, accomplished a 
neat remodeling job that cost in 
total less than $2,000. 


A Complaint from Churches 


The main complaint from 
churches takes the form, gener- 
ally, of underheating. It is well 
known that building committees, 
at the time plans are being 
formulated for a new church, 
tend strongly to skimp on funds 
for the heating system. This 
situation is rationalized by agree- 


e Here’s how to convert needs into oppor- 
tunities, and opportunities into sales, in 
the churches, schools, hotels and other 


non-residential buildings in your town 


ment among the committee mem- 
bers, who recognize both the 
short hours of church occupancy, 
and the fact that worshippers 


(the majority of whom are 

women) keep on their wraps. 
This idea of a comparatively 

cool church being acceptable is 


Who to Contact for Remodeling in Big Buildings: 
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CONTACT 


Ses heen Principal 
a eae Superintendént 
tesa Manager or Resident 


Director 


Mek sale Manager, Chief Engi- 


neer or Architect 


eee Owner or Manager 
aT Owner or Manager 
ere Head of Occupying 


Agency or Owner 


Sey Post Engineer 
cere Station Public Works 


Officer 


sean: Local Government 


continued ... 

















JOHN SMITH ... continued 





not always endorsed by the con- 
gregation, once they have sat 
through a shivery winter. 

The way to obtain church work 
is to call on the rector. He 
knows of the troubles that plague 
his congregation, and can be ex- 
pected to bless any effort to cor- 
rect them. 

Particular attention should be 
given at this time of apparent 
rural and small-town prosperity 
to the churches and schools in 
these areas. Many of them will 
be limping along in the winter 
with no heating save a pot-bellied 
stove. 

Not the weakest argument for 
correcting these primitive prac- 
tices is the danger of fire. For 
example, a zoned hot water heat- 
ing system for a large rural 
school in South Carolina was 
designed as a direct result of the 
building’s being ignited one 
chilly midnight from an over- 
heated stovepipe. Fire loss, about 
$3,000. Low bid on the new heat- 
ing system, not quite $7,000. 

Every contractor who learns of 
a school or church fire should 
make a point of discovering what 
started the blaze. Often enough 
to give us serious thought, the 
cause will show up as a defect 
that needed remodeling, but 
didn’t get it. 


Hotel Possibilities 

Hotel management might, or 
might not, discuss projected im- 
provements with a solicitor. 
Should we suspect major re- 
modeling in the wind, involving 
building changes as well as 
mechanical equipment, the 
search for information should 
start with questions as to the 
identity of the management’s 
favorite architect. From there on, 
we maintain regular contact 
with him. Of course, this tech- 
nique is best suited to the jobs 
that involve money of $10,000 or 
more, Those under $10,000 sel- 
dom reach an architect’s office, 











unless building changes are being 
considered at the same time, and 
are usually picked up directly 
from the hotel engineer or man- 
ager. 

Related to hotels, but operat- 
ing under a different type of 
management, are the service or- 
ganizations, the YMCA, YWCA, 
Jewish Community Center and 
others. These organizations sel- 
dom have enough money for 
more than a bare existence. Year 
after year, they make patchwork 
repairs by which their equipment 
is enabled to stagger from one 
day to the next until ultimately, 
at the most inconvenient time 
conceivable, the staggering stops, 
and for good. 


A YWCA Modernizes 

When this happens, the con- 
tractor who has been making 
service calls, plugging corroded- 
through pipes, fitting new parts 
to half-dead firing equipment and 
stopping boiler leaks is in a good 
position to receive a_ sizable 
order. 

Consider, for example, the 
recent modernization of aYWCA 
in West Virginia. Modernization 
was precipitated by a growing in- 
adequacy of heating, under- 
scored periodically by break- 
downs of the plant that produced 
strings of heatless hours, num- 
bering from 1 to 24. Operations, 
when the ancient and overloaded 
steam boiler was operating, were 
carried on amid an anvil chorus 
of waterhammer and the solos 
of complaining tenants. 

Somehow money in excess of 
$10,000 was obtained by the man- 
agement, and for this the main 
building received several hun- 
dred feet of new piping, a new 
return system, steam header 
traps, modern vents and valves. 
For the three buildings in the 
rear, there was provided an en- 
tirely new hot water system of 
forced circulation, with a new, 
oversized boiler (to allow for ex- 
pansion of the load) a new steel 
stack and much new radiation. 
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No discussion of remodeling 
prospects should neglect the gov- 
ernment agencies. Excepting 
postoffices, Federal activities are 
likely to be carried on in rented 
properties, oftimes properties of 
poor physical health since rental 
funds are severely limited. Any 
requests for extensive moderni- 
zation are likely to meet with 
distressful sounds and “you are 
asking for the impossible” from 
the owner, but eventually some- 
thing will be done. 

For a case history, let’s look at 
a harbor pier, the second deck 
of which is occupied by the Corps 
of Engineers, U. S. Army. The 
heating system is a basically con- 
ventional one-pipe steam ar- 
rangement that formerly suf- 
fered from these ailments: (a) 
the main steam loops were 
underneath the floor of the upper 
deck, and fully exposed to all the 
harbor winds; (b) chills and 
shivers (waterhammer) were 
prevalent in naked sections of 
pipe; (c) waterlogging was 
caused by drip legs that had no 
traps. To draw off the conden- 
sate, globe valves at the bottoms 
of the legs were opened by hand. 


It's a Frankenstein 


No reader of Domestic ENcI- 
NEERING would create such a 
heating Frankenstein except 
maybe on Halloween night, but 
there it was, and eventually a 
contractor was called in to cor- 
rect it. 

Just as a summary, remodel- 
ing business is big business. It 
reaches sooner or later into 
every home, every school, every 
church, every hotel and club, 
every reactivation project of the 
government. As a guide toward 
making the proper contacts, the 
table on page 103 is offered to all 
contractors interested. Mean- 
while, we should never forget 
that a nuisance, whether it is 
smoke, noise, broken down 
equipment or what not, is simply 
a remodeling job that needs to be 
done. END 
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Many contractors use manuals from Do- 
mestic Engineering’s Remodeling Sales Kit 
(p. 107) as a basic course in selling tech- 
niques for journeymen. Shown above is 
Leonard Hagedorn, journeyman-sales trainee 


of Erickson Plumbing Co., Chicago. 


JOHN SMITH... continued 

















TRAINING JOURNEYMEN T 
SELL ON THE JOB... 


It was pointed out last month 
in the first installment of the 
John Smith Story how journey- 
men of the San Marino, Calif., 
Plumbing Co. upgrade service 
calls into complete room remod- 
eling. In this issue, Vern Keith- 
ley, head of the company, lists 
his methods for training jour- 
neymen to sell on the job (at 
right). 

Keithley told Domestic Enc1- 
NEERING that a commission alone 
does not make every journeyman 
a salesman. In some cases, of 
course, a journeyman may have 
natural talent and a commission 
gives him the necessary incen- 
tive to use it. 

Selling does not come easily 
for others however, he went on 
to explain, and an unprepared 
journeyman may do more harm 


than good for the firm. This 
calls for a training program that 
will mold an effective sales force. 

“A program of this type may 
be quite simple,” says Keithley. 
“It may require no more than a 
meeting once a month to alert 
journeymen to sales opportuni- 
ties and explain latest product 
developments.” 

Another step recommended by 
Keithley is to make sales aids 
and manuals available to jour- 
neymen and encourage the men 
to use them. He has established 
a library of selling guides which 
is available to journeymen at all 
times. A contest or tally sheet 
helps spark the training period. 

“By devoting a little attention 
to my journeymen in this way,” 
Keithley sums up, “I am creating 
a new lifeline for my business.” 
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OUTLINE FOR A JOURNEYMAN 
SALES COURSE: 





Hold periodic lecture sessions on the 
importance of journeyman selling to 
the firm and to the journeyman. 
Point out opportunities. 





Explain latest product developments 
and installation techniques at these 
meetings. 





Set up a library of sales aids and 
manuals for journeymen to refer to 
and borrow to improve their selling 
techniques. 





Equip journeymen with sales litera- 
ture to use and distribute while on 
the job. 





Prepare journeymen to estimate rough- 
ly on the spot and to consider every 
service call or installation an oppor- 
tunity for upgrading the sale. 





Work with each journeyman to de- 
velop his personality, skill and tact 
in dealing with people. 





Show movies, have guest speakers and 
dramatize selling as a challenge and 
a personal satisfaction. Discuss the 
problems of selling. 





Stress appearance and attitude and 
how his actions speak for the efficien- 
cy and alertness of the firm. 





Encourage competition among journey- 
men by keeping a talley sheet or hold- 
ing a contest. Take steps to make 
selling exciting. 





10 


Invest in sending select journeymen, 
where appropriate, to manufacturers’ 
sales training schools. 





Keep journeymen well informed to 
win customer confidence and to help 
them follow through on a sale. An 
unprepared journeyman may do more 
harm than good. 
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Offer a commission or other compen- 
sation as an incentive. The company 
will profit through sales. 










































JOHN SMITH ... continued 











John Smith Takes a Look at... 
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REMODELING SALES AIDS from the D. E. Modernization Sales Kit include a 
manual of selling procedures, a book of 2001 merchandising ideas compiled from 
prize-winning entries in Domestic Engineering’s merchandising contest, and a 
manual on available financing plans. See, also, facing page. 


MODERNIZATION ADVERTISING 


If the remodeling market is 
as big and as profitable as dem- 
onstrated in Part 1 of the John 
Smith story, is it really necessary 
to advertise? 

The answer is yes. 

While a contractor may feel 
that he can get all the remodel- 
ing business he can handle right 
now—from satisfied customers, 
service calls and word-of-mouth 
advertising—he should also re- 
member that he intends to be do- 
ing business from the same stand 
for a long time to come. 

Consistent advertising is the 
best way to insure continued vol- 
ume and future growth of any 


business. To stop advertising is 
like taking a locomotive away 
from the train—it rolls along 
all right for awhile, but then 
begins to slow down. 

What about the cost? 

The answer to that question 
lies in an old axiom which has 
long withstood the test of time— 
advertising doesn’t cost, it pays! 

Remodeling profits will pop 
up to first place for any con- 
tractor when the three P’s of ad- 
vertising are followed—planned, 
persuasive and persistent. 

An advertising budget is one 
way to be sure that advertising 
is planned and persistent. And, it 
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will be easier to develop persua- 
sive advertising if these two es- 
sentials are taken care of first. 
Here’s a seven-point plan to 
help contractors get started with 
their remodeling advertising: 
(1) Study past expenditures. 
You’ve got to start somewhere 
and the best way is to find out 
what’s been done previously. 
(2) Establish advertising ob- 
jectives. The objectives should be 
possible—but not too easy. They 
should be specific—not just 
“more sales,” but “five complete 
kitchen or bathroom jobs per 
month.” 
(3) Determine the annual ad- 
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vertising expenditure. By ap- 
praising what’s been spent in the 
past and the objectives for the 
current year, you can set up a 
tentative annual budget. 

(4) Allocate the budget by 
months. The annual figure can 
be divided by 12, or it can be 
apportioned according to the 
peaks and valleys of the business, 
based on past experience. 

(5) Allocate the monthly bud- 
get by media. Distribute the 
monthly funds to newspaper ads, 
direct mail, or other promotion, 
again based on past experiene. 


Keep Some Funds On Hand 

(6) Establish a reserve. Keep 
some funds on hand for special 
promotions or other unforseen 
expenditures. Some contractors 
set aside 10 percent of the total 
for a reserve fund. 

(7) Analyze the results. Af- 
ter a plan has been in operation 
a month, three months, or six 
months, it is wise to make an 
analysis to see how it is measur- 
ing up to the established object- 
ives. Such an analysis will re- 
veal any weaknesses and indicate 
certain revisions—perhaps less 
direct mail and more newspaper 
advertising. 


Definite Plan is Necessary 


The important thing to remem- 
ber about remodeling advertising 
is that a definite plan is necessary 
—hit or miss efforts seldom pay 
off consistently. For John Smith, 
or any other contractor just get- 
ting started in remodeling, a 
planned program will provide 
the broad base for future efforts. 
And more than likely, he will 
find his advertising dollars doing 
double duty right from the start. 

Now, just a word about per- 
suasive advertising. In selling 
remodeling, a contractor is really 
selling comfort, convenience and 
pride of ownership—not products 
alone. Advertising should be 
keyed accordingly. The tools to 
do the selling job are described 
elsewhere on this page. Enp 





You have at your disposal, John Smith, the 
greatest collection. of remodeling sales aids 
ever assembled in one kit... 


The plumbing and heating contractor can get on the 
path to greater modernization sales only if the benefits of 
remodeling become as familiar to his prospects as they 
are to himself. 

The public can be made modernization-conscious by a 
proven American technique—year-around promotions. 

The most comprehensive collection of such advertising 
pieces for plumbing and heating contractors yet assem- 
bled is available from Domestic ENGINEERING in its Re- 
modeling Sales Kit. The kit is available in four port- 
folios covering three-month periods and contains 
newspaper and radio advertising, mailing pieces, posters, 
publicity releases, plans, layouts and sales manuals. 

The kit is based on expert research and merchandising 
experience. Already several hundred contractors have 
started their modernization campaigns with advertising 
messages provided by the sales kit. From their statements 
and statements from advertising men, you'll be able to 
judge the proven worth of the kit: 

—‘“As far as I’m concerned, the procedure manual 
alone is worth the money. I thought I knew something 
about the remodeling market, but I never realized how 
much more there was to know until I studied the kit.” 
Walter Westfahl, Milwaukee, Wis., contractor. 


107 








continued ... 











SALES KIT ... continued 





—“In this sales kit, the contractor is getting a 
full year’s promotional program for only a few 
dollars—something that cost me thousands of 
dollars to set up on my own. I think you have done 
something really big for the plumbing and heating 
contractor and I’m sure others will appreciate and 
use this opportunity to create new business as I 
will.” Henry Ford, Philadelphia contractor. 

These comments reflect the excitement the kit 
has already created in the industry. The material 
in the kit is designed to fit into any contractor’s 
operation and keep him supplied with a complete 
assortment of promotions and ideas. Here’s what 
it contains: 


THREE MANUALS: One on procedures for sell- 
ing modernization, one on using financing plans, 
and one on planning kitchens, baths, laundries 
and heating systems. 


TWELVE PROGRAM PLANNING GUIDES: One 
for each month of the year with suggestions for 
using the promotional material in the kit. 


TWELVE GIANT POSTERS: Each with a different 
sales message to identify your store as moderni- 
zation headquarters. 


FIFTY-TWO NEWSPAPER ADS designed for 
weekly use with fresh slants and human interest. 


FIFTY-TWO RADIO COMMERCIALS written for 


one minute spot announcements. 


FIFTY-TWO PRESS RELEASES to help you get 





What’s Ahead for John Smith: The “Second- 
ary Education of John Smith in Remodeling” 
will be continued in 1954 issues of DomeEsTiIc 
ENGINEERING with articles on selecting and 
training salesmen, budgeting advertising, 
plans and layouts for complete room re- 
modeling and many other timely subjects. 











TWELVE JUMBO POSTCARDS with timely ap- 
peals on plumbing and heating subjects. 


TWENTY-FOUR SALES LETTERS, brightened by 
cartoons and describing the benefits of moderni- 
zation in sparkling copy. 


LAYOUT PLANS for showrooms and shop give 
principles for good display and work areas. 


MERCHANDISING TIPS for appliance dealers 
are contained in a booklet which gives informa- 
tion on products available and how leading con- 
tractors have succeeded in the appliance business. 


KITCHEN PLANNING is discussed in a colorful 
booklet which illustrates the beauty of modern 
kitchens. More than a dozen kitchens are pictured 
in full color with floor plans included. This is 
valuable in discussing plans with a prospect. 


SALES AIDS are listed in a directory compiled by 
DomMEsTIC ENGINEERING from manufacturers’ in- 
formation. 


A SPECIAL OFFER to subscribers of the com- 
plete kit is the book, “2000 and 1 Prize-Winning 
Ideas.”’ This volume describes business methods 
used by 181 successful contractor-dealers who 
won prizes in DOMESTIC ENGINEERING’s merchan- 
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local publicity throughout the year. dising contest. END 


, 
— ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 


Count me in.../ want fo self more 
remodeling in 1954! 


Editor 
1801 Prairie Ave. 


Chicago 16 


Act now to 


put these 


Please tell me how I can get Domestic ENGINEERING’s Remod- 
eling Sales Kit and participate in the biggest all-industry 


sales drive ever undertaken. 


sales tools 


to work for 


NaME__ | See en ee ees 


Conrractor [] WHOLESALER (] MANUFACTURER (] 
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@ It is just common sense that experts in any field thor- 
oughly know their own products. So you can expect a 
better product in every way when you specify the 
Kewanee-Petro Boiler Burner Unit because you get the 
combined knowledge of leadership in 2 fields. . . boilers 
and burners. Here, two great companies bring together 
boilers and burners designed as complementary units with 
all parts perfectly integrated. Engineering and design 
have been combined for maximum efficiency and depend- 
able production of high or low pressure steam and hot 
water heating using oil, gas or oil and gas combination. 
The Kewanee-Petro Unit is easily installed . . . simple to 
operate. The boiler, mounted on steel skids, has matched 
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burner connections. All refractories are installed at the 
factory ... forced draft burner eliminates necessity of a 
high stack... operation ‘s ccmpletely automatic with 
all combustion controls mounted and pre-wired in one 
cabinet. Delivery from two separate factories offers im- 
portant advantages. The boiler is usually wanted at the 
building site before the walls are up, and needing no pro- 
tection from the weather, is shipped first. The burner, 
with control system, is delivered when wanted, after the 
building is roofed. It will pay you to get full information 
on this outstanding boiler-burner unit. Write either com- 
pany, or mail the coupon. 














PETRO 


3185 W. 106th Street, Cleveland, 11, Ohio 
‘f 
KEWANEE-ROSS CORPORATION 


116 Franklin Street, Kewanee, Illinois 
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PETRO 
3185 W. 106th Street, Cleveland, 11, Ohio 
KEWANEE-ROSS CORPORATION 
116 Franklin Street, Kewanee, Illinois 
Please send 16 page catalog containing complete 
data and specifications. 
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Good Reading 





(Continued from page 23) 
fan units available with two, three 
and four exchanger sections. The 
units described are designed to 
cool liquids or gases at pressures to 
5,000 psi and temperatures to 
1,500F. 


Issued by: The Fluor Corp., 2500 
S. Atlantic Blvd., Los Angles 22. 


oo 9 

Plumbing ware of enameled 
pressed steel is illustrated in a new 
Lawndale catalog. Double bowl, flat 
rim and ledge type sinks are de- 
scribed. A combination sink and 
laundry tray model and a sliding 
drainboard model are included. 
Also pictured is a compact, light- 
weight lavatory for powder rooms 
and other small spaces. 

Issued by: Lawndale Enameling 


Co., 1137 W. 14th St., Chicago 8. 


°° 9 > 

Gas incinerator questions are an- 
swered for consumers in three fol- 
ders published by Gasinator Mfg. 
Co. A direct mailing piece describes 
how the incinerator “makes gar- 
bage and rubbish cans as extinct 
as dinosaurs”; an answer book pro- 
vides operational data, and a larger 
booklet concerns cost savings. 

Issued by: Gasinator Mfg. Co., 
2108 Payne Ave., Cleveland 14. 

oS} 

Plastic pipe made by Republic 
Steel Corp. is discussed in a new 
12-page two color booklet. The 
booklet tells why Republic entered 





| REPUBLIC STEEL CONPORATION 











the field, describes the flexible and 
semi-rigid pipe the firm makes, 
shows how to join the pipe and lists 
engineering and corrosion data. 
Issued by: Republic Steel Corp., 
3100 E. 45th St., Cleveland 27. 


o 9° 9 


Oil furnaces are discussed in new 
illustrated bulletins by Robot Auto- 


Heat. The lowboy units feature a 
radiator that pre-warms returning 
air before it reaches the combustion 
chamber, causing less use of burn- 
ers. Seven models are offered, 
ranging in Btu output from 65,000 
to 300,000. 

Issued by: Robot Auto-Heat 
Corp., Newfield St., Middletown, 
Conn. 


o 9 Oo 


L-P gas valves are illustrated in 
a new brochure issued by Fair- 
banks. Globe, check, angle and gate 
valves for common commercial 
forms of liquid or gaseous L-P gas 


are described. Tight seal and posi- 





tive closure features are empha- 
sized in the brochure. 

Issued by: The Fairbanks Co., 
393 Lafayette St., New York 3. 


o 9° 9 


Fin-tube radiators for steam or 
hot water are outlined in a bulletin 
released by Lee Vine. The publi- 
cation describes the heat distribut- 
ing element as a fin with extruded 
conductive collar that provides un- 
broken contact with the steel pipe. 
The unit is designed to utilize all 
possible heat. Design data, dimen- 
sions and installation illustrations 
also are included. 

Issued by: Lee Vine Fin-Tube 
Radiator Co., Inc., 12 Fair St., New 
Haven, Conn. 


o 9 9 


Power cranes and shovels 
mounted on trucks or crawlers are 
the subject of a bulletin issued by 
the Schield Bantam Co. in the form 
of a four-page newspaper, the Ban- 
tam City Press. Stories, photos and 
specifications are provided for a 
complete line of power cranes and 
shovels, including the new % yd 
five-ton crawler model C-35. Latest 
factory production techniques and 
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Bantam machine applications also 
are presented. 

Issued by: Schield Bantam Co., 
Waverly, lowa. 

°° 9° 

A power drive for pipe threaders 
and cutters is described in a new 
envelope enclosure by Beaver Pipe 
Tools, Inc. The mailing piece 
stresses the lightness and durability 
of the model “D” unit. The green 
and black folder also discusses a 
model “C” power drive, a threader 
and a cutter. Photos of a nipple 
chuck, chip strainers, reamers and 
pipe supports also are given. The 
folder was originally intended for 
wholesaler and dealer use, but also 
is offered to individuals. 

Issued by: Beaver Pipe Tools, 
Inc.,, Warren, Ohio. 

o 9 9 

Venting hoods for kitchens is the 
subject of an illustrated booklet 
published by Stanthony Corp. for 
consumers and plumbing contrac- 
tors. Methods of exhausting cook- 
ing odors and greasy vapors are 
discussed. Facts and figures are 
provided which can be applied to 
specific cases. 

Issued by: Stanthony Corp., 2305 
W. Alameda Ave., Burbank, Calif. 
oo 9° 

Automatic heating and power 
equipment is discussed in a new 
general catalog by Petro. Schematic 
drawings, typical installation lay- 
outs and cutaway views of burners 
and burner parts are given for 
Petro oil, gas and combination oil- 
gas burners. Photos of burners and 
typical installations also are pro- 
vided. 

Issued by: Petro, 3170 W. 106 St., 
Cleveland 11. 

oo 9 

Pipe insulation made of cellular 
glass is the subject of a four-page 
folder by Pittsburgh Corning. The 
folder features on-the-job photos 
to point out that the insulation can 
withstand temperatures between 
-~300F and 800F. Also provided is a 
listing of the physical properties of 
the material (Foamglas), and sug- 
gested uses. 

Issued by: Pittsburgh Corning 
Corp., 1 Gateway Center, Pitts- 
burgh 22. 

o 9° 9 

Bronze gate valves are described 
and illustrated in two new Lunken- 
heimer circulars. Union and bolted 
bonnet valves with both rising and 
non-rising stems for tight joints 
and simple assembly are shown 

(Please turn to top of page 112) 
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WAREHOUSE AND SHIPPING CENTER 
“JUNKET” BRAND FOODS 











LITTLE FALLS, N. Y. 











W@ERE IT COUNTS! 


During the winter months there will be no snow or ice troubles 
at the truck entrance of the “Junket” Brand Foods Warehouse. 
A snow-melting system of Revere Copper Water Tube in the 
20’ x 60’ concrete slab sees to that. This building was designed 
by Architects, Bagg and Newkirk. Heating Contractor was 
H. J. Brandeles ae Revere Copper Water Tube was supplied 
by the Crane Co., all of Utica, N. Y. 

The contractor found the light-weight, 60’ length coils of 
Revere Copper Water Tube easy to handle and install. Also, its 
soft are ermitted bending, reducing the number of fittings 
used. Other features that architects, contractors and builders like 
about Revere Copper Water Tube are: Because it is non-rusting 
it will last indefinitely... the solder or compression fittings used 
make it possible to use a thinner wall tube than is possible when 
threaded fittings are used, with a substantial saving in metal. 

Keep out of trouble with copper. Specify Revere Copper 
Water Tube for radiant panel heating, hot and cold water lines, 
underground service lines, air conditioning and processing 
lines, waste stack and vent lines. See the Revere Distributor 
nearest you today. And, if you have technical problems, he will 
put you in touch with Revere’s Technical Advisory Service. 
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GUIDE PLANK is used by workman to facili- 
tate installation of 1’ Type K soft temper 
Revere Copper Water Tube. Revere Tube 
also comes in hard and soft tempers in 
straight lengths of 20 ft. 


LARGE PHOTO ABOVE shows Revere Copper 
Water Tube in place ready for pouring 
concrete, 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 
Mills: Baltimore, Md.; Chicago and Clinton, 1/l.; 
Detroit, Mich.; Los Angeles and Riverside, Calif.; 


New Bedford, Mass.; Rome, N. Y.—Sales Offices 
in Principal Cities, Distributors Everywhere. 


SEE “MEET THE PRESS” 
ON NBC TELEVISION, SUNDAYS 








Good Reading 


(Continued from page 110) 
assembled and in cutaway views. 
The circulars also feature a non- 
slip handwheel. 

Issued by: The Lunkenheimer 
Co., Box 360, Cincinnati 14. 


oo 9 


Copper and brass fittings are il- 
lustrated in a new color catalog 
published by Anderson Metals. A 
simplified product listing easily 
identifies the specifications of any 
part. Tube fittings, valves, cocks, 
tubing tools and specialty accesso- 
ries are among the lines described. 

Issued by: Anderson Metals Corp., 
Overland Park, Kan. 


o 9° 9 
Tubing made by Wolverine is the 
subject of a 12-page, pocket-sized 
booklet presented for convenient 
reference. The booklet gives sizes, 
lengths and tempers, as well as data 
on Wolverine plants and sales of- 
fices. Product literature available 
also is listed. 
Issued by: Wolverine Tube Div., 
Calumet & Hecla, Inc., 1850 Guar- 
dian Bldg., Detroit 26. 


oo 9 

Burners of the horizontal rotary 
oil type, combination oil-gas and 
forced draft packaged burners are 
described in a new Iron Fireman 
catalog. Prewired control panels, 
ignition systems, oil pre-heating 
apparatus and forced draft equip- 
ment are shown in cutaway illus- 
trations. The catalog provides full 
data about models and capacities. 

Issued by: Iron Fireman Mfg. Co., 
3170 W. 106th St., Cleveland 11. 


oo 9 
Condensate pumps of single and 
duplex types are described in a 
new Skidmore booklet. Pictures 
show pumps that have float-acti- 
vated switches. Copy describes a 
unit with two pumps that can be 
provided with an alternator to 
make the units pump successively. 
Issued by: Skidmore Corp., Box 

309, St. Joseph, Mich. 


o 9 9 

Special scaffolding problems are 
considered in a bulletin issued by 
Waco. A drawing shows dimen- 
sions of scaffolding available and 
accompanying literature describes 
how a demountable frame can be 
used. The scaffolding is designed 
to pass through narrow openings 
in boilers and water tanks. 

Issued by: Waco Mfg. Co., 3565 
Wooddale, Minneapolis 16. END 





IT’S THE LAW! 





Vandalism Bungles Contractor's Job. Who's Liable? 


When vandals entered an unbarricaded building and turned or 
the water valves, a Kentucky contractor told us recently that he 
was sued for the resulting damage. This situation should be of 
particular interest to all domestic engineering dealers, since van- 
dalism is always a threat on the job site in spite of precautions 
taken against it. 

The Kentucky incident occurred during construction of a three- 
story dormitory at the state college. A general contractor had sub- 
let the plumbing contract to a local dealer. Just before the 
windows and doors had been installed, journeymen brought a 
three-in. water line into the basement which they connected with 
a six-in. city main. A gate-valve was installed on the three-in. 
line to turn the water on and off. This gate-valve was all that 
prevented the water from flowing into the plugged tank. Before 
leaving, the foreman made certain the valve was shut off. 

When the crew returned to the job the next morning, they 
found water running out of the corridor. The water came from 
the bottom of the hot water tank, and the three-in. gate-valve 
was open 8 to 10 turns. 

The general contractor immediately filed suit, charging the 
employees of the plumbing contractor with negligence, and held 
the contractor liable for $4,698.20 damages. 

Two questions were raised in court: (1) should the line have 
been capped because the journeymen could have foreseen that 
some third person might turn the valve and flood the building? 
(2) should the water have been brought onto the premises before 
the building could be locked up? 


How the Case Was Decided 

After examining the evidence, the court held that the contractor 
was not liable for the willful or negligent acts of third persons 
which could not be anticipated or foreseen. Had there been 
children playing around the building or had there been previous 
visits by vandals or even irresponsible persons, it would be a 
different matter. 

The court also ruled that the contractor was not negligent in 
bringing water into the building before it could be locked. No 
damage would have resulted had not some unknown third person 
deliberately turned on the water and left the valve open. 

It should be generally understood that a contractor who makes 
an installation in conformity with the specifications of his contract, 
and there is no obvious defect in the specifications, and he is not 
negligent in the manner of doing the work, is not liable for dam- 
ages resulting from the installation, END 
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(Continued from page 36) 
engineering, application to the 
problems of users and to develop 
markets. Offices are at 2159 Guard- 
ian Building, Detroit 26. 


Airtemp Names Ist Wholesaler 

Sterling Nicholson, veteran 
Chrysler Airtemp air conditioning 
dealer of Durham, N. C., has been 
appointed the first wholesaler of 
Airtemp products in a new product 
distribution program. Nicholson 





Sterling Nicholson (seated) signs a 
contract making him the first whole- 
saler of Chrysler Airtemp products as 
H. L. Godwin, Sydney Anderson and 
William Denton (Il. to rf.) watch. 


heads a company that bears his 
name. His firm became the first of 
more than 600 franchised Airtemp 
dealers in 1935. Under terms of the 
agreement with Airtemp, Nicholson 
will handle wholesale purchases, 
warehousing and retail distribution 
of heating and packaged air condi- 
tioners, as well as continue to sell 
and install central station equip- 
ment. 


Greenfield Forms Company 

The formation of Greenfield Mfg. 
Co. has been announced by Harry 
A. Greenfield, offering a complete 
line of plumbing and heating spe- 
cialties. Production will be from a 
plant of 8,000 sq ft at Boston and 
Emerald Streets, Philadelphia 25. 
Mr. Greenfield has been associated 
with a manufacturer of flexible 
supplies and plumbing hardware 
and has had considerable experi- 
ence in manufacturing. 


Hess Directs Home Show Again 

Frank E. Hess, plumbing con- 
tractor, has been reelected presi- 
dent of the Southern California 
Construction Industries Exposition 
and Home Show for 1954. Also re- 
elected by the board were R. Hick, 
Howard Dyer, Donald Reed and 
Dale Missimer, vice presidents; W. 


H. C. Ness, secretary and Wilbur 
Hokom, treasurer. Carl Kraatz will 
continue as executive manager. 

The Home Show is a non profit 
organization operated by 13 large 
construction industry associations 
of southern California. Hess is head 
of the Associated Plumbing Con- 
tractors of Los Angeles and is a 
member of the city building and 
safety commission. 


Plans Dealer Training 

The fall dealer education pro- 
gram of Sid Harvey, Inc., of Valley 
Stream, N. Y., will include 14 lec- 
tures on servicing the low pressure 
models of Williams Oil-O-Matic 
burners. Leslie Algar and Robert 
Mitchell, Sid Harvey representa- 
tives, will conduct the lectures with 
color slides and cutaway models of 
Williams products. 


Bridgeport Brass Opens Office 

The Bridgeport Brass Company 
of Bridgeport, Conn. opened a new 
sales office in the Federal Square 
Building in Grand Rapids, Mich. 
The office will handle Bridgeport 
mili products, brass goods, plumb- 
ing fittings, copper water tube and 
pipe. T. H. Williams will head the 





office, which serves western and 
southwestern Michigan. 


GAMA Adds Members 

Three more companies have been 
accepted as members of the gas in- 
cinerator division of the Gas Ap- 
pliance Manufacturers Assn. The 
new members include The Coro- 
aire Heater Corp., Cleveland; Mod- 
ern Controls Corp., Centerline, 
Mich.; and the Locke Stove Co., 
Kansas City, Mo. The incinerator 
division now has 13 members. 


Barber-Colman Adds 2 Offices 

The Automatic Control and Uni- 
Flo Divisions of the Barber-Col- 
man Company of Rockford, ILL, 
have opened new factory branch 
offices in Indianapolis and Omaha. 
Don Horock will manage the In- 
dianapolis office at 1537 Central 
Avenue, and Tom Peterson will 
direct the Omaha office at 1245 S. 
13th Street. 


Coleman Sponsors Radio Shows 

The Coleman Co., Los Angeles, 
manufacturer of heating equip- 
ment, is backing its dealers this 
fall with radio shows starring Eddie 
Cantor, Jimmy Stewart and Wil- 
liam Gargan. The shows will be 
heard Tuesday, Thursday and Sun- 


(Please turn to top of page 116) 





Members of the Dadson Club of New York City met recently for 


dinner at the Latin Quarter and two social sessions at the New York 
Athletic Club. The group is made up of fathers and sons in the oil 
heating industry. Sons were given leather key cases by their fathers 
to mark the occasion of the first evening as an organization. 





The Fluid Heat Division of Anchor Post Products, Inc. of Baltimore held a 
recent district sales manager’s meeting in that city. Discussion concerned 
new and redesigned Fluid Heat heating equipment and 1954 sales programs. 
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A GOOD BENDER IS A"MUST”- 
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N a radiant heating job, it’s a pleasure to work 
O with Youngstown pipe. It bends readily to a 

true arc without flattening. That’s because it 
is uniformly soft and ductile, and soundly welded in 
manufacture by the Youngstown continuous-weld pro- 
cess. The name “Youngstown”, rolled into 
every length, is your assurance that it’s 


GOOD PIPE. 
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BUT A PERFECT JOB DEPENDS ON 
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7 POINTS OF UNIFORM 
GOODNESS IN 


YOUNGSTOWN 
STEEL PIPE 


uniform ductility 













uniform lengths 







uniform threading 


uniform weldability | 


uniform wall thickness 
and size | 


uniform strength and 
toughness 














uniform roundness and 
straightness 








THE YOUNGSTOWN SHEET AND TUBE COMPANY .......°0i0 sci 


General Offices: Youngstown, Ohio - Export Office: 


SHEETS STRIP PLATES STANDARD PIPE LINE PIPE 
AND EMT MECHANICAL TUBING COLD FINISHED BARS 
HOT ROLLED RODS COKE TIN PLATE ELECTROLYTIC TIN PLATE 


HOT ROLLED BARS 


OIL COUNTRY TUBULAR GOODS 


500 Fifth Avenue, New York 36, N. Y. 





CONDUIT 
BAR SHAPES WIRE 


RAILROAD TRACK SPIKES 
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(Continued from page 114) 
day nights. Commercials will fea- 
ture information about the fea- 
tures, performance, comfort and 
other data about the Coleman heat- 
ing line. The shows will continue 
through the heating season. 


New Plumbing Tool Firm 

The Plumbing and Tool Division 
of the Flexible Sewer-Rod Equip- 
ment Co. has been incorporated 
and established as a separate com- 
pany now known as Flexible Plum- 
bertools, Inc. The new firm will 
make several new items of spe- 
cialized plumbing tools. The new 
company will operate from 3782 
Durango Ave., Los Angeles 34. 


Soft Water Plugged on TV 
Household economy was dis- 
cussed by Chester H. Knowles of 
The Permutit Co., New York, on a 
recent “Nancy Craig Time” TV pro- 
gram. Knowles explained to Miss 
Craig, both shown here, that the 
average family pays more than 
$200 each year trying to overcome 





the effects of hard water. His fig- 
ure was taken from government 
agencies and research groups. He 
also said there are more than 38,- 
000,000 homes that contend with 
hard water problems. 


Johnstown MPs Change Name 

The Johnstown, Pa. Master 
Plumbers Assn. has changed its 
name to the Johnstown Plumbing 
Contractors Assn. The change was 
made to conform with the name of 
the state organization. 


G-E Begins Franchise Program 

To help market its new line of 
domestic heating controls, the Gen- 
eral Electric appliance control] de- 


partment has established a program 
for awarding franchises to oil burn- 
er control distributors. The plan 
calls for an education program for 
servicemen to familiarize them with 
the controls. 

A traveling service school called 
the “G-E Bandwagon” is on a na- 
tionwide tour to contact some 20,- 
000 servicemen at 250 stops. In- 
structors use giant models of the 
controls to take apart and reassem- 
ble them while pointing out fea- 
tures. Magic acts, songs, skits and 
models are used to dramatize the 
school sessions. 

Tours have been made in the 


New England, New York and Phil- 
adelphia areas, and stops are set for 
midwestern and west coast cities 
before ending next year. 


Murray Steps Into Canada 

The Murray Corporation of 
America, Detroit, has made its first 
appearance in Canada with the ap- 
pointment of Empire Brass Co., Ltd. 
of Vancouver, B. C. as a distributor 
of Murray kitchens. Empire Brass 
recently acquired another Van- 
couver firm, with branches in Cal- 
gary and Edmonton, Alta., expand- 
ing its distribution of plumbing fix- 
tures and appliances through west- 
ern Canada. 

(Please turn to top of page 119) 





James Burns, center, of Webster Electric market research, addresses 
sales representatives at a recent meeting in Milwaukee. James Lahey, 
of the Webster Industrial Sales Division, shown at the left of Burns, 
told of 1954 sales goals. B. T. Wiechers, Webster vice president and 
sales manager, shown to the right of Burns, welcomed meeting par- 
ticipants and discussed 1954 plans. 





Whirlpool Displays Manufacturing Capacity at Open House 


Whirlpool Corporation of St. Jo- 
seph, Mich., demonstrated its claim 
to being the world’s largest maker 
of home laundry appliances recent- 
ly by a mammoth display of prod- 
ucts and facilities. The ingredients 
that make up one day’s output of 
4,000 automatic clothes washers 
and dryers were exhibited at a two- 
day community open house. 








This air view of the Whirlpool plant at St. Joseph, Mich., shows 


The exhibit included 500 washers 
and dryers on a highway bridge 
running across the plant, represent- 
ing only two hours of production 
at the present daily rate. The units 
spread for 1,292 ft. Also shown 
were 100 truck trailers, totaling 3,- 
200 ft., and 40 railroad freight cars 
used every day to haul parts and 
materials for 4,000 units. 








ol 


a highway bridge, near the top of the photo, where the number of 
automatic clothes washers and dryers and truck trailers making 
up one day’s production were displayed at a community open house. 
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‘Daddys stuck, mommy ” 


It happens so often at the end of a wintry day. 
Your car has carried you faithfully, from one 
business call to another, over streets and roads 
passable by public snow removal equipment. 

Then dead-tired at nightfall, and within sight 
of your family and the warmth of your fireside, 
you get stuck in your own driveway! 


To be “snowbound” fifty feet from home is an 
exasperation many of us have shared .. . but a 
totally unnecessary one. Modern driveway and 
sidewalk snow melting systems prevent it and 
should be as much a part of the modern American 
scene as the integral garage or the automobile 
itself. Amortized over the lifespan of the home 
and financed as part of the mortgage, or later as 
part of an improvement loan, the cost per year is 
negligible compared with the safety, convenience, 


Sreei Pipe 
is Furs CHate, 


increased property value, and collateral benefits 
derived. 

Reliable steel pipe, proved in over 60 years 
of hot water and steam heating, is the most 
widely used heat transmission medium for snow 
removal systems. For steel pipe is economical, 
durable, readily formable and weldable for coils 
and grids, and is “familiar” to plumbers and 
pipe fitters everywhere. 


Public interest in “domestic” sidewalk and 
driveway snow melting is high, due to the 
dramatic success of commercial installations seen 
in metropolitan areas. A new 32 page color 
booklet, “Steel Pipe Snow Melting and Ice Re- 
moval Systems”, will help you capitalize on this 
interest and is available without charge or obli- 
gation. Write 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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lable 
WA uwWestinghouse 


GAS-FIRED 


SPEEDHEATER 


For store, office, factory or warehouse, check these 8 
Westinghouse features: 


1. Instant on-the-spot HEAT 

2. Automatic controls—no attendant needed 

3. Ceiling suspension—uses no working space 

4. No heat loss as in central plant piping 

5. Swift, easy, economical installation ; simple upkeep 
THE COMPLETE WESTINGHOUSE LINE 6. Fully approved safety controls 


Meets Every Unit Heater Need 7. Handsome, functional styling—no finishing cost 
8. 7 sizes—25,000 to 200,000 BTU 








Heat starts right away—no long warm-up period. Self- 
contained, ceiling-mounted, the Westinghouse Gas-Fired 
Speedheater takes no valuable working space, needs no 
supervision, runs for low cost on natural, manufactured or 
LP gas. Adjustable louvres control distribution; fan will run 





DOWNBLAST SPEEDHEATER separately for air circulation in summer. Get sure heat, save 
money on installation, avoid work, cut fuel bills—specify 
HORIZONTAL SPEEDHEATER the new Westinghouse Gas-Fired Speedheater. 





For full details on the Speedheater model best suited for 


you, call your nearest Westinghouse office for Catalogs 


Get 7 times more output than conventional radiators; 1521 and 1525, or write: Westinghouse Electric Corpora- 
save money and space. In addition to the new Gas- f i ohio : 
Fired units, Westinghouse Speedheaters are available tion, Air Conditioning Division, Boston 36, Mass. 


in 82 standard sizes in steam and hot water units. 
Capacities range from 25,000 to 400,000 BTU in hori- 
zontal and vertical models to meet every application. 
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WESTINGHOUSE IF ~NDEITIONE Pi ¢s 




























YOU CAN 8E SURE...IF vs Westinghouse 
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(Continued from page 116) 
Introduces New Products 
Two regional sales meetings were 
recently held by the United States 
Radiator Corp., Detroit, to intro- 
duce new models of air condition- 
ers, boilers and radiant heating 
baseboard. Sessions were held in 
Chicago and New York. 


Plans Distributor Training 
Westinghouse Electric Corp. has 
announced plans for a distributor 
salesman training program. Twen- 
ty-five sales students met recently 
at Electric Appliance Division 
headquarters in Mansfield, Ohio, 


Plant Expansions 


Superior Shower Co. ... 

The plant and offices of the Su- 
perior Shower Company have been 
moved to a new location at 37-06 
57th Street, Woodside 77, N. Y. The 
city block area of the new facility 
will more than triple production 
capacity. The move will enable the 
consolidation under one roof of the 
manufacture of shower cabinets and 
receptors, as well as testing and 
warehousing. 


Detroit Brass .. . 

Plans for a $500,000 expansion 
and improvement program have 
been announced by the Detroit 
Brass & Malleable Co. New foun- 
dry facilities and equipment and 
plant-wide improvements and new 
machinery will be completed early 
in 1954. The program will increase 
the company’s capacity at the De- 
troit brass products plant. 


Remington Corp. 

The Remington Corp., Auburn, 
N. Y., manufacturer of room air 
conditioners, has announced de- 
tails of plans for an expansion and 
modernization program. The addi- 
tion to facilities at Auburn is de- 
signed to increase production of 
console room air conditioners by 
50 percent. The Auburn plant will 
produce 4% and % hp window units 
for the first time. The units previ- 
ously were made under contract. 
Only the %4 and 1 hp window units 
will be made under contract next 
year. The expansion and moderni- 
zation program will cost about $1,- 
000,000, according to Herbert L. 
Laube, Remington president. 


for an eight-week school. The 
school will cover consumer prod- 
uct selling. Other portions of the 
training program include a 10- 
month on-the-job work program 
at distributorships and a four-week 
assignment in a retail store. 


Permaglas Shows New Model 
The first of the new 65-gallon au- 
tomatic gas water heaters to come 
off the production line at the 
Permaglas-Heating Division plant 
at Kankakee, Ill. is met by Robert 





E. Friend, right, and Clifford Pester. 
Friend is works manager and Pester 
is manufacturing superintendent at 
the heater division of the A. O. 
Smith Corp. of Milwaukee. 

The new model will replace the 
60 and 75-gal. models when the 
stock of the latter is used up, ac- 
cording to R. J. Shepherd, manager 
of water heater sales. 


Hammond Develops Sales Plan 

Hammond Brass Works of Ham- 
mond, Ind., a pioneer in individual 
valve packaging, has developed a 
new merchandising program known 
as the Hammond Contractor’s Spe- 
cial 1953 PREMIUMpak. The offer 
consists of 61 individually boxed 
valves. 

The package contains the most 
popular sizes of gate and globe 
valves, and is sold and shipped di- 
rect from the manufacturer. Bill- 
ing, however, is only through 
wholesalers. Hammond has set a 
limit of one package to a contractor. 

Purchasers receive a retractable 
ball point pen. They also will re- 
ceive later an entry blank in Ham- 
mond’s Letter Contest. All who 
take part will receive prizes, with 
special awards for the best entries. 
Prizes will be household appliances, 
electric blankets, alligator wallets, 
Italian-inlaid playing card boxes, 
butane gas pocket and table ciga- 
rette lighters and other valuable 
items. 

The package offer is subject to 


termination without notice. 


Lawson Moves Plant 

Lawson Mfg. Co., manufacturer 
of water heaters, is moving its plant 
from Pittsburgh to New Kensing- 
ton, Pa. The additional space pro- 
vided by the new plant will be 
used in the manufacture of stone- 
lined water heaters and items re- 
lated to gas appliances. END 





Names In The News 





R. W. Geisler 
Skuttle Mfg. Co. 


A. D. Vining 
White Products 


White Products Corp., Middleville, 
Mich—A. D. Vining has been ap- 
pointed as executive vice president 
and general manager. 


Skuttle Mfg. Co., Detroit—R. W. 
Geisler, general manager, also as pres- 
ident, succeeding A. L. Evans, who re- 
tired; M. A. Powers as vice president 
and treasurer; and H. K. Bolton as 
secretary. 
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J, A. Grazier 


American-Std. 


W. R. Murray 
U. S. Air Cond. 


United States Air Conditioning Corp., 


Minneapolis—W. R. Murray as sales 
promotion manager. 


American Radiator & Standard San- 
itary Corp., Pittsburgh—T. E. Mueller 
as board chairman and J. A. Grazier 
as president, 


Norman Boosey Mfg. Co., Detroit— 
C. N. Klasges as vice president in 
(Please turn to top of page 120) 
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(Continued from page 119) 


charge of sales, E. Dennis Arwood as 
manager of engineering and sales pro- 
motion for the general sales office, and 
Edward DeYoung as Detroit repre- 
sentative to the Mechanical Contrac- 
tors and Jobbers. 








G. Langenberg S. L. Furber 

Minneapolis-Honeywell Regulator 
Co., Minneapolis—George Langenberg 
as group leader in the Chicago sales 
office, S. L. Furber as sales manager 
of the commercial building market 
section of the commercial division, and 
William Ortman as market sales man- 
ager in the defense installation pro- 
jects section. 


Gasinator Mfg. Co., Cleveland—L. E. 
Wood as regional sales manager in IIli- 
nois and Indiana and Leonard Molenda 
as regional sales manager in Michigan 
and northern Ohio. 


Amana Refrigeration, Inc., Amana, 
Iowa—Preston Cherry as eastern re- 
gional sales manager. 


Chrysler Corp., Airtemp Div., Day- 
ton, Ohio—E. D. Dickson as Florida 
regional sales manager and J. S. Topp 
as staff specialist in charge of residen- 
tial air conditioning promotion. 


Roberts-Gordon Appliance Corp., 
Buffalo, N. Y.—Robert Soroka as fac- 
tory representative in eastern Penn- 
sylvania, Maryland and Delaware. 


Alabama Pipe Co., Anniston, Ala.— 
C. W. Gudnau as representative in 
Michigan and northern Ohio, and 
Frank Peterson as representative in 
the Chicago office. 





Walter Dobley 


James Axford 


J. A. Zurn Mfg. Co., Erie, Pa—Ax- 
ford & Dobley, Newark, N. J., as sales 
representative in northern New Jersey 
for Zurn Service, Inc., distributing 
agent. 





Radiator Specialty Co. Charlotte, 
N. C—C. B. Anderson as district rep- 
resentative in the Newark, N. J. area; 
W. R. Norman as district representa- 
tive in the Memphis area; C. H. Steele 
as district representative in the 
Charleston, S. C. area; and D. B. Wil- 
son as district representative in the 
San Francisco area. 


Eljer Co., Ford City, Pa—J. H. Joyce 
as New England regional sales man- 
ager, R. A. Brown as Middle Atlantic 
regional sales manager, H, L. Gruseck 
as Southeastern regional sales man- 
ager, J. M. Greer as North Central 
regional sales manager and J. V. Can- 
non, Jr., as Central regional sales man- 
ager. 





R. A. Brown 





H. L. Gruseck 





J. V. Cannon, Jr. 


Remington Corp., Air Conditioning 
Div., Auburn, N. Y.—J. P. Moffitt as 
regional sales manager in New York, 
New Jersey and New England; L. F. 
White as district sales manager in six 
New England states; and F. A. Weber 
as district sales manager in metropoli- 
tan New York and New Jersey. 





J. P. Moffitt 


Boston Machine Works Co., Lynn, 
Mass.—W. A. Young as manufacturer’s 
representative in southern New Jersey, 
Maryland and Delaware; and his son, 
W. J. Young, as manufacturer’s repre- 
sentative in eastern Pennsylvania. 


Viking Copper Tube Co.,.Cleveland 
—F. W. Jamieson as secretary. 
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Temco, Inc., Nashville, Tenn —Harry 
Baird as traffic manager. 














J. A. Hughes H. L. Clary 


Bryant Heater Div., Affiliated Gas 
Equipment, Inc., Cleveland—J. A. 
Hughes, AGE vice president and Bry- 
ant general manager, also as assistant 
general manager of AGE; and H. L. 
Clary as assistant general manager of 
Bryant. 


Whirlpool Corp., St. Joseph, Mich.— 
Ralph Carlson as regional sales man- 
ager in Minnesota, North and South 
Dakota, Nebraska and Iowa; Harry 
Kane as regional sales manager in 
western Pennsylvania and western 
New York; L. L. Kurth as office and 
traffic manager; and Howard Fairman 
as assistant to the director of market 
research. 


General Electric Co., Home Heating 
and Cooling Department, Bloomfield, 
N. J—R. G. Swigart as a member of 
the facilities study group, R. F. Hertel 
as manager of manufacturing, C. M. 
toeLaer as manager of commercial en- 
gineering, and T. N. Willcox as appli- 
cation engineer. 


Carrier Corp., Syracuse, N. Y.—W. 
A Grant as vice president in charge of 
the central engineering staff. 


Permaglas-Heating Div., A. O. Smith 
Corp., Kankakee, Ill—R. E. Swenson 
as West coast district manager. 


Acme Heating, division of The United 
Tool & Die Co., West Hartford, Conn. 
—Morris Chapman as manufacturer’s 
representative in western Massachu- 
setts, Vermont, New Hampshire and 
Maine. 


t 





D. J. Wood 


Morris Chapman 


Titan Valve & Mfg. Co., Cleveland— 
D. J. Wood as sales manager. 


Timken Silent Automatic Products, 
Jackson, Mich.—John Sape as district 
(Please turn to top of page 122) 
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Russ Lewis says... 
"There are two ways to make money selling ... 


FAIRBANKS-MORSE 
Cubmersible Collar Drainerg 


“You can carry a big stock to meet any emergency. Or, you can sell cellar 
drainers the year ’round. 

“We think the second wayis best. Here’s why. If you wait until emergencies 
make ordering necessary, you may not be able to get all the cellar drainers 
you need when you need them. You will not have time to make all installa- 
emg during emergencies. Both mean sales lost to competitors—no profits 

or you. 

“On the other hand... selling drainers the year ’round makes profits 
more certain. Installations can be made during slack times in your shop. 
You needn’t tie up working capital in a big drainer inventory. Access to 
basements often reveals chances to sell water heaters, softeners, and 
other appliances. 

“Our submersible a sales ‘natural’!’’ 

“‘Prospects like its compactness and the fact that it keeps working even 
though it is completely submerged. The unit fits easily in a 16” diameter 
sump. Discharges as much as 3600 gph. against a 10-foot head. 

“One more selling idea. Send now for our free cellar drainer mat ads. 
Then you'll have them on hand for quick insertion in your local newspaper 
when storms, or accidents to sewer or water mains bring buyers into 
the market.” 

For complete information about Fairbanks- Morse dealerships, and the 
free mats, write Fairbanks, Morse & Co., Chicago 5, Ill. 
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Names in the News 





(Continued from page 120) 
sales manager in Kentucky and Indi- 
ana. 


Typhoon Air Conditioning Co., Inc., 
Brooklyn—J. F. Dailey as board chair- 
man and D. V. Petrone as president. 


Avco Mfg. Corp., Appliance & Elec- 
tronics Div., Cincinnati—J. G. Koontz 
as field sales manager for laundry 
equipment. 


Quiet Heet Mfg. Corp., Newark, N. J. 
—J. D. Small as executive vice presi- 
dent and a director. 


Lawler Automatic Controls, Inc., Mt. 
Vernon, N. Y.—G. R. Koepke as Wis- 
consin representative. 


Vikon Tile Corp., Washington, N. J. 
—K. C. Riley as sales manager. 





H. Weinberger 


K. C. Riley 


Reading Tube Corp., Long Island 
City, N. ¥—Harold Weinberger as ad- 
vertising manager. 


The Trane Co., La Crosse, Wis.—E. 
A. Brown, Jr., as assistant to the man- 
ager of heat transfer sales. 


Snap-Tite, Inc., Union City, Pa.— 
Gulf States Distributing Co. as sales 
representative in southern Texas. 


Admiral Corp., Chicago, Admiral 
Distributors, Inc., Jacksonville, Fla., 
Div.—C. B. Birchwood as_ general 
manager for northern Florida. 


Spencer Thermostat Div., Metals & 
Controls Corp., Attleboro, Mass.—H. 
M. S. Swift as New England field en- 
gineer. 





H. W. Oetjen 


H. M. S. Swift 


Proto Tools, Los Angeles—H. W. 
Oetjen as sales manager. 


Swedish Crucible Steel Co., Olson- 
ite Plastic Div., Detroit— White & 
Graniner Co. as representative in the 


New York territory; and H. A. Smith 
as representative in the Boston area. 


Obituaries 


Max Gerber, 56, 
founder and pres- 
ident of Gerber 
Plumbing Fix- 
tures, Chicago, 
died recently. Mr. 
Gerber begana 
plumbing business 
that now includes 
six plants, 1,500 
employees and 
move than 1,000 
distributors in the United States and 
other countries. 

He started in 1929 with a small re- 
tail store and began the manufacture 
of vitreous china fixtures in Kokomo, 
Ind., in 1932. 

Mr. Gerber was a founder of The 
Max Gerber Foundation, Inc., and was 
a board member of Temple Sholom, 
Chicago; the Hebrew Theological Col- 
lege, Chicago; the Denver Jewish Hos- 
pital, and engaged in other civic and 
philanthropic activities which em- 
braced other faiths than his own. He 
was a founder of the George Wash- 
ington Carver College in Kokomo and 
a contributor to St. Joseph’s Hospital 
in that city. 

He is survived by his widow, a son, 
Oscar L. Gerber, vice president of 
Gerber Plumbing Fixtures, and a 
daughter. 





Max Gerber 


Charles U. Wil- 
liams, 86, founder 
of the Williams 
Oil-O-Matic 
Heating Corp. and 
a pioneer in the 
oil heating indus- 
try, died recently 
at his home in 
Bloomington, Ill. 
He was the first 
president of Wil- 
liams Oil-O-Matic, which became the 
Eureka Williams Corp. in 1945 when 
it merged with the Eureka Vacuum 
Cleaner Co. of Detroit. Mr. Williams 
was president until 1939. 

His son, Walter, built an oil heat- 
ing device years ago when Mr. Wil- 
liams, then an automobile dealer, 
needed standby heat for his garage. 
Within six years the oil burner busi- 
ness took all of the garage space, plus 
four floors of an adjacent building. 
The Williams Oil-O-Matic firm was 
incorporated in 1924, going on to sell 
oil heating equipment throughout the 
world. 

The firm bearing his name contrib- 
uted greatly to progress in the oil 
heating field. The expanded company 





C. U. Williams 
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now also makes gas and air condition- 
ing equipment. 


Joseph A. Guinan, 62, plumbing 
contractor in West Hartford, Conn., 
for 25 years, died recently. He was a 
member of the Plumbers’ Examining 
Board of West Hartford. Mr. Guinan 
is survived by two daughters. 


Ralph J. Morisette, 65, owner of a 
plumbing and heating business in Og- 
densburg, N. Y., for many years, died 
recently. He had served as mayor of 
that city. 


William F. McDonald, plumbing and 
heating contractor of Scranton, Pa., 
died recently at his home in that city. 
He is survived by his widow, a son 
and a daughter. 


New Distributors 


Avco Mfg. Corp., Appliance & Elec- 
tronic Div., South Bend, Ind.—Great 
Northern Distributors, Inc., Mishawa- 
ka, Ind., has been named distributor 
of Crosley products and Bendix home 
appliances for northern Indiana and 
southern Michigan. 


Permaglas-Heating Div., A. O. Smith 
Corp., Kankakee, Ill.— Ray Thomas 
Co., Los Angeles, for Los Angeles 
county and nine adjacent counties; 
and Stanley Merchandising Co., Roch- 
ester, N. Y., for that area. 


Servel, Inc., Evansville, Ind—L. W. 
Wind Corp., Clayton, Mo., for the St. 
Louis area. 


Whirlpool Corp., St. Joseph, Mich._— 
Banks Miller Supply Co., Huntington, 
W. Va., for 34 counties in Kentucky, 
Ohio, Virginia and West Virginia; 
Crum Distributing Co., Decatur, IIL, 
for 17 counties in the Decatur area; 
Graybar Electric Co., Inc., Portland, 
Maine, for Maine and three New 
Hampshire counties; Orgill Brothers 
Hardware Co., Jackson, Miss., for 42 
counties in central and southern Mis- 
sissippi. 


International Sales Co., San Fran- 
cisco—Central Fuel Equipment Co., 
Chicago, for Western brand furnaces 
in the Midwest. 


Cribben & Sexton Co., Chicago—The 
Bimel Co., Cincinnati, for gas appli- 
ance products in the Cincinnati area. 


Chrysler Corp., Airtemp Div., Day- 
ton—Tay-Holbrook, Inc., San Fran- 
cisco, for northern California and 
northern Nevada. 


Amana Refrigeration, Inc., Amana, 
Iowa—Harris Distributors for food 
freezers in the Abilene, Tex., area and 
Dacco Supply Co., Inc., for food freez- 
ers in the Dallas, Tex., area. END 
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Profit-maker Kit 


helps you cash in on more 
OIL HEATER SALES! 


bigger and better than ever... you get 
everything you need to sell automatic 
heating — absolutely free! 


H =: a proven way to sell automatic heating 
conveniences to your oil space heater customers 
and prospects. With all this A-P profit-packed am- 
munition — mailers, newspaper ads, radio and TV 
spot announcements plus point-of-sale displays — 
you get the advantages of automatic heating 
across fast! And that works double for you — 
promotes more profitable space heater sales... 
brings new A-P accessory profits. 

Cash in on this greatest of A-P campaigns 
in the big selling season RIGHT NOW. For 
complete details on this free profit power- 

house kit and dependable A-P controls — 

see your distributor or write today. 


Sell added comfort, convenience 


and fuel savings this easy way! 


COMFORT CONTROL 


Fits any space heater equip- 
ped with A-P oil control 
valve. Comfortable automatic 
heating by setting the dial. 


OILIFTER 


Ends oil handling. No spill- 
ing. No messy cans. Com- 


@ Kit contains everything needed to help pletely automatic. Lifts to 

you get started bringing NEW PROFITS petite 

your way. Gives you all the technical data 

and price lists too — so you can cash in bere 

on the heating season — NOW. ape pg rently Bane os 
and moisture. Gives years of 
protection. 


A-P CONTROLS CORPORATION 


it 


In Canada: A-P Controls Corporation, Ltd., Cooksville, Ont. 


2404 N. 32nd Street, Milwaukee 45, Wisconsin ’ DEPENDABLE Coutrols 


«+ for Air... Liquids... Gases... Refrigerants 
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(Continued from page 64) 
riety of liquids and is designed for 
lightness and minimum flow resist- 
ance. The tee can be used with 
gas, oil, water and chemical sys- 
tems. A one ft length of the pipe 
weighs one lb. Walls and joints 
are solvent welded to reduce flow 
resistance. The unit also can be 
used for vent pipes and as a re- 
placement. Pipe is available in &% 


to 6-in. sizes, and couplings in va- 
rious sizes and shapes. 

Manufacturer: Elmer E. Mills 
Corp., 2930 N. Ashland Ave., Chi- 
cago 13. 


Furnace Lines 

Pioneer Furnace has announced 
a new forced warm air gas furnace 
in highboy and counterflow mod- 
els. The furnace is equipped with 
a self-energizing pilot burner and 
thermostat. Btu outputs for the 
six models range from 60,000 to 
210,000. Models are 57 in. high, 27 
in. deep, and vary in width from 
13% to 40 in. The fan and limit 


control includes a summer fan 
switch. 

Manufacturer: Pioneer Furnace 
Co., 3131 San Fernando Rd., Los 


Angeles 65. 
Ceiling Diffuser Damper 


A new dual-valve damper for 
ceiling diffusers has been intro- 
duced by Air Control Products. 
The damper is designed to provide 
maximum control, even air dis- 
tribution, and to minimize ratiles 
and fluttering. The completely as- 


sembled unit is easily installed. 
Any open position can be set by 


“ge RZ 


— 


attaching the bell to the operating 
chain. The unit is offered for the 
six through 14-in. ceiling diffusers 
of the manufacturer. 
Manufacturer: Air Control 
Products, Inc., Coopersville, Mich. 


Water Softener 

A new commercial softener and 
filter has been announced by Duro. 
The unit has a high-capacity resin- 
ous mineral for removal of hard- 
ness and iron. Mineral and brine 
tanks are hot-dip galvanized in- 
side and out. The softener has a 
lift-turn principle, single control 
valve with a built in bypass to pro- 
vide pressure and raw water dur- 


ing regeneration. Models range in 
capacity from 150,000 to 600,000 
grains, with filter capacities of 50,- 
000 to 200,000 ppm. Larger unit 


softeners can be built up to 1,200,- 
000 grains. 

Manufacturer: The Duro Co., 
537 E. Monument Ave., Dayton 1, 
Ohio. 


Pre-cast Combustion Chamber 

A new circular vertical oil burner 
combustion chamber has been de- 
signed for ease of installation in 
limited working areas. The unit 
is cast in two or four sections. It 
has a base and sidewall fillet de- 
signed to minimize burner pulsa- 
tion and restriction. A metal band 


around the unit is drawn tight with 
a clasp that is part of the band. The 
chamber can be installed without 
special tools or cement. The cham- 
ber is for round furnaces and boil- 
ers. Chambers for square or rec- 
tangular furnaces and boilers also 
are available. The chamber is por- 
ous and light weight. 

Manufacturer: Insulating Cast- 
able Corp., 130 W. Pleasant Ave., 
River Rouge 18, Mich. 


Warm Air Water Heater 
An automatic supply of domestic 
water can be heated by a warm air 
furnace by means of a new unit 
announced by American Tube. The 
unit (the Aqua-air) works like a 
(Please turn to top of page 129) 





Reed-Cromex Announces Hexagon bangneee Leg 


A new lavatory leg in hexagon 
brass has been announced by Reed- 
Cromex. The featured “Lok- 
Flange” construction is designed for 
all vitreous china lavatories. The 
take-up escutcheon provides a sim- 
ple, time saving installation, which 
may be tightened without tools to 
create a solid, double-locking ac- 
tion. The leg does not depend upon 
the weight of the fixture, and there- 
fore minimizes the danger of forc- 
ing the lavatory away from the 
wall. Vertical adjustment up to 
three in, is provided. An extension 
adapter also is available for extra 
high installations. The adapter re- 
places the bottom plug of the leg 
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to provide an additional three in. 
of height. 

Manufacturer: Reed-Cromex 
Corp., 492 S. Green Rd., Cleveland. 
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ROUND MODEL 


4 SIZES—20, 30, 45, and 66 gallon 
capacities. Completely automatic, de- 
rel-Yale (ol o) (WM -Ytelatolulice] MoM) o\-1cel- Me AZo] os 
able in seven and twelve-year protection 
plan models. 


TABLE TOP MODEL 
Installs completely flush to wall in 1/5 
usual time. Front snaps off, top quickly 
removed by gently pulling toward front. 
All service points and controls easily 


accessible 


Every customer 
is different, but... 


THERE’S A 


TO SUIT... 
AND SELL... 
ANY CUSTOMER 

















Tall and thin, short and thick, round or tabletop, 
20 to 66 gallon capacity—there’s a SAF-T-HOT for 
any customer's need or desire. Each style and 

size has the clean SAF-T-HOT design, electro- 
statically sprayed, infrared baked finish, and host 
of extra features. To sell your customers, 

show them just what they're looking for—show 
them SAF-T-HOT! 


ELECTRIC MODELS TOO! Round models from 10 to 100 gallon ca- 
pacities. New, easy-to-install Table Tops in 35 and 45 gallon sizes. Have 
all the extra features for which THE HEDGES LINE is famous! 


SOLD ONLY THROUGH THE PLUMBING TRADE 


THE H EDGES LINE 





M. M. HEDGES MANUFACTURING CO., INC. 


Chattanooga, Tennessee os 
U - 
WATER HEATER SPECIALISTS ay 
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NEW LOW PRICE 


Cost reduced by ease 
of installation. 


NEW EFFICIENCY 


Continuous inlet and 
outlet slots assure more 
heat output. 


Vulcan’s NEW, TRIMLINE COVER is designed for en- 
during beauty .. . built to harmonize with any resi- 
dential decor. The STREAMLINED top of cover reduces 
apparent depth. Front easily removed for cleaning. 
Rod hangers give complete freedom of movement for 
suspension. TRIMLINE baseboard requires fewer joints, 
less fittings and accessories. Dampers may be installed 
anywhere, any time, on the job. 


Representatives in Principal Cities 


Vulcan TRIMLINE baseboard 
is ideal for residential instal- 
lation. It's so sleek that 
furniture can be arranged 
without affecting the radia- 
tion of heat. All floor space, 
LIVING space, with TRIMLINE! 
*Trade-mark Reg. 


— 


NEW EASY 
INSTALLATION 


Vulcan’s famous rod hangers 
and snap-on cover. 


Cover snaps on brack- 
ets. Simple installation 


Rod hanger . . . adjustable 
for any type construction 


The VULCAN Radiator Co. 


26 Francis Ave., Hartford 6, Connecticut 
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the kind of quality that lasts a lifetime... 


COPPER TUBE AND FITTINGS 


In every craft, profession or business there’s always one name that is outstanding . . . 
in the manufacture of copper tube and solder-type fittings, that name is “Streamline”. 
The Mueller Brass Co., as the pioneer in the field of all-copper plumbing systems, 

set high standards of quality at the very beginning . . . and has rigidly maintained 
them ever since. When you use “Streamline” copper tube and fittings for plumbing 

ola Mal-tohtlale PB Zel™ Ne la-MNLariiolliiare MoM olctauilelalstalih am a-iile] o)(-m leakproof system that will more 
than last tne lifetime of the building. Ask your wholesaler for complete 


information or write us today. 
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MUELLER BRASS CO. 

STREAMLINE 
PRODUCTS 4 PORT HURON, MECH Se 
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—% Give the gift that brings glad 


tidings ucar ‘round 


You know the many benefits derived from each issue of 
DOMESTIC ENGINEERING ... You know what a business- 
builder it is for you. No other Christmas gift could be more 
practical nor remembered longer by your friends in the 
trade, or business associates, than a gift subscription for 
DOMESTIC ENGINEERING. 


No bothersome Christmas shopping for you this year... 
merely fill in the self-mailing, postage-paid envelope at the 
right and return it to us. Takes minutes to promote good will 
for a lifetime. Be a practical giver this Christmas... give 
DOMESTIC ENGINEERING. Share the wealth of ideas with 
your business associates and also extend your good wishes 


throughout the year. 


An attractive Christmas card, 
with your name inscribed, is 
‘CHRISTMAS | sent to each individual for 
GREETINGS) | whom you order a subscription. 
Sa, | Special Christmas rates, shown 
~I-F on the self-mailer, apply until 
| December 31, 1953. Your 
friends will be glad you remem- 
bered them with DOMESTIC 
ENGINEERING this Christmas. 

ORDER NOW. 


ENGINEERING 





Shopping with D.E. 





(Continued from page 124) 
unit heater in reverse. It is installed 
at the plenum chamber, draws 
heated air from the furnace to 
heat water in its radiator, and sends 
2 


the heated water to a storage tank. 
The unit has a built in blower and 
motor. The hot water generating 
unit may be installed on any side 
of the plenum chamber. 

Manufacturer: American Tube 
Products, Inc., Riverdale Bldg., Na- 
tick, R. I. 


Gas or Oil Furnace 

A new gas or oil highboy warm 
air furnace introduced by William- 
son is shipped in two packages for 
quick, easy installation. The gas 
burner is the upshot, single port 
type and the oil burner is the pres- 


we 


sure atomizing, flange-mounted 
type. Either burner can be installed 
in a few minutes. The gas model 
is offered in 90,000, 110,000 and 
140,000 Btu capacities and the oil 
model in 100,000, 119,000 and 145,- 
000 Btu capacities. The furnace fea- 
tures easy front access for servic- 
ing, and spun glass and aluminum 
foil insulation. 

Manufacturer: The Williamson 
Heater Co., 3500 Madison Rd., Cin- 
cinnati 9. 


Faucet Washer 

An improved faucet washer has 
been developed by Sexauer Mfg. 
Co. for resistance to heat, pressure, 
water and chemicals. Fiberglas re- 
inforcement and a new bonded 


compound are responsible for the 


improvement. The washer (the 
Easy-Tite) will withstand tempera- 
tures to 1,200F, has a tensile 
strength of 460 psi, will not absorb 
water and is designed to resist all 
chemicals. 

Manufacturer: J. A. Sexauer 
Mfg. Co., Inc., 2503 Third Ave., New 
York 51. 


Sewer and Drain Cleaner 

A new rotary power cleaner for 
drains and sewers designed to min- 
imize loss of cable has been intro- 
duced by Ohio Tool. The cable 
has an outer right-wound coil and 
an inner left-wound coil. When 
torque is applied the coils helix in 


hy 


ul 


opposite directions to balance the 
cause of the helix. Loss of cable 
is minimized by fastening the two 
coils together at each end. If one 
breaks the other can be used to 
pull the broken cable out of the 
line. The open winding of the outer 
coil makes the unit self-feeding 
and provides for discharge of waste 
to the rear. 

Manufacturer: Ohio Tool & En- 
gineering Co., 221 N. Spring St., 
Springfield, Ohio. 


Gas Incinerator 
A new gas incinerator intro- 
duced by Comstock-Castle has 


been designed to reduce family 
garbage and other burnable waste 
to a fine, white ash. The unit 





(Economy) requires a floor space 
only 1% ft square. A safety pilot 
is included. The ash pan will hold 
a month’s accumulation. 

Manufacturer: Comstock-Castle 
Stove Co., Front & Washington 
Sts., Quincy, II. 


Women's Water Closet 

Kohler has announced two ped- 
estal-type models of a no-contact 
women’s water closet announced 
recently. The additions were made 


to increase adaptability to wash- 

room floor plans. The siphon jet 

water closet (the Hygia) is just 18 
(Please turn to top of page 130) 





General Heating Introduces Table Top Boiler 


A new table top tubeless boiler 
announced by General Heating 


provides 100,000 Btu for heating 
systems and 3.5 gpm of domestic 
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hot water. The unit is available 
either assembled and packaged or 
knocked down for on-the-job as- 
sembly. The package includes an 
oil burner, expansion tank and 
fresh water flow regulator, ali in a 
white enameled cabinet. A choice 
is given between a white enamel 
or stainless steel worktop and 
splashback. A circulator pump also 
is included. A removable jacket 
front provides easy access for ser- 
vicing. A gas model also is avail- 
able. 

Manufacturer: General Heating 
Products Ca,, 7426 State Rd., Phil- 
adelphia 36, 
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(Continued from page 129) 

in. from floor to flare-top, 28 in. 
from wall to front, 12 in. wide and 
23 in. high. The urinal is offered 
with tank or with a foot-operated 
flush valve and a concealed tank. 

Manufacturer: Kohler Co., Kohl- 
er, Wis. 


Gas Unit Heater 
A new gas unit heater designed 
for compactness with maximum 





capacity has been introduced by 
Carrier. The unit is 23 in. high and 
23 in. deep, including fan and motor 
assembly. Gas is fired in tubes of 
an all-welded one-piece heat ex- 
changer. The aluminum-bonded 
steel exchanger is designed for 
maximum corrosion resistance. The 
construction permits heat up to 
900F without discoloration and up 
to 1,600F without destructive scal- 
ing. Btu capacity is 50,000. 
Manufacturer: Carrier Corp., 300 
S. Geddes St., Syracuse 1, N. Y. 


Direct Drive Blower 
Morrison Products has announced 
a new direct drive blower for origi- 





nal equipment manufacturers of 
warm air furnaces and air condi- 
tioning equipment. The blower is 
offered with or without a speed 
control. Two housing sizes are 
available, with either a Y%2, % or 
¥; hp shaded pole motor. The motor 
is resiliently mounted for quiet op- 
eration of the squirrel-cage type 
blower. 

Manufacturer: Morrison Prod- 
ucts, Inc., 16816 Waterloo Rd., 
Cleveland 10. 


Register Boot 

A new size register boot for pre- 
fabricated perimeter fittings has 
been introduced by Mueller. The 
unit has a 6-in. collar and a 2% by 
14-in. register opening. It is suit- 
able for connection to most contin- 
uous baseboard warm air registers 
where a 6-in. round pipe is recom- 
mended. The boot also can be used 
for conventional perimeter floor 
registers that use 6-in. runs. 

Manufacturer: L. J. Mueller 
Furnace Co., 2005 W. Oklahoma 
Ave., Milwaukee 15. 


Water Hammer Eliminator 

A new shock eliminator for ex- 
ternal horizontal and built in tank- 
less water heaters has been an- 
nounced by Bernstrom. The cop- 
per tubing unit is designed to 
remove water hammer conditions 
inexpensively and easily. The unit 
is placed in the hot water supply 
line, but also may be used to pre- 





vent hammer in cold water lines. 

Manufacturer: C. R. Bernstrom, 
Inc., 183 Hartford Ave., Providence 
ie ap Be 


Chimney 

Majestic has introduced a new 
seven-in. chimney designed to per- 
mit its use with a 150,000 Btu gas 
furnace, water heater and inciner- 
ator at the same time. A vitreous 
enamel coated flue is jacketed by 
two aluminum ducts, which are 
spaced apart. That base section 





connects the jackets into a continu- 
ous air passage. Both inner and 
outer ducts are open at the top. 
The chimney (Thulman) is made 
to withstand 1,650F, but the cooling 





effect of air in surrounding ducts 
is designed to keep the flue sur- 
face temperature well below 
1,000F. 

Manufacturer: The Majestic Co., 
Inc., 419 Erie, Huntington, Ind. 


Lavatory Leg Extension 

A new lavatory leg extension an- 
nounced by Sterling Faucet has 
been designed to save time in 
lengthening legs as much as two 





in. The length of the leg is ad- 
justed by changing the bottom 
(Please turn to top of page 134) 





Water Cooler Features Hand and Foot Controls 


Westinghouse has introduced a 
new water cooler with both hand 


on 





and foot controls. The unit is de- 
signed to prevent squirts or drib- 
bles of the drinking stream regard- 
less of water pressure variations. 
Cold waste water is used to cool 
incoming drinking water and to 
sub-cool the refrigerant for in- 
creased cooling capacity. Six air- 
cooled and two water-cooled mod- 
els are offered, in capacities of from 
five to 20 gph of 50F drinking water. 
The stainless steel top is provided 
for sanitation and cleanliness. 
Manufacturer: Westinghouse 
Electric Corp., Mansfield, Ohio. 











Dec embx 


For 
Sup 
and 


26 


Fibe 
Way 












and 
top. 
ade 
ling 


















December, 1953 DOMESTIC ENGINEERING 











NEWS FOR YOUR 
INDUSTRY.... 


A lied to 

«1o of facings aPP announ Libbey" 
new line 9 kets has beer pine sales for ew line 
insulating nager of Supe Toledo. The ne 
Segerstrom, "Glass Company ™ facings W™ 

Owens' For G ym foil reflective 

includes industry- said, may be ap 
in the furnnts, Mr. Seser tation regardless ® 

e . 


plied to 
¢ thick- 


For further information about 
Super-Fine with binder #22 
and foil facing, contact your 
nearest L-O-F office (offices in 
26 cities). Or write Libbey 
Owens‘Ford Glass Company, 
Fiber-Glass Division, 32123 
Wayne Bldg., Toledo 3, Ohio. 








FIBER: GLASS 


LIBBEY -OWENS FORD GLASS COMPANY 
FIBER- GLASS DIVISION. 
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A high temperature adhesive is applied to 
the side casing of Bryant gravity-type fur- 
nace, model GH 57. It is now ready for the 
application of Super’ Fine. 










Applying Libbey-Owens-Ford Super: 
Fine Fiber’Glass insulation with alumi- 
num foil reflective facing to side casings 
of Bryant furnaces. The aluminum foil 
facing provides additional insulation by 
reflection of radiant energy. 
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Count on the Countess! 
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New low-cost Crane “Countess” counter-top lavatory 
widens sales opportunities for Crane dealers 


Imagine a beautiful 20 x 17” vitreous china lav- 
atory that can be installed in a counter-top of only 
sixteen inches front to back! And imagine how 
such a lavatory will be welcomed in homes with 
limited bathroom space—especially as it fits limited 
budgets, too! 

That’s the new Crane “Countess.” Because of 
unique design, it requires no counter-top either at 
the front or back. Back can be placed right against 
the wall with counter-top material only at the sides 
... leaving a 1” bowed apron to form a gracefully 
curved vitreous china front. (Can also be installed 
in deeper counter-tops if desired.) 

And despite its compact outside dimensions, the 
“Countess” has a modified rectangular basin that is 
wider at the front (15%4” inside) than at the back 
(14”)... providing the roomy advantages of a 
larger lavatory. 

Other sales-winning features include twin soap 
depressions, twin front overflow, Crane Dial-ese 
controls, indirect lift waste, choice of Crane dec- 
orator colors... and surprisingly low cost. 


For sales and profits that count, you can count on 
the “Countess”! 


CRANE CO 








Here are money winners for October in 
Crane Dealer Contest... Winner of the 
Grand Prize will be announced in January 


WINNERS OF $100 PRIZES 


Thomas R. Frantes 

John M. Frantes Sons 

St. Paul 7, Minnesota 
Gertrude Hardow 

Hardow Plumbing Company 
Manitowoc, Wisconsin 

J. H. Harwood 

Harwood Plumbing & Supply 
Seattle 8, Washington 


James King 
King Plumbing Company 
Longview, Texas 


WINNERS OF 


Wm. L. Kooreman 
Finzel Plumbing Company 
Oakland, California 


H. J. Lehman & Son 
Millersburg, Pa. 


Mainelli Piping Contractors 
Omaha, Nebraska 


L. V. Neigh 
Neigh Brothers 
Butler, Pennsylvania 


Ralph R. Matlack & Son 
West Chester, Pa. 


W. F. McShane 
W. F. McShane Pibg. & Htg. Co. 
Glasgow, Ky. 


Norman Patrick 
Bell Pibg. & Htg. Co. 
Denver, Colorado 


C. J. Vanderwist 
C. J. Vanderwist, Inc. 
Cleveland Heights 21, Ohio 


$50 PRIZES 


Paul Tarrillion, Jr. 
Tarrillion Brothers 

San Antonio, Texas 

J. A. Wallis 

Wallis Johnson Supply Co. 
Clearwater, Florida 

Joe Wedding 

Walsh Plumbing Company 
Salt Lake City, Utah 
Herald Williams, Jr. 
Williams Htg. & Pibg. Co. 
Austin, Minnesota 
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COMPLETE LINE OF QUALITY TUBULAR Goops 
AND TANK FITTINGS FOR THE PLUMBING TRADE 


SCOVILL MANUFACTURING COMPANY — Metevi dsm Punting Supe 


WATERVILLE 14, CONNECTICUT 
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(Continued from page 130) 
plug, which fits into either end of 
the unit (the Juster). Put into one 
end, one in. is added, and two in. 
are added when the extension is 
slipped into the other end. 

Manufacturer: Sterling Faucet 
Co., Box 798, Morgantown, W. Ya. 


High Pressure Plugs 

Capitol Manufacturing has an- 
nounced forged steel solid plugs 
and solid hex head plugs for high 
pressure use. The plugs have dry 
seal tapered threads for maximum 





peaeteeeer 


protection against thread failure. 
Each unit is shipped with a thread 
protector. The solid plug is avail- 
able in 1 and 2-in. sizes, and the 
hex head plug is offered in % to 
2-in. sizes. 

Manufacturer: The Capitol Mfg. 
& Supply Co., 153 W. Fulton St. 
Columbus 16, Ohio. 


Water Closet 

A new water closet announced 
by W. A. Case features close-cou- 
pled construction with a siphon ac- 
tion washdown bowl. The tank and 
bowl are bolted together by a sin- 
gle connection. The free-standing 





unit (the Benning) is available in 
white and color. It has a bowl 14 
in. high and an extended rear shelf. 
The unit is shipped with chrome 
plated fixtures, a % in. supply pipe, 
china bolt caps and closet screws. 

Manufacturer: W. A. Case & Son 
Mfg. Co., 33 Main, Buffalo 3, N. Y. 


Baseboard Radiator 
A new cast iron baseboard radi- 
ator has been announced by Utica. 


The radiator has an IBR rating of 
3.6 sq ft per lineal foot, and is 
waterbacked with integrally cast 
fins. Installed height is 10% in. 
Steel hanger strips, which are sup- 





plied, secure both the units and ac- 
cessories one in. above the finished 
floor. The radiator is furnished in 
18 and 24-in. lengths, allowing 5% 
in. for each enclosure box when 
roughing in. 

Manufacturer: Utica Radiator 
Corp., 2310 Dwyer, Utica 2, N. Y. 


Tube Bender 

A new tube bender with two 
bending sizes has been announced 
by Tal Bender. The tool has two 
grooves in the forming section that 
can provide a three in. radius for 





tubing of % to % in. diameters. 
The forming section is calibrated 
and is attached to a handle that 
can be inserted into a threaded 


hole. The pulling section, also with 
two grooves, is pulled by a handle 
against the tubing and around the 
forming section. The unit weighs 
six Ibs and can be used for hard 
copper. 

Manufacturer: Tal Bender, Inc., 
417 N. Water St., Milwaukee 2. 


Stone Shower Receptor 

A new cast stone shower receptor 
has been announced by Superior. 
The unit is designed for tile and 
plasterwall showers. It is cast in 
one piece of slab-reinforced con- 





crete, with drain. The receptor is 
available in either red or white, in 
sizes of 30, 32 and 36 in. square. 
Manufacturer: Superior Shower 
Co., 37-06 57th, Woodside 77, N. Y. 


Bathroom Cabinet 

A new cabinet for bathrooms that 
features sliding mirror doors has 
been introduced by Premier-Hall. 
The two plate glass mirrors are set 
in stainless steel frames. The inner 
area of the cabinet is 27 by 17 by 
414 in. The doors and three adjust- 
able glass shelves can be removed 
for cleaning. A fluorescent light 

(Please turn to top of page 136) 





Fedders-Quigan Announces Horizontal Unit Heater: 


A new horizontal unit heater 
for steam or hot water heating 
systems has been announced by 
Fedders-Quigan. The unit features 
a wrap-around cabinet and a heat- 
ing element of copper tubing that 
is expanded into die-formed alu- 
minum fins. Brackets support the 
element and also resist torsion 
stress during piping. Flanged holes 
in the fins provide maximum met- 
al-to-metal contact with tubing for 
heat transfer efficiency. The unit 
has saddle-type mounting that per- 
mits expansion and contraction, 
and adjustable louvers for vertical 
heat control. Directional flow lou- 
vers for lateral control also are 


134 


available. Sixteen models are of- 
fered in a Btu range of from 26,400 
to 294,000. 






GPE 


Manufacturer: Fedders-Quigan 
Corp., Heating Div., 87 Tonawanda 
St., Buffalo 7, N. Y. 
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Make it a ‘one-piece pipeline” 
with Walseal 





DISTRIBUTORS IN 


make it a 


One-Piece 
Pipeline 


DOMESTIC ENGINEERING 


...and you can see that it’s made 
right. When you make a WALSEAL 
joint the fillet of silver brazing alloy 
that appears at the face of the fitting 
is your assurance of full penetration 
and a permanently leak-proof joint 
that’s vibration proof and corrosion- 
resistant ... won’t creep or pull 
apart under any conditions that the 
pipe itself can withstand. 


Walseal is a registered trade-mark 
which identifies valves, flanges and 






with WALSEAL® 


fittings manufactured by the Wal- 
worth Company. Walseal products 
have factory-inserted rings of silver 
brazing alloy in threadless ports. 
Joints made with Walseal products 
are silver brazed and- actually make 
the system a “one-piece pipeline.” 

Your copy of Circular 115 giving 
details on Walseal valves and fittings 
will be sent on request...send for 
it or see your nearby Walworth 
distributor. 


WALWORTH 


valves and fittings 


60 EAST 48nd STREET 


PRINCIPAL CENTERS 


THROUGHOUT THE 


NEW YORK 17, N. Y. 
woOrRLD 
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(Continued from page 134) 

extending the width of the cabinet 
at the top provides glareless illum- 
ination by means of a fluted plastic 





shade. An electric outlet plug is 
built in. 

Manufacturer: Premier - Hall 
Mfg. Co., 3955 W. Fullerton Ave., 
Chicago 47. 


Condensate Pump 

A new condensate pump that can 
be installed without bars or bed 
plates has been introduced by Dun- 
ham. Return line connections in 
the unit are low to make pitting 
rarely necessary. Stuffing box 
maintenance has been minimized 
by use of a new mechanical seal. 





A low motor horsepower per EDR 

reduces operating expense. 
Manufacturer: C. A. Dunham 

Co., 400 W. Madison St., Chicago 6. 


Pipe Wrench 

A new heavy duty pipe wrench 
introduced by Capewell features a 
double-action spring for instant 
grip release. Hook and heel jaws 
are of triple heat treated steel, de- 
signed to prevent crushing or chip- 





ping of the teeth. Threads and 
knurls are deep for maximum 
strength and easy operation. The 


wrench is available in nine sizes, 
from 6 to 48 in. long. 

Manufacturer: The Capewell 
Mfg. Co., 60-70 Governor St., Hart- 
ford 2, Conn. 


Gas Incinerator 

A new gas incinerator announced 
by Locke has a firebrick lining de- 
signed to prevent excessive heat 
radiation. The lining also is de- 
signed to resist corrosive effects of 
food waste. The unit (the Warm 
Morning) has a slotted port burner 
with a 10,000 Btu capacity that pro- 
duces a fan-shaped flame. A 1,000 
Btu pilot light slowly dehydrates 
unburned waste before the main 


6 Eg 


burner operates. The incinerator 

has a capacity of 1.7 bu. 
Manufacturer: Locke Stove Co., 

114 W. 11th St., Kansas City 6, Mo. 


Bathtub Enclosure 

A new glass bathtub enclosure 
marks the entrance of Drexler Mfg. 
Co. into the field of doors, enclo- 
sures and shower, stalls. The en- 
closure is trimmed in aluminum 
and represents a range of models 
from simple inexpensive ones to 


elaborate and specially designed 


models. 





Manufacturer: Drexler Mfg. Co., 
547 Peachtree St. N.E., Atlanta, Ga. 


Chimney Housing 

A new chimney housing that 
features simulated brick construc- 
tion has been announced by Van- 
Packer. The housing is molded from 
%4¢ in. cement asbestos panels and 
embossed to resemble brick and 
mortar joints. The unit can be cut 
on the job to fit varying roof ridges 
or pitches. The panels are held 
together with angle iron supports 
and screws. The chimney is for 
residences where the vwner desires 





* 


a chimney with a massive brick ap- 
pearance. 

Manufacturer: Van-Packer Corp. 
Dept. H, 209 S. LaSalle St., Chi- 
cago 4, END 





U. S. Radiator Announces Packaged Boiler-Burner 


A new packaged boiler-burner 
unit for forced hot water heating 
systems has been announced by 
U. S. Radiator. The oil unit gener- 
ates 77,000 Btu for heating, and 
also provides domestic hot water 
by a built in heating coil. The steel 
unit (the Super-Pak) is 49 in. high 
and 22 in. in diameter. It is shipped 
with oil burner, circulating pump 
and electric controls. 

Manufacturer: United States 
Radiator Corp., 300 Buhl Bldg., 
Detroit 26. 
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Alloway, 42” x 20” 


: KOHLER 
S sink and laundry tray combinations 
meet a growing demand 





| These practical fixtures for building-in afford a sink 
\. compartment for everyday kitchen use, plus the added con- 
= me venience of a deep laundry tray. They are step-saving, space- 
conserving —increasingly popular for homes and apartments. 
ee Each has a movable cover that slides easily to form a useful, 

a sanitary drainboard for either sink or tray. Depth of sink 
compartments is 8”; of trays, 13”. 


The Westover has a 3” ledge with inte- 
gral soap dishes and is available with 
sink or tray at left or right. The Alloway, 
without ledge, can be installed in either 
position. Chromium-plated mixer fittings 
have swing spouts—the Alloway with 
soap dish above. The acid-resisting, 
easy-to-clean enamel is fused to a strong, ; 
rigid base of cast iron that protects it 
from strain. 















Westover, 42” x 21” 
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EXCLUSIVE FEATURES SPELL QUALITY construction Contractors and big users alike are enthusiastic about the new wal 
Taco Circulators — and with good reason. This big-value line 
is specifically designed to meet the needs of the heating market _— 
of today: wee: 


LARGE POWERFUL MOTOR. Has 
power to spare. Overload pro- 


tected and resiliently mounted for eer 
i i . . . . . . s 

perme eT Extra capacity for small pipe radiant heating jobs — radiator, will of 

STRONG FLEXIBLE DRIVE SPRING ft convector, baseboard or panel. Just one size circulator to stock the Jo 

isolates impeller from motor for | | and use — with ¥/,/", gl 1,” and 11,” interchangeable flanges preven’ 
quiet vibrationless operation. Mie to handle any job a 

; img ‘ ohr 

ud id Easy to service — seals replaced with only an open end d 

CAST BALANCED IMPELLER (Not ; A ‘ ent, dl 

stamped). Casting the impeller in ay wrench, screwdriver and Allen set screw wrench. Quiet — no watery 

on ee nates antete af Kane velocity noises regardless of flange size. Designed for six posi- outer § 
uninterru: . . . . . . ° 

" tion installation, the new Taco circulator comes in special ture in 

. . + . . . Anti-S 

shiiieis: tien “een window carton with flanges individually packed for quick are 

STEEL SHAFT. Made to a plus tol- changing. —— 

eyes ne and ae Sora Joh 
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PATENTED ROTARY SEALS. High- 
est quality rotary seals make for 
trouble free operation. 


POROUS BRONZE BEARING-LARGE 
OIL RESERVOIR. Long porous . 

bronze bearing lubricates impeller een 
shaft while keeping it in perfect 


GSTS). ™ 





alignment. 





TACO HEATERS, INCORPORATED, 137 SOUTH STREET, PROVIDENCE 3, R. |. 
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“Thank that 

J-M quality pipe 
insulation, Bert... 
it’s tops for cold 
water pipes.” 


Condensation drip from cold water pipes can seriously damage 
stored merchandise. To eliminate this hazard and earn the good 
will of your storekeeper customers, just specify Anti-Sweat .. . 
the Johns-Manville quality pipe insulation that is designed to 
prevent sweating and dripping. 


Johns-Manville Anti-Sweat Pipe Insulation is a strong, resili- 
ent, durable material made of pre-shrunk insulating felts and 
waterproofing felts. The waterproofing felts, on the inner and 
outer surfaces of each layer, protect the insulation against mois- 
ture infiltration . . . thus prevent condensation and dripping. J-M 
Anti-Sweat also keeps cold water cold—it’s used for cold and 
ice water service from 45 degrees Fahrenheit and up. 


Johns-Manville products for the plumbing and heating trade 
are carried by leading plumbing and heating wholesalers. For 
further information, write Johns-Manville, Box 60, New York 16, 
New York. In Canada, 199 Bay Street, Toronto 1, Ontario. 
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“You sure fixed 

those dripping pipes 
that were damaging 
our stock!” 








SEND FOR THIS NEW 
24-PAGE CATALOG 
Some of the time-tested -M 
products covered in this 
catalog are described 
briefly below. 


Insulating Fire Brick for 
building oil burner fireboxes; J-M 85% 

Magnesia Pipe Insulation for top value on 

heated lines to 600F; Fireite* Asbestos Furnace Cement 
for sealing joints in stoves, heaters, ranges, etc.; Pre- 
Shrunk Asbestocel* Pipe Insulation for steam and hot 
water lines; Asbestoce!l Range Boiler Jackets for insu- 
lating vertical and horizontal hot water boilers; Pack- 
ings and Gaskets for all kinds of plumbing and heating 
applications; Transite* Asbestos-Cement Pipe for con- 
veying wastes from houses to street sewers or septic 
tanks; for venting domestic gas-burning appliances; and 
for venting soil and waste pipe. 


Write Johns-Manville for your copy of Brochure IN-57A. 











*Reg. U.S. Pat. Off. 


Johns-Manville INSULATIONS 





FOR BETTER PLUMBING AND HEATING SERVICE 
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NEW 





Appliance Products 





(For plumbing and heating products, turn to page 58) 


Window-type Conditioner 

A new window-type room air 
conditioner announced by Mitchell 
has been designed for flush mount- 









































ing and with a heating element for 
year-around comfort. The unit ex- 
tends only 2% in. past a window 
pane. A jet cooling coil is designed 
to provide peak cooling capacity. 
One fan pulls in air from outside 
and another boosts volume and 
velocity for delivery into the room. 
Seven levels of cooling, heating and 
ventilation are provided. Ten mod- 
els are offered, ranging from 4% to 
1% hp. 

Manufacturer: Mitchell Mfg. Co., 
2525 Clybourn Ave., Chicago 14. 


Dehumidifier-Space Heater 

A new electric dehumidifier an- 
nounced by Westinghouse also can 
be used as a space heater on cool 
days at mid-season or in mild cli- 
mate areas. The unit will remove 





up to three gals. of moisture a day 
from room air, and deposit the 


water in a pail that lifts off of the 
back for easy handling. For space 
heating, an electric element uses 
the dehumidifier blower to send 
heat into a room. 

Manufacturer: Westinghous? 
Electric Corp., Mansfield, Ohio. 


Refrigerator-Freezer 
Hotpoint has introduced a new 
two-door refrigerator-freezer that 





features a “swing-out” meat tray. 
Freezer storage space has been in- 
creased over last year’s model, and 


now will hold 88 lbs of frozen food. 
Also featured are a dispenser for 
either waxed paper or aluminum 
foil, a humidity indicator, sliding 
aluminum shelves and rounded in- 
terior corners. 

Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. 


Console Conditioner 

A new console Remington room 
air conditioner is equipped with an 
electric heating unit and a thermo- 
stat. The heating unit is designed 





for chilly days between seasons. 
The thermostat controls both heat- 
ing and cooling. The conditioner is 
offered in air cooled and water 
cooled models of 1 hp and 1% hp 
capacities. Cabinet dimensions are 
37 by 21 by 38 in. high. Cabinets 
available are blond and dark ma- 
hogany. 

Manufacturer: Remington Air 
Conditioning, Division of Reming- 
ton Corp., Willey St., Auburn, N. Y. 


Kitchen Ventilator 
A new low cost kitchen ventila- 
tor announced by Ilg features an 
exhaust capacity of 425 cfm. The 
wall-installed unit is designed for 
(Please turn to top of page 146) 
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G-E Window Unit Includes Heating And Cooling 


A new window-type room air 
conditioner introduced by General 
Electric is available in sizes of 44, 
¥%, % and 1 hp. The %-hp model 
is offered with reverse cycle opera- 
tion to include heating in cool 
weather, using the heat pump 
method. The three largest models 
have a stale air exhaust and a con- 
trol for five operational settings, 
including an extra dehumidification 
setting. The other dial controls 
temperature selection. Three cir- 
cular louvers behind the front grille 
can be rotated independently. Con- 
trol dials are concealed behind a 
small door at the front base of the 
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steel cabinet. 

Manufacturer: General Electric 
Co., Major Appliance Div., 310 W. 
Liberty St., Louisville 2, Ky. 
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Approved 
Anti-Syphon 


<a> 


FLOAT VALVE 


The accompanying illustration 
shows our VEWV No. 93 Ap- 
proved Anti-Syphon Float 
Valve equipped with rubber 
“O” Ring Plunger Packing and 
Nylon seat. 


Fits fitting is silent in oper- 
ation—requires no adjustment 
—snap action closing under 


high pressure. 


Packed in individual box with 
rod and refill. 





Individual security INSURES FREEDOM 
and LIBERTY. & Soeial Security leads to 
Regimentation and LOSS OF LIBERTY. 


It’s a privilege to live in a Republic. 
Only God can help the people who live in 


Democracies. 
Whe 


President 


lyt 





THE INDIANA BRASS CO., Inc. 
FRANKFORT - - - - INDIANA 
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GENERAL MOTORS ENGINEERING © DELCO PRODUCTION SKILL 


..your keys to Sales Success 

















DELCO-HEAT 


gives you value leader pices 


OIL-FIRED STEEL BOILER 
MODEL SDW 


Completely automatic, 


quiet, smooth-running, 
for use with conven- 
tional hot water, or 
radiant type heating. 
Rugged, compact, built 
for longer service... 
yet handsomely styled 
for installation in utili- 
ty room or basement. 
Fully insulated. Built- 
in water heater will 
deliver 180 gallons of 
hot water per hour for 
household use. 


CAST IRON BOILER 
MODEL DB3 
Exclusive “Rotopower” 
Burner combines Rig- 
idframe motor, fan, 
pump, oil conditioner 
and fuel control valve 
in one simple cartridge 
type sealed unit. Slip 
out one unit, slip in an- 
other, and boiler is back 
in operation during in- 
spection or adjustment. 
For steam and hot 
water systems. Heating 
coil for automatic 

household hot water. 


Get the facts about the new franchise territories avail- 
able now. Write: Delco Appliance Division, Dept. DEH, 
General Motors Corporation, Rochester 1, N. Y. 


For a good deal-[)EAL WITH DELCO 


... a complete line of automatic oil and gas-fired conversion burners, Conditionatr 
forced warm air furnaces, boilers, water heaters and electric water systems. 


10 outsell comperiiion 


Make yourself the heating headquarters in your community with the 
Delco- Heat ‘one two”’ punch of top quality and low, low selling prices. 
Famous General Motors engineering gives you the ideal selection of 
boilers providing custom-built installations for conventional, radiant 
panel, and radiant baseboard systems. 
Here, indeed, is the most valuable franchise in the heating industry: 

e A complete line of boilers of every type and capacity 

e Packaged units for quick, easy, low-cost installation 

e Exclusive, self-selling features and synchronized controls 

e Years ahead General Motors engineering for new developments 

e Unsurpassed mechanical perfection for minimum servicing 

e Full-scale sales and engineering training 

e Giant sales-winning national and local advertising programs 


Here, indeed, is the shortest, most direct route to profits. 
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VALVES 


WATER 
METERS 


HOUSEHOLD 
FIXTURES 


“ 


Valves, Water Meters and Household Fixtures ~\ 
require pressure tightness and resistance to 
corrosion foynd in Brass and Bronze castings. 

These characteristics plus good castability 

and ease of machining combine to make Brass 

the economical alloy for these types of 

castings. In addition to the inherent charac- 

teristics of lifetime service and dependability,Brass possesses richness and beauty 


of appearance which comes with quality finishing available in Brass and Bronze. 


R. LAVIN & SONS, INC. 
e Refiners of Brass, Bronze and Aluminum 
e Producers of Zinc Base Die Casting Alloys 
ILLINOIS 
t €23 


3426 S. KEDZIE AVENUE e CHICAGO 23, 
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Bathroom side is shown below. Op- 
posite wall accommodates cabinet 
sink, disposal unit, automatic washer. 


No dirt carfchine 


NOW I DO THE is 
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this tiling-in ledge. 


Be 


with NIBCO CAST 


Copper drainage systems can’t rust and they re- 
sist corrosion met in waste disposal. NIBCO fit- 
tings have the smooth bore that gives full flow 
and lessens chance for clogged drains. 

New ASA design solder cups, machined to 
NIBCO’s precision standards, insure sound 
joints, save solder and reduce installation time. 
Close roughing-in dimensions save space and 
reduce cutting of studs and joists. 

In the full NIBCO line there’s the right fitting 
for every part of every job. This saves bush- 


DRAINAGE FITTINGS 


ings, makes better looking installations. Com- 
pact size and light weight make these fittings 
easy to handle. 

It all adds up to this, when you complete 
the job in copper you deliver a neater and more 
trouble-free installation that will be a matter of 
pride to you and your customer. And the econo- 
mies of fewer fittings and reduced installation 
time keep your costs competitive. 

Write for folder on NIBCO Cast Drainage Fit- 
tings and examine these fittings at your jobber’s. 


[--------------------- 


NORTHERN INDIANA BRASS CO.,1 204 Plum St., Elkhart, Ind. 


Send me your new folder on NIBCO Cast Drainage Fittings. Also in- 
clude 108-page Catalog G of valves and fittings 0, new combined 


valve Catalog NVC-1 DB. 
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Appliance Products 


(Continued from page 140) 
bathrooms, laundries, basements 
and recreation rooms as well as 
kitchens. The enclosed motor is 
designed to operate without inter- 





fering with TV or radio reception. 
Grease connections are neoprene 
covered for protection. 

Manufacturer: Ilg Electric Ven- 
tilating Co., 2850 N. Pulaski Rd., 
Chicago 41. 


Room Air Conditioner 

A new window-type room air 
conditioner with air control and 
provision for heating has been in- 
troduced by Remington. Thermo- 





static temperature control, two- 
speed fans and easy filter removal 
also are featured. The conditioner 
is offered in 144, %, % and 1-hp 
models. A one-piece tubular hous- 
ing permits installation almost en- 
tirely inside or outside of a room, 
according to customer preference. 

Manufacturer: Remington Air 
Conditioning, Division of Reming- 
ton Corp., Willey St., Auburn, N. Y. 


Wrappings for Food Freezing 
A new kit of wrapping materials 
for food freezing has been in- 
troduced by Westinghouse. A 50-ft 
roll of freezer foil features poly- 
ethylene and aluminum construc- 
tion to permit re-use. The kit also 
contains 173 polyethylene bags in 
various sizes, a marking pencil and 
200 acetate closure bands. The foil 
and bags are made by Shellmar 
Products Div., Continental Can Co., 
Inc., Mt. Vernon, Ohio. 
Distributed by: Westinghouse 
Electric Corp., Electric Appliance 
Div., Mansfield, Ohio. 


Freezer-Refrigerator 

A new combination freezer- 
refrigerator announced by General 
Electric features three-semi-circu- 
lar turnout shelves. The shelves 
pivot around a stainless steel shaft. 
The two door, 12.1 cu ft model has 
an ice cream rack that holds two 
half-gallon and two pint containers. 
Two four-can fruit juice dispensing 
racks are on the freezer door. 





Manufacturer: General Electric 
Co., Major Appliance Div., 310 W. 
Liberty St., Louisville 2, Ky. 


30-Inch Electric Range 

A new, low cost electric range 
that features dial switches and a 
calrod broil unit has been an- 
nounced by Hotpoint. The 30-in. 
range is offered in three models. 


Also featured are a reversible oven 
= <a 





rack and a broiler pan roaster. 
Manufacturer: Hotpoint Co., 5600 
W. Taylor Ave., Chicago 44. 


Room Air Conditioner 
A new Westinghouse window- 
type room air conditioner features 











push-button or dial-type controls 
and six to 10 settings. Grilles are 
adjustable. Five models range from 
% to 1% hp. Heating elements are 
built into the % and 1 hp models 
and thermostats are standard on 
deluxe models. 

Manufacturer: Westinghouse 
Electric Corp., Mansfield, Ohio. 


Double-Oven Range 
A new 40-in. double oven elec- 
tric range announced by General 





Electric features pushbuttons for 
quick selection of five surface cook- 
ing heats. When in use, a pushbut- 
ton lights up in a different color for 
each heat setting. An automatic 
timer turns the oven on and off as 
set, then resets for manual use. 
Manufacturer: General Electric 
Co., Major Appliance Div., 310 W. 
Liberty, Louisville, Ky. END 





Conditioner Features Heating and Fiberglas Cabinet 


A new window-type room air 
conditioner features a Fiberglas 
cabinet and insulation and also 
heating as standard equipment. All 








models offer either reverse cycle 
operation or electric heat strips, a 
cabinet that extends less than two 
in. into most rooms, thermostatic 
control and a concealed push-but- 
ton control panel. Damper control 
permits the exhaust of stale air and 
the intake of fresh air at the same 
time. Models are available in %, 
3%4 and 1-ton cooling capacities. 
Manufacturer: United States Air 
Conditioning Corp., 3300 Como Ave. 
S.E., Minneapolis 14. 
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YOU can sell an EVIS to every user of water— 
just think that over! No other product ever had such tremendous sales 
possibilities. The EVIS method of catalytic water correction 
improves most water (some in more ways than others). Among the most 
important benefits are: 1. Removes old scale from systems 
and prevents formation of new scale; 2. Minimizes staining due to iron in 
water; 3. Controls corrosion due to entrained oxygen 
and carbon dioxide; 4. Makes water taste better where it’s loaded with 
smelly minerals or gases like chlorine. 





@ THOUSANDS OF SATISFIED USERS PROVE EVIS IS RIGHT! 


Get the whole Evis story . . . the facts about EVIS-ized 
water. It will make money for you—so, better write today. 


ONQUERS SCaif¢ 


yis © 


\ 3 


SOLD ON 90-DAY MONEY BACK 
GUARANTEE 


EVIS MANUFACTURING COMPANY 


San Francisco 3 . California 


EVIS IS NOT A S@eeerecr 














For Complete Information .. . 
WRITE, TELEPHONE OR SEE 
Your Nearest 


EVIS REGIONAL DISTRIBUTOR 


LOS ANGELES (Whittier) 
KEN-EVIS COMPANY 
11146 E. Whittier, OX 9-2211 


SAN FRANCISCO 
CAL-EVIS COMPANY 
74 Dorman Ave., MI 7-3822 


SEATTLE 
EVIS-NORTHWEST 
2437 E. Marginal Way, EL-6116 


RENO 
WATER CONDITIONED SALES CORP. 
Western Amer. Life Bldg., 2-5639 


CHICAGO 
EVIS-GREAT LAKES COMPANY 
203 N. Wabash Ave., RA 6-9880 


OMAHA 
EVIS-MIDWEST, INC. 
1504 Dodge St., JA-7044 


DALLAS 
EVIS-SOUTHWEST COMPANY 
5543 Dyer St., FO 8-6267 


ATLANTA 

EVIS-SOUTHEAST COMPANY 

735 Spring St. NW, VE-0241 
PHILADELPHIA (Upper Darby) 


EVIS-MIDEAST COMPANY 

6437 Market St., FL 2-3374 
NEW YORK CITY 
EVIS-WALTERS COMPANY 

12 E. 41st St., LE 2-2670 
MARINE DIST. (Exclusive) 
MORAN-EVIS CO., SAN FRANCISCO 
420 Market S:., DO 2-4565 


EV-109 © 1983, EViIS MFG. CO. 


























OIL HEATING .. . continued 
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(Continued from center of page 88) 
contact with any wall of the tank. 

Many communities now permit the installation 
of two 275-gal. tanks inside the house. Not all 
towns, however, have standardized rules for 
hooking tanks together. Most methods using 
“tees” in the fill and vent lines above the tanks 
have proved ineffective. Even when carefully 
planned for balanced flow the two tanks rarely 
fill at an even rate, and it becomes possible for 
one tank to spill before the other is filled. 

The twin-tank hookup shown in Fig. 2 (page 
87), is becoming accepted as the most effective 
method for filling without spilling. The fill line is 
connected to only one tank, and the vent is con- 
nected to the other. When the first tank is full it 
overflows into the second through a crossover 
pipe, which is full-size with the fill line. When the 
second tank is filled to its correct level the alarm 
whistle stops, signalling the delivery man to shut 
off the supply. Then the levels in the two tanks 
equalize gradually through the burner supply 
connections at the bottom. Each tank will be more 
than 9/10ths full after equalizing takes place. 

It is not always necessary to locate twin tanks 
lengthwise along a wall, as shown. They may be 
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Fig. 7: To minimize the air leak problem, it is good 
practice to use single-piece tubing from the tank to the 
burner. By the use of slip fittings at the tank top, it is 
possible to avoid joints entirely. 


side by side, or even placed against different 
walls. Again the customer’s convenience is con- 
sidered whenever possible. 

Some installers make a practice of piping the 
vent line loosely, assuming that it is only an air 





pipe and a leak won’t matter. This is not good 
practice, because spills do occur occasionally, 
even when a signal is used, or the driver may not 
be paying close enough attention to the whistle. 
A leaky vent line may then be a nuisance and a 
source of service calls weeks later. The best prac- 
tice is to pipe the vent as solidly as the fill, using 
the same oil-tight joint cement. 

The supply line to the burner can be run in 
solid black pipe or in copper tubing. The latter is 
the most commonly used, being flexible and easily 
worked. 

Most 275 gal. tanks have a %-in. pipe tapping 
at one end. There should be as few fittings as pos- 
sible between this tapping and the shut-off valve. 
They are made up especially tight, because a leak 
at this point cannot be repaired unless the tank 
is first emptied. 


Install Shutoff Valve Soon 


A good point to remember is to install the shut- 
off valve as soon as the tank is set up on its legs, 
and the tank can then be filled even though the 
upper connections have not been piped. There 
will be no last minute scramble to install the valve 
when the fuel truck arrives. 

In most inside tank jobs the burner supply line 
can be run in a lower corner against a wall, from 
the tank to a spot close to the burner. If exposed 
it can be protected by grouting with about 2 in. of 
concrete. Where it must cross open floor the line 
should be buried, and the floor repaired with a 
good concrete mixture. 

Often the supply line will parallel a steam re- 
turn pipe also run along the wall. The installer 
should be careful not to allow the oil line to 
touch the return, because in cold weather the 
return becomes very hot which may result in 
vapor locking of the oil supply, or there may be 
carbon coking in the fuel line, causing stoppage. 


Larger Tanks Installed Lower 


Up to this point only the installation of the 275 
gal. indoor tank has been considered. Generally, 
indoor tanks are installed almost entirely above 
the level of the burner pump. The pump is there- 
fore not called upon to lift the oil from a lower 
source. The fuel is able to flow by gravity into 
the pump as fast as it is sprayed from the nozzle. 

Larger tanks are usually installed at a level 
lower than the burner. In some instances even 
the 275 gal. tank must be likewise installed at a 
low point. Under this condition the single supply 
line cannot be expected to deliver the fuel to the 
pump dependably. The smallest leak in the sys- 
tem may cause the pump to become airbound. 
(Please turn to top of page 152) 
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SEWER 

VALVES 

CESSPOOL 
TRAPS 










e You can sell and install genuine 
Somerville products from the roof vent 
to street sewer. The line includes floor 





drains, roof drains, traps and many other 
plumbers specials, in addition to soil pipe 











and hundreds of fittings. Somerville 
cast iron products will assure you of a per- 
manent, troublefree installation on any 
type job. Be sure you have the new Somer- 
ville Catalog. Write for your copy today. 





SOMERVILLE 









Iron Works % * Sealed: 


602 FLORIDA THEATER BLDG. 
JACKSONVILLE, FLA. 











STERLING FAUCET CO. 
MORGANTOWN, W. VA. 
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“A HARD-WORKING SALESMAN fhe 


FOR $15 A YEAR?” , 


Yes, here’s a salesman that works for you 24 hours a 
day. He'll get into more of your prospects’ homes 
than the rest of your sales force combined. His name 
is Modernization Sales Kit. 


He Sells the Idea 


And he’s not just selling merchandise—he’s selling the 
basic idea which will make people want to buy your 
products, your service, your ability. He will help you 
win the battle of ideas in your local market, to give 
you the jump on competition. 


Actually, he’s an advertising-sales promotion manager 
as well as a salesman. He’s a constant and fertile source 
of sound, sparkling ideas which build a reputation for 
you in your community as a good man to do business 
with, a modern merchandiser, a civic leader. If you had 
to pay someone else to create this material it would 
cost you more thousands of dollars than you'd care to 
think about. 


He can do all these things because he knows the facts 
—the facts uncovered in Domestic Engineering’s Bay 
City Story, the greatest survey ever made in this indus- 
try. He uses these facts to move merchandise, to stim- 
ulate the consumer’s desire, to make him want to buy 
from you. 


He Believes in Fair Prices 


Not only does he want you to make a reasonable profit, 
but he explains to your customer why this is best for 
everyone in the long run. He lets the shoppers in your 
area know that it is they, in the final analysis, who will 
regret it the most if they pay too much attention to 
the price-cutter’s sales pitch. He points out the advan- 
tages of doing business with a contractor-dealer whose 
profit margin is adequate enough to give complete 
customer satisfaction after the sale is made. 
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How He Operates 


How does he do all this—this tremendous merchand 
ing and public relations job? First of all, he has : 
up a Modernization Timetable, listing what should 
done every week to best sell specific seasonal remod 
ing equipment. He has 250 pieces of material ready 
use which cover all phases of a year’s merchandis 
program. This includes: Newspaper ads, sales lette 
jumbo post cards—all of which are complete with coy 
and art work. He has sales-compelling posters to gigs FORC 
impact at your showroom. He has weekly, personaliz@,, j,,wroom 
radio commercials—and press releases to give you alffuwe created to 
your firm local publicity. Ppeurself, os 


up your sho 
ame time. Y. 


He Trains Employes, Too 


Not only does Modernization Sales Kit take care 
your day-by-day, week-by-week sales activities, but 
also has educational material to help you and your é 
ployes learn more about the broad phases of mq _ 
chandising. He provides books on selling proced = 
planning remodeling, finance plans, where to get sal 
aids, showroom planning, home efficiency and oth@# — 
subjects. In one large volume he describes 2,001 ide 


which have helped other contractor-dealers prome 
ANUFA 


CED © 


organiza 
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freat value 
or your 

istmas 
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Your Best Investment 


With competition as keen as it is, with the remodelit 
market as vast as it is, you just can’t afford not to p 
this super-salesman on your payroll. Other contract 
tell us he’s the best worker they have. One actué 
attributed $60,000 plus-business to him. With the litt 
he draws in salary he’ll earn his keep on the first ! 
he makes. Put him to work for you today! 
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he Modernization Sales Kit 
“ts Him on Your Payroll! 


PMOOSL IRS SotES tome 
RE ROR manatee ~ 


DIFFERENT! You'll find no trite nor hackneyed 

F newspaper ads in this material. Com- 
h copy and art work, all of them are modern, compelling, and 
ific sales impact. You'll soon gain the reputation of the clev- 
Wvertiser in town when you run these ads. All types of mer- 
are covered, as well as service and fair prices. Some of them are 
lized to include your picture and all can be used to your needs. 





FORCEFUL! You'll never be able to get anywhere 


else posters which add the sales smash 

t showroom that these do. Colorfully and impressively designed, 

ae created to tie in with special seasonal promotions you can carry 
ly yourself, or in conjunction with manufacturers or wholesalers. 
up your showroom with these posters and increase your sales at 


ame time. You'll find it pays off! 
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PRESS RELEASES 


ANUFACTURERS, WHOLESALERS 
[ED THIS MATERIAL T00 


organization interested in increasing sales among 

ractor-dealers will find the Modernization Sales Kit 
ffeat value. Quantity discounts are available. Order 
for your key dealers. Plan now to distribute kits 

istmas presents—and add to your own volume. 


IT’S BASIC! 


Books you receive with your current issue of the Modernization Sales 
Kit give you a complete basic course in the finer points of making more 
remodeling sales. They cover subjects like: financing plans, sales pro- 
cedures, planning remodeling, where to get selling helps, home efficiency, 
ete. One volume, lavishly illustrated, describes 2,001 merchandising ideas 
which have brought profits to other contractors. Original price: $5.00. 
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§ Direct mail, in the form of 
o 


PENETRATI illustrated sales letters and jum- 
bo posteards will reach your prospects wherever they are. Both humor- 
ous and serious in treatment, the cards and the letters carry tremendous 
sales wallops and will impress many prospects into inquiry and sale. 
Easy and cheap to reproduce and distribute, this material will get you 


started on a profit-making direct mail campaign. 


If you don’t use radio 
now, you'll want to when 


These 


IT’S COMPREHENSIVE! 


you read these spot commercials, created to sell just for you. 
are not the typical “canned” commercials, but are alive and sparkling, 


and will establish you as an advertiser who can capture attention. The 
weekly news stories will get you and your firm free publicity in your 
local newspaper and enhance your reputation in the community. 
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] 1801 PRAIRIE AVE., CHICAGO 16, ILL. 

[ATTENTION : MODERNIZATION EDITOR 

! Please send me Modernization Sales Kits for which | 
[1 enclose $ I understand that, if I pay the full price | 
je! $15.00 per kit I will receive the current installment immediately ond | 
that the next three quarterly installments will be sent to me automatically. 

[1 also understand that, if I order the complete kit (eash with order) I 

gv receive a copy of the $5.00 Idea Book free of extra charge. 


I NAME ° 
COMPANY 
ADDRESS .. 
| CITY 
| Ol Centractor-Dealer Ol Wholesaler 0) Maneufacturer | 














SELF 
ALIGNING 


PIPE CUTTER 


for use with power units Ys” to 2” 










MAKE THIS TEST YOURSELF: 


FIRST ...Use any conventional Pipe Cutter and 
note the time, effort and aligning necessary to 
make a cut. 











THEN ... Try the NYE Power Pipe Cutter. 





RESULT... Quicker, easier, no spiraling. 






For more information about Nye Tools inquire 
of your local Supply House or write for Catalog. 
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(Continued from bottom of page 148) 

To prevent this the pump is provided with a 
return pipe. Excess oil, ordinarily recirculated 
within the pump itself, is piped back to the tank. 
Any small quantity of air that may have crept 
into the suction system is carried back to the tank 
with it. In this way the pump can be kept con- 
tinuously air-free. 

The commonly accepted rule in piping fuel oil 
tank is: A return line is used in any installation 
where vacuum can be expected to exist in any 
part of a supply line. 

Most tanks larger than 275 gal. have no lower 
tapping; the supply line to the burner is taken 
through the top of the tank. Whether this type 
tank is above or below the burner level, a return 
line is used, because there will be vacuum in the 
upper part of the supply line. It does not matter 
that the line is self-siphoning; if air gets in the 
pump may not be able to get rid of it. 


A Check Valve Is Needed 


When the two-pipe method is used the supply 
line is called the suction line. It is good practice 
to install a check valve in all suction lines. When 
the tank is above burner level inside the building 
the check valve is installed in the riser just above 
the tank. Or in this case a foot valve can be used. 
This is a check valve intended for location at the 
very bottom of the suction stub inside the tank. 
It is seldom good practice to use a foot valve. in 
outside tanks, or below basement floors unless 
a good sized access chamber is provided, so that 
the suction stub can be removed. 

Check valves of all types should be accessible. 
Occasionally one is found sticking, the result of 
oil gum in its seat. This causes stoppage of the 
line. Outdoor check valves are sometimes found 
frozen. Any check valve might require removal 
because of leaking back, caused by dirt or 
erosion. 


Anti-siphon Valve Prevents Flooding 


Another type of suction line valve is the anti- 
siphon valve. This is designed to prevent oil- 
flooding resulting from breakage of the line at a 
point lower than the tank. It is a bellows or dia- 
phragm operated valve, requiring the application 
of suction to open it. The codes of some cities re- 
quire their use when the tank is located higher 
than the pump. 

Check valves are sometimes used in return 
lines, to prevent oil from falling back from high 
points in the line when the pump is being worked 
on. For this purpose the standard type swing or 
flapper check valve is sufficient. This type is not 
ordinarily used on suction lines, however, because 
(Please turn to top of page 154) 
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tallation Powerful, electromagnetic — deliver 3600 blows per 
ae at minute for drilling, cutting, channeling, scaling, etc. 
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Drilling mounting holes * ~ yy F jobs. High speed—economical—cut job time. 
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Heavy duty, self-contained Rock Drills that deliver 
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; in th “a g automatically—one man operation. Paving Breakers 

om oe by aus for cutting—digging—tamping. No air compressor or 
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supply a , V-Belt Drive feature eliminates gears— provides a con- 
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lve. inv WHAT MAKES A SUMP PUMP FAIL? 


unless | 7) he Juside Stow of- DIRT?—LACK OF LUBRICATION?—RUST? 


so that 
Specify the pump that is built to survive these hazards 


essible. | | —The Marine Products Fully Automatic Electric 
sult of 


of the 


:found | 2 CAST IRON SOIL PIPE 


emoval ’ @ The startling fact of life about N ' U} UU) 
jirt or APCO is its longevity. Its natural [> 
granular structure is like granite— f 


and this pipe is practically ever- 
lasting when used as a soil, waste 
or vent line, house drain or build- 

















ing sewer. So you can bet it won't ‘ @ COMPLETELY SELF-CLEANING 
rot, decay, disintegrate nor rust 
away. (Any thin coat of rust on its 
e anti- surface acts as a protective agent). ; @ COMPLETELY SELF-LUBRICATING 
YOU DON’T HAVE TO TAKE — = 
nt oil- <2 = OUR WORD FOR IT — cast iron | @ ALL RUST-PROOF 
a pipe laid 288 years ago in France 
- Fe is still in use. Over a century in MARINE PRODUCTS PUMPS ARE 
or dla- \ UJ. $. lace. Our word “ ” 
git a Built for the Sea 
lication . ad 
ties re- . / The Marine Products Sump Pump is designed and produced to high 
higher Og and exacting Marine standards. It is built the only way a SUMP PUMP 
gne ZOCO Weare end Revent Fittings. | | should be built—to provide the best possible sanitary protection at the 
and Stringer Fittings, too. Specify ‘ | “ penne spe? see a dai ete emienmmaante 
return oe oe ee ey, same time completely eliminates the need for periodic cleaning and 
n high lubrication. 
vorked Pl PE 
ing or SOLD THROUGH JOBBERS ONLY © WRITE FOR FREE LITERATURE 
yin. 


is not District Sales Offices in | MARINE PRODUCTS CO. 


New York, Ch a 
ecause Francisco, Portland, Los , 
Konsas City, Seattle and Denver. DETROIT 14, MICHIGAN 
in Canada: WATSON AGENCIES | 
628 Oakwood Ave., Toronto 





(Continued from bottom of page 152) 
light oils can leak back through them, even 


though they may be perfectly tight with other 
liquids. The ball-and-seat check valve is the ac- 
cepted type for suction lines. Certain ball check 
valves have a soft seat of neoprene, which is very 
effective in holding oil. 


Outdoor Piping Should Be Supported 

The outdoor trenching for the laying of the 
pipe, and the necessary openings through the 
building wall are handled by the contractor’s own 
equipment or sub-contracted to an excavator. 

All outdoor piping should be supported ade- 
quately, particularly when the runs are long. The 
practice of laying them loosely, supported by 
rocks or boards, can cause service trouble in the 
future. It will cost much less to plan and use 
correct pipe supports in the beginning than it will 
to dig the lines up later. 

For the suction and return lines it is good prac- 
tice to use single-piece copper tubing from the 
tank to the burner. By the use of slip fittings at 
the tank top the tubing can extend down close 
to the bottom. In this way it is possible to avoid 
joints entirely, thereby minimizing the air leak 
problem (Fig. 7, page 158). Loops of one ft or 
greater radius are laid at the tank, to prevent 
strain. These bends are protected with flexible 
sheathing. The straight parts of the run are sup- 
ported throughout the length of the trench. Some 








contractors close the suction, return, and gage 
lines in rigid conduit or other non-metallic pipe. 

Likewise the tubing stubs inside the fuel tank 
should be enclosed in rigid pipe. Otherwise they 
may be disturbed by the motion of the oil when 
the tank is filled. 

Fig. 3 (page 87) illustrates the installation of 
a buried tank beneath the basement floor. The 
copper tubing lines are shown separately for 
clarity. The only threaded joints in the suction 
line are close to the burner pump. The copper 
tubing run is continuous from the bottom of the 
tank to this point. For light oils the suction and 
return stubs terminate about 4 in. above the tank 
bottom. This allows plenty of space for sediment 
before there will be burner trouble. 


How fo Install Outside Tanks 

Fig. 4 (page 88) shows how a large tank may be 
installed outside the building wall. The piping 
method is substantially the same. The use of rigid 
protection for the tubing, both inside and outside 
the tank is illustrated. Note that in both sketches 
the return line is shown carried to the same depth 
in the tank as the suction line. This is good prac- 
tice. It prevents air trapping in the return, a 
factor in back-siphoning through the pump in case 
of a leaky check valve. 

In chapter 4, next month, the installation of 
high pressure gun type burners will be described 
and illustrated. END 





Dishwasher Installation Methods 


(Continued from bottom of page 92) 
further down the branch line toward the stack. 

Method 11 also has an advantage in that there 
is no condition which could cause any undue 
problems to the user. 

It has been our experience in the past that the 
broken connection above deck and using a com- 
mon trap with the sink has proven very satisfac- 
tory. However, some codes will not permit the 
discharge of a dishwasher into a common trap 
with the sink bowl, and require the dishwasher 
to have its own trap. 

From tests, it can be readily determined that 
the flow rate from the dishwasher at any one time 
will load the plumbing to a much lesser degree 
than will the discharge which is experienced from 
dumping a dishpan of water into the sink bowl. 

Why, therefore, should a separate trap be re- 
quired for the dishwasher, rather than plumbing 
the dishwasher into the sink bow] trap? The many 
installations with the sink handling both have 
proven that the sink drain can effectively handle 


the waste from both dishwasher and sink. 

At the present time, the connection from the 
dishwasher into the sink drain is being done both 
with and without discharge gaps, and the instal- 
lations which are being made without any broken 
gap discharge are being watched very carefully 
to determine what risks may be involved. 

The isolation of the dishwasher from the plumb- 
ing system, both on the water inlet and the water 
discharge, are theoretically the best ways in which 
to attach a dishwasher. In this way, the water 
system is protected from cross connection and the 
dishwasher is isolated from the drainage system. 

Although this method is the best from a sanita- 
tion point of view, it does entail a considerable 
number of installation problems. 

The first is the design and manufacture of a 
satisfactory water break which can be easily and 
readily connected to any type of work surface 
which may run above the dishwasher. 

Certain models of sink dishwasher combinations 
are designed with a broken gap discharge located 
above the overflow rim of the sink and waste 
(Please turn to top of page 157) 
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“American Home,” “Better Homes and 
Gardens.” Hard-hitting ads in these and 
other national magazines tell millions of 
prospects about the advantages of faucets 
with Spring-Flo Aerators. Tell how they 
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b @ Compare Rex Automatic Electric Storage 
‘ Water Heaters for dependability and durability 
a — compare them for perfection and perform- 
y . 
ance — compare them for trouble-free service 
de : P , 
—and you'll sell Rex quality. 
LES ‘ 
th Four models in a range of eight sizes, from 10 
i to 100 gallons in capacity, meet every water 
heating need. 
_ Here are ten of the many reasons for 45 years 
of extraordinarily high quality in the Rex 
electric line. 
ed 
1. SAFETY RELIEF VALVE: Correctly located 
= “Patrol” Temperature and Pressure Relief 
Valve as standard equipment. 
2. ELNO ANODIC ROD: Magic anti-rust rod 
checks tank corrosion and lengthens tank 
life. Standard on Rex Heaters. 
he 3. AUTOMATIC THERMOSTATS: Rugged snap 
th action type provides sensitive automatic 
water temperature control. 
i]- ; : 
4. HEATING ELEMENTS: Quick acting, low 
en wattage, immersion type, transmitting heat 
ly directly to the water. 
5. INSULATION: 3 to 4 inch thickness of 
b Fiberglas surrounds tank. 
‘ 6. STORAGE TANK: Extra heavy copper- 
er bearing steel galvanized inside and out. 
ch 7. HEATER DRUM: Made of heavy sheet metal, 
er finished in gleaming, easy-to-clean baked 
. white enamel. 
” 8. COLD WATER BAFFLE: Minimizes the 
n. mixing of incoming cold water with heated 
a- water already in the tank. 
le 9. HEAT TRAP: Built-in trap prevents re- 
circulation in hot water line. 
10. Made to NEMA standards and approv- 
a ed by Underwriters’ Laboratories. 
id 
ce 
Send For Your Complete Catalog Today! 
Ls 
od THE CLEVELAND HEATER CO. 
te ELECTRIC DIVISION 


2310 Superior Ave. » Cleveland 14, Ohio 





give oxygen-enriched water, speed washing 
and rinsing, save on soap and prevent splash! 
That’s why all leading makes of faucets with 
Spring-Flo Aerators are such a cinch to sell. 
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with pipe . . 


ERIE; 
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PIPE CUTTING TOOLS 


Extend Best Wishes 
to Their Customers for 


A Merry 5 Se 
aid. a Very P rosperous 
Vew Year 


THE BARNES TOOL CO., 
NEW HAVEN, CONN. 


INC. 


. ask for a REED pipe tool. 


Spiral Self-feeding 
RATCHET REAMER 


Proved best by thousands of 
users through years of on-the- 
job performance. 


NO PUSHING/ 


This forged steel cone has spiral 
flutes with patented cutting edges 
which feed the tool into the pipe 
to CUT the burr quickly and easily. 


PENNSYLVANIA 


Your 
Plumbing Wholesaler 
KNOWS WHAT 
MURCO 


ORDER 
MUFCO 
GREASE 
TRAPS 


FROM YOUR 
WHOLESALER! 


Your plumbing whole- 
saler knows from his 
experience that when 
he fills your order he 
is furnishing you a 
Grease Trap of per- 
formance ... no MURCO GREASE TRAP has ever been 
returned because of operational failure—and we’ve been 
making Grease Traps for over 20 years . . . sound design 
and simple construction are important reasons why every 
MURCO Grease Trap that’s been installed has functioned 
as it was intended. 

See for yourself independent laboratory tests showing 


| how MURCO GREASE TRAPS are rated. 


Write today for complete copy or see DOMESTIC 
ENGINEERING CATALOG DIREC- 
TORY page E-39. 

D. J. MURRAY MANUFACTURING CO. 


MANUFACTURERS SINCE 1883 


EF WAUSAU 


WISCONSIN 
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(Continued from bottom of page 154) 

ihrough the sink trap. The acceptance of this type 
a an assembly has been good on the whole, al- 
hough there are certain areas of the country 
where the machine must have two separate traps 
9 discharge into the plumbing system. 

From a study of the diagrams, and the fore- 
going discussion, it is evident that the degree of 
gotection which is necessary is the question 
which should be resolved. 

It is very plain that what assures sanitation in 
me section of the country must assure it in an- 
#her area. Yet, as we have seen, standards of 
eceptance vary across the country. 

At the present time, the dishwasher is not ex- 
periencing the acceptance it rightfully deserves. 
One of the problems involved in the sale of a 
dishwasher is the revision in the structure, etc. 
af the house which is required to install the 
sppliance. The other reason is purely and simply 
the fact that people have not yet been educated 
to the need. 

The manufacturers of dishwashers are attempt- 
ing to build the need by means of advertising 
and sales promotion. However, it is very difficult 
fo overcome the installation hurdle which we are 
faced with at the present time—even after the 
need is established in the mind of a customer. 

Although this particular problem should not 
sway in any way our engineering judgement as 
9 the requirements of the installation, it should 
always be kept in mind. No manufacturer would 
tbject to any requirement placed on the instal- 
lation of his equipment—if this requirement is 
based on sound engineering. 

It is, therefore, in the opinion of this writer, of 
utmost importance that the American Society of 
Sanitary Engineering, along with manufacturers, 
develop a standard set of installation require- 
ments which would be for the common good. 

A study should be made of present installations, 
which use the variety of methods discussed in 
this article, and come to some agreement as to 
actual field requirements for installations of dish- 
washers. 


It is felt that with proper cooperation in the 
industry, we can arrive at the proper minimum 
installation for a dishwasher so that it can meet 
the following conditions: first, that the installa- 
tion give sanitary protection to the user; second, 
that the installation represent to the customer a 
tost commensurate with the cost of the equipment 
and, third, that the installation can be made with 
as little disassembly or rearrangement of the 
building structure and prior installed plumbing 
drain lines as necessary. 

In my opinion, this can be done and it should 
be done as soon as possible for the good of every- 
one concerned. END 
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ASHVE to Hold Annual Meeting in January... 





THE 60TH ANNUAL MEETING of The American 
Society of Heating and Ventilating Engineers will 
be held in Houston, Tex,, which proudly pro- 
claims its position as “America’s most air condi- 
tioned city,” Jan. 25-27, 1954. Plans for the meet- 
ing, at which a total of 13 technica] papers will 
be presented at four sessions, are now complete, 
according to D. M. Mills, general chairman of 
the Committee on Arrangements for the South 
Texas chapter. 

Topics to be covered include cooling towers, 
air conditioning, panel heating and controls, the 
heat pump, the availability and utilization of solar 
energy for heating, air jets, room air distribution, 
residence cooling and building heating. 

The first session will be held at the Rice Hotel, 
meeting headquarters, on Monday morning, Jan. 
25, with ASHVE president Reg. F. Taylor, Hous- 
ton, presiding and L. T. Mart, Kansas City, Mo., 
as chairman. The full program is given below. 

Registra’ n of members and guests will begin 
on Sunday, Jan. 24 at the Rice Hotel and will 
continue through Wednesday. The Houston mem- 
bers expect an attendance of 1,200 members, 
guests and ladies. 


The entertainment program, starting with a 


> Monday, Jan. 25, 9:30 a.m. 


L. T. Mart, Kansas City, Mo., chairman. 


Prediction of Cooling Tower Performance—W. 
W. Smith, College Station, Tex. 
Automobile Air Conditioning—Progress and 
Problems—P. J. Kent, Detroit. 
Pressure Loss of Air Flowing Through 45-Degree 


Wooden Louvers—Phil R. Cobb, College Station, 
Tex. 


Tuesday, Jan. 26, 9:30 a.m. 
P. B. Gordon, New York City, chairman. 
Circuit Analysis Applied to Load Estimating—H. 
B. Nottage, Inglewood, Calif., and G. V. Parmelee, 
Cleveland. 
He ow Characteristics of Hot Water Floor 
Pan E. tern Urbana, IIl., and W. S. 
Harris, Urpena: 
Effects of Non-Uniformity and Furnishings on 


Panel Heating Performance—L,. F. Schutrum, 
Cleveland*and C. M. Humphreys, Cleveland. 


Field Studies of Floor Panel Control Systems, 


welcome luncheon on Monday and concluding 
with the annual banquet on Wednesday, has been 
planned to provide a well-arranged selection of 
events to exploit the possibilities of the historical 
sites and industrial interests of Houston. For the 
ladies there will be a luncheon and style show, a 
play at the Playhouse Theater, teas and sight- 
seeing trips. 

Houston’s nearness to Mexico will afford mem- 
bers and guests an excellent opportunity to visit 
the land of fiesta, following the meeting. A post- 
meeting trip to Mexico City, Acapulco and other 
cities is being arranged, and all inquiries should 
be addressed to Ralph L. Preble, U. S. Travel 
Agency, Washington, D. C. 

Plans for the meeting are under the direction 
of the Committee on Arrangements headed by 
general chairman Mills and vice chairman R. J. 
Salinger. Chairman of the special committees for 
the meeting are A. B. Ullrich, Jr., banquet; F. M. 
Neil, entertainment; A. J. Natkin, finance; C. L. 
Fleming, ladies; B. P. Fisher, publicity; E. G. 
Floeter, Jr., reception; I. A. Naman, sessions; H. 
W. Broadwell, special events, and A. F. Barnes, 
transportation. 

The technical program for the meeting is as 
follows (below, left): 


Part II—A. B. Algren, E. F. Snyder, Jr., and R. R. 
Head, all of Minneapolis. 


Wednesday, Jan. 27, 9:30 a.m. 
B. H. Jennings, Evanston, IIl., chairman. 


Costs of Operating the Heat Pump—J. D. Kroe- 
ker, Portland, Ore., and R. C. Chewning, Portland. 


Availability and Utilization of Solar Energy—R. 
C. Jordan, Minneapolis, and J. L. Threlkeld, 
Minneapolis. 


Effects of Air Conditioning on Plant Growth—F. 
W. Went, Pasadena, Calif. 


Wednesday, Jan. 27, 9:30 a.m. 
W. A. Grant, Syracuse, N. Y., chairman. 


Room Air Distribution Research for Year Round 
Air Conditioning, Part II, Supply Outlets at Three 
Floor Locations—H. E. Straub, Urbana, IIl., and 
S. F. Gilman, Urbana. 


Cooling a Small Residence Using a Perimeter- 
Loop Duct System—D. R. Bahnfleth, C. F. Chen, 
and H. T. Gilkey, all of Urbana, II. END 
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Simple, speedy original installation or replace- 
ment has made the Grand Rapids Brass Com- 
pany’s Universal Flush Tank Levers favorites 
with master plumbers. Rugged as well as 
handsome, they are profitable and fast-selling. 
Pre-assembled for one-piece installation, pol- 
ished chrome handle. Lift arms in flat brass, 
G rand, Kapids Bross Comp round brass or flat stainless steel. Packed for 
Quy re-sale in individual boxes or bulk. Check 
DIVISION OF CRAMPTON MANUFACTURING COMPANY your stock today. 


GRAND RAPIDS, MICHIGAN (Illustrated: No. 402-100 Flat Stainless Steel Lift Arm) 


Supplying many of the Nation’s Automotive, Refrigeration and Plumbing Manufacturers 
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Steel Boiler Sales Up 21 Percent 


SALES OF STEEL BOILERS during the first eight 
months of 1953 were up 21 percent above sales 
during the corresponding period in 1952, R. A. 
Locke, president and manager of the Steel Boiler 
Institute, reported at the fall meeting of the In- 
stitute at New Orleans, Oct. 19 and 20. 

Production and shipments of steel boilers are 
almost the same this year as they were in 1950 
which, Mr. Locke pointed out, was the industry’s 
biggest year. 

Mr. Locke predicted that 1953 will probably 
exceed 1950 in total heating surface. 

Members of the Institute are optimistic with 
respect to prospects in 1954. It was pointed out 
that the construction of many schools and hos- 
pitals is getting under way. 

Mr. Locke advised members of the Institute not 
to be afraid to build stocks. “Stocks are better 
than money in the bank,” Mr. Locke declared. 

The fall meeting of the Steel Boiler Institute 
was the largest in the history of the Institute. A 
total of 78 members, wives, and guests attended. 
Social events included a cocktail party, dinner at 
Antoine’s, a tour of the French Quarter, and a 
yacht trip on the Mississippi provided by the 
courtesy of the Board of Commissioners of the 
port of New Orleans. 

A report on research work in hot water and 
steam heating was presented by Warren S. Harris, 
research professor of the Department of Mechani- 
cal Engineering, University of Illinois. 

Professor Harris described the research work 
in heating at the university as “dollars and cents 
research.” 

The facts disclosed by the research program 
can be used by the heating industry to improve the 
design of its equipment, to improve installation, 
and to serve as the basis for sound promotional 
work directed to the trade and to the consumer, 
Harris declared. 

The speaker reviewed the various phases of the 
research program from its inception in 1940 and 
pointed out how the research work at the univer- 
sity had led to the development of baseboard heat- 
ing systems which now, according to Harris, have 
become “a great factor in the heating industry.” 

Harris referred briefly to the research work in 
summer cooling in connection with hot water 
heating carried on in the I-B-R Research Home at 
the university during the summer just passed. He 
also said that a research project in the operation of 
a snow-melting system will be carried on during 
the heating season of 1953-1954. 

Reports were presented at the meeting by the 
chairmen of various committees including the fol- 
lowing: 

High Pressure Boilers, John Trefts, chairman; 
(Please turn to top of page 162) 
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| (Continued from bottom of page 161) 

| Commercial Low Pressure Boilers, Carroll M. 
| Baumgardner, chairman; Residential Boilers, P. 
| K. Addams, chairman; Engineering Committee, L. 
| N. Hunter, chairman, and Employee Relations, 


| A. J. Hall, chairman. 
A report on the publicity activities of the 
Plumbing and Heating Industries Bureau of in- 
terest to the steel boiler industry was presented 
by Norman J. Radder, secretary of the Bureau. 
Concurrently with the meeting of the Steel 
Boiler Institute there was a meeting of the Boiler 
Output Committee of the Heating, Piping and Air 
Lawler’s “Performance-Tested” design com- Conditioning Contractors’ National Assn. This 
bines pioneering experience with engineering meeting was attended by George P. Nachman, 
leadership. The use of specially chosen metals chairman; K. E, Leitgabel, Joseph H. Spitzley, and 
assures YOUR customers years of positive ac- M. H. Westerberg. Lloyd B. Gruman, acting sec- 
curate temperature control with lowest main- retary, of the association, also attended the meet- 
tenance cost... ing. NEW A 
the best insur- Members of the Institute paid tribute to the 
ance YOUR > late Homer Addams, one of the founders of the ae a 
REPUTATION Steel Boiler Institute. =xD Dasal (Crsdtiey 
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Controller Producers of electric water systems can take correct lenge 
For group showers poe . | great pride for the role they have played in in- 
~ dow eel » @ & ' creasing the productivity of American farms, 
. . . Single outlets | Wheeler McMillen, of an Agricultural publication, 
. + +» multi-outlets. : | told members of the National Assn. of Domestic 
and Farm Pump Manufacturers at their 21st an- 
nual meeting in Chicago recently. 
“With an increase in the size of the average farm 
and fewer hands than ever before to do the work, 
farmers have looked to American industry to 
aa show the way to increased production,” McMillen 
COMPARATIVE | declared. 
WATER CONTROL x, ell bx: “The first step in achieving that objective, as the 
Most Complete a pump industry has so successfully convinced the 
List the facts... Hydraulic | American farmer, is the installation of a water 
Check them off... -—5richea = | system, providing plenty of running water under 
root get “: a pressure wherever it can do the most good in 
YOUR REPUTATION ae increasing farm output. 5 
is protected! McMillen paid short shrift to the “calamity- 
howlers and viewers-with-alarm” who see in the 
| present decline of farm prices and accumulation 
| of surpluses a narrowing of the horizon for Amer- 
| ican agriculture. He predicted that America’s 
| growing population will mean a growing agricul- 
ture. 
- The future of the expanding American agricul- 
VOL ture will be written very largely in terms of the 
Lords increased use of water, power, and mechanical 
“Pedumennete equipment, McMillen predicted. “I cannot over- 
Tested” for | a emphasize the importance of these factors in the 
Longer Life r a qi | shape of things to come,” he observed. 
ere - H. R. Lafferty, executive vice president of Red 
oe ee Jacket Mfg. Co., Davenport, Ia., was reelected 


LAWLER AUTOMATIC CONTROLS, INC. president of the association. Other officers, all re- 
453 North MacQuesten Parkway Mount Vernon, New York | (Please turn to top of page 164) 
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KALAMATIC 
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SHOWN ATTACHED TO MODEL 8CW 
METAL CUTTING BAND SAW 


NEW AUTOMATIC BAR FEED ATTACHMENT 


Kalamazoo’s new Bar Feed Attachment for 
Models 816, 824, 8C and 1220 Kalamazoo 
Metal Cutting Band Saws converts them 
to completely automatic cut-off machines. 
Combines low cost with high production 
and labor savings. 

Kalamatic is a completely hydraulic self- 
contained unit which opens saw frame to 
correct height, opens vise, feeds stock to 
correct length, clamps vise and lowers 


frame at controlled rate — all automati- 
cally, Eliminates operator fatigue, increases 
blade life. 


Feeds rounds, flats, square, hex, pipe, tub- 
ing, etc., any length from %” to 12”, or 
longer if required. 


Ask your dealer for a demonstration or 
write for descriptive material and name of 
your nearest dealer. 





has been proved ‘‘TOPS”’ in the field 


e Capacity: 2.5 bushels 

e Pilot Input: 1,000 B.T.U. 

e Main Burner: 10,000 B.1.U. 
e Weight: 160 Ibs. 


e Easily Cleaned 

e Completely Automatic 

e Colors: Grey, Green, or White. 
e A.G.A. approved all gases. 


This 7-STAR Program Will Help You Sell! 


% Rapid deliveries % Displays x% Mailing and Handout Literature % Mat Service 
%& Co-op Consumer Program & Catalog Aids ye National Advertising Program 





MACHINE TOOL DIV. Kalamazoo TANK and SILO CO. 


1213 HARRISON STREET - KALAMAZOO, MICH. 


Regulating tem- 
perature of fuel oil 


a 3 L D a & * 
from suction heater 


n bath storage tani gs] at pumping 
Bs | temperature 


e Oil, wax, asphalt and 
similar products stored in large 
tanks are held accurately at 
pumping temperature with sim- 
ple SARCO SELF-OPERATED TEM- 
PERATURE REGULATORS applied 
to suction heaters or steam coils. 

No compressed air required. 
Sizes 12” to 8”; temperatures 
to 300°F. 





Ask for Bulletin 603 


SARCO COMPANY, INC. 


Represented in Principal Cities 


Empire State Building, New York 1, N. Y. 


SARCO CANADA, LTD., TORONTO 8, ONTARIO 


Supports All Distributors and Dealers. 





e 
omplete 
choice 
ailable. 


Write or wir 
DAY for © 
= ation of 


DistributorshiPs i” 115 E. Carson St., Pittsburgh 19, Pa. 








add a PLUS’’to your 
heating installations 
. ~~ build good will 
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GUARANTEED AIR VALVES 


ueat-rimer THERMOVALVE 


makes it possible to dial for, 
precise temperature desired in 
each room. Has built-in thermostat. 
Will work on any 1-pipe steam system 
without interfering with existing con- 
trols. Noiseless operation. Angle or 
straight shank. List $3.95 


ueat-rimer WARIVALVE 


brings the heat quickly to “‘hard- 
to-heat’”’ radiators, mains and 
risers of 1-pipe steam systems. This 
quick-vent valve has venting orifice, 
variable 0” to 5/16”. Angle or 
straight shank. List $3.45 


HEAT-TIMER CORP’N 


657 Broadway, New York 12, AL 4-5380 


Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, 
Varivalves, Motorized Valves; Smoke-Eye Smoke Alarm, 
Fire-Chief Fire Alarm and other outstanding products. 





precision-made; 
long-life; brass, 
chromeplated. 
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it 


Ss Work-Tested re Oe 


It Leaves the Factory 


-..to make sure 
it gives you the 


“Best and the Most 


wrench service for your money 


The reason R(GA(D Heavy-Duty Pipe Wrenches 
are known for the brutal punishment they can 
take is because of the toughness built into them, 
checked part by part and then hard work-tested 
when assembled ...not just one wrench in 100 or 
1000 but every last one! ... Add the guaranteed 
repair-free housing, no-slip no-lock jaws, handy 
pipe scale, easy spinning adjustment nut and 
comfort-grip I-beam handle and you see why 
genuine FRIED gives you the big value for 
your money. Buy them at your Supply House. 


THE RIDGE TOOL CO. « ELYRIA, OHIO 
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elected, follow: D. L. McDonald, president of A. 
Y. McDonald Mfg. Co, Dubuque, Ia., vice pres- 
ident; John P. Curtin, vice president of George D. 
Roper Corp., Rockford, IIl., treasurer; Herbert C. 
Angster, Chicago, executive secretary and 
director. 

The following were reelected directors: Three- 
year term—G. R. Deming, president of The Dem- 
ing Co., Salem, Ohio; Norman J. Gould, president, 
Goulds Pumps, Seneca Falls, N. Y.; two-year term 
—Robert Hula, vice president and general man- 
ager, Clayton Mark & Co., Evanston, Ill; F. E. 
Myers II, vice president of The F. E. Myers & 
Bro. Co., Ashland, Ohio. 

Formally elected for the first time, to serve a 
one-year term, were: Jack Thomsen, secretary 
of Dempster Mill Mfg. Co., Beatrice, Neb.; F. B. 
Hout, vice president, Barnes Mfg. Co., Mansfield, 
Ohio. 

A high point of the meeting and an eagerly an- 
ticipated event was the unveiling of the new and 
completely revised edition of the Manual of Water 
Supply and Equipment, the first such revision 
since 1946. The first copy off the presses was pre- 
sented to Walter F. Deming, treasurer of The 
Deming Co., who headed the committee on man- 
ual revision. 

Already, orders for more than 24,000 copies 
have been placed for delivery by Jan. 1, Herbert 
C. Angster, executive secretary and director for 
the association, announced. He predicted that the 
initial press run of 25,000 copies would be ex- 
hausted by January 10. 

The Manual of Water Supply and Equipment, 
only one of its kind available, is used extensively 
by plumbing contractors, well drillers, county 
agents, agricultural engineering departments of 
state and other universities, vocational agriculture 
teachers, REA extension workers, and libraries. 
More than 60,000 copies of the 1946 edition were 
supplied to these users. 

“We have come of age as an association,” Ang- 
ster observed in his 21st annual report to the asso- 
ciation membership, “and have established a rec- 
ord we can point to with pride—that through our 
efforts rural and suburban America have been 
made to realize the very basis of healthful, pro- 
ductive living is a modern electric water system. 
providing plenty of water and plenty of pressure 
to deliver it wherever needed.” 

Angster pointed to the many years of close co- 
operation between the pump manufacturers and 
suppliers of electric power, both REA and private- 
ly-owned companies, and termed it one of the most 
successful and mutually profitable associations in 
the history of American industry. 


The power suppliers are as interested as the 
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pump manufacturers in selling electric water 
systems because of the opportunity thereby af- 
forded to increase line load. For every kilowatt 
hour of electricity sold by a power company to 
run a pump, it is estimated that at least four more 
will be sold to power electrical appliances depend- 
ing upon running water for their operation, such 
as the automatic clothes washer, dishwasher, 
under-the-sink food waste disposal unit, and water 
heating equipment, not to mention mechanical 
equipment used in farm work. 

The market, Angster emphasized, has grown 
from 50,000 installations in 1932 to nearly 700,000 
twenty-one years later, the latter figure represent- 
ing the total installations the association expects 
will have been made by the end of the year. 

Largely as a result of the vigorous promotion 
and sale of electric water systems by the associa- 
tion, pipe producers have enjoyed an increase in 
production of 1% million tons in the last 21 years, 
Angster reported. He quoted figures of the Amer- 
ican Iron and Steel Institute. 

The executive secretary and director forecast 
a large and increasing market in water system re- 
placement sales during the next five years. 

The replacement market for the first year, be- 
ginning in 1954, is estimated at between 300,000 
and 350,000 systems. The figure is based on the 
fact that 10 to 12 years represents the average 
life of usefulness of an electric water system. 

Twelve years ago sales were running at about 
the estimated figure for the replacement market 
beginning in 1954. It was also about 12 years ago 
that annual sales began a sharp rise, so that the 
replacement market for each year after 1954 
should be substantially larger than the previous 
year, Angster pointed out. 


In addition to a growing market for water sys- 
(Please turn to top of page 167) 
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“I think our new salesman, Smedley, is just a trifle 
self-conscious, don’t you?” 
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Push-button Muscle 


The tough little brute of a work-saver when 
you've got pipe to thread, cut or ream 


RibaID 


“400” Portable POWER DRIVE 


Portable Stand » 


It's light weight! 


@ The last word in easily portable power to 
turn your pipe for threading, cutting, reaming 
with your hand tools—quickly pays back its 
cost in saved time and work. Capacity %"’ to 
2'' but scads of power even for geared tools to 
12”. RIGID design 3-jaw chuck, 6 pinions, 
one always handy. Self-centering workholder 
in rear. Sealed-in lubrication—no oil to spill. 
Famous RIGID “guts” in it—scores of 
thousands in use. Try it, buy it—at your 
Supply House. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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YOu 
want a 


@ A line of fine Quality sinks reasonably 
priced... 


@ A line of sinks that appeals to dis- 
criminating housewives . 


@ A line that has gracefulness plus 
utility... 


@ A line that's styled ahead for lasting 
good-looks... 


@ A line that will give you satisfied 
customers... 


@ A line manufactured the MODERN 


way... 


@ A line that’s considered the fastest 
growing line in the industry today... 


@ A line that protects its dealers 
@ A line that commands respect 


@ A line that’s well accepted through- 
out the land... 


THEN WRITE TODAY for details on how 
YOU can become an ACTIVATED dealer 
of ACTIVE QUALITY WARE. 


WARE 


ae ult; J 
Vp Fp | 


ir TAKES G2C FIOM = 


ON PROFITABLE 
DISPOSER SALES! 


CONSUMER STUFFERS... 


Just the thing for store 
handouts or mail enclosures. Tells 
of convenience and efficiency of 
IN-SINK-ERATOR . . . stresses the 
importance of buying from 

4 Master Plumbers. 


SELF-MAILERS 


All you do is address and mail at 

minimum postage. Ideal for sending to 

families planning new homes or remodeling 
. gives many good reasons for owning 

an IN-SINK-ERATOR. 


[ one ems NEWSPAPER MATS 


Be ready for “‘action’’ when 

you run a newspaper campaign 

of your Own. IN-SINK-ERATOR 

newspaper ads give proven 

results ... pay big dividends 
~_, to Plumbers everywhere. 


STREAMERS 
AND STICKERS 


Window streamers 

and store posters 

tell your public 
you sell IN-SINK-ERATOR, the disposer 
they want. Sink stickers explain that the 
sink you have sold, or display, will 
accommodate an IN-SINK-ERATOR... 4 
suggestion that brings added sales. 

These, and other sales helps including 
Radio, TV and Billboards, will get “‘action” 
for you. Your own well- rounded campaign 
pull in customers. Get set for “‘action’ 
get an Outline of IN-SINK-ERATOR helps 

. write today... 
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ACTIVE TOOL & MFG. CO. IN-SINK-ERATOR 


888 CLAIRPOINTE AVE. MFG. CO. 
DETROIT 14, MICH. 


World's oldest and largest exclusive manufacturer 
of Food Waste Disposers 
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tems due to the natural processes of aging and ob- 
solescence, there is another important market po- 
tential for dealers in modernization sales. It would 
be difficult to estimate the full extent of this mar- 
ket, but it’s a big one, Angster emphasized. 
Prospects are those families with water systems 
installed 10 to 15 years ago, who now find they 
have insufficient water capacity to take care of the 
needs of the numerous new electrically powered 
water-using appliances that save time and make 
life pleasanter and easier in the home. 


Second System Is Good Sense 

Dealers can further increase sales, Angster 
pointed out, by selling a second water system in- 
stallation wherever possible. “A second system 
makes good sense,” he declared, “particularly in 
the case of the farm family which finds a reserve 
well and pump worth many times its cost in the 
event of fire. Furthermore, two wells and pumps 
are needed on a farm of any size to take care of 
its many water requirements adequately.” 

Floyd Fairman, vice president of the Kentucky 
Electric Utility Co., and newly-elected chairman 
of the executive committee of the Electric Water 
Systems Council, suggested more effective joint 
promotional efforts of manufacturers of electric 
water systems and suppliers of electric power. 

“We depend upon selective promotions to pro- 
vide increased income from sales for expansion 
purposes,” Fairman declared, “and surveys have 
shown the promotion of electric water systems 
to be the most effective means of building line 
load through increased appliance use.” 


REA Role Is Outlined 

G. E. Dillon, assistant chief, Operations Divi- 
sion, Rural Electrification Administration, outlined 
the role of REA in supplying power to American 
farms, 90.8 per cent of which now have central 
station service. 

Leo Friske, sales manager of Red Jacket Mfg. 
Co., reported results of a highly successful farm 
water systems open house and installation dem- 
onstration, held Sept. 16 on a farm in Polk Coun- 
ty, Ia., under the joint sponsorship of the Iowa 
power suppliers, Iowa State College, manufactur- 
ers of electrical water systems, and various farm 
service organizations. 

Numerous committee reports were made to the 
association membership, including an outline of 
promotional plans for the 1954 National Water 
Systems Month in May, presented by J. C. Cahill, 
Detroit Edison Co., chairman of the joint planning 
committee of the Electric Water Systems Coun- 
cil. The promotion will emphasize the importance 
of having plenty of running water under pressure 
for better health, better living, and better farm 
production. END 
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Te his so ig fobs 


|e ths i fer medium jobs 





..whether it's mushing 


ie 





It takes a FULL 22 team. 





3S. Sherman for all other jobs 


On many excavating jobs the use of big 
equipment is costly and time-consum- 
ing. The Sherman Power Digger is 
designed so that you get all the advan- 
tages of power digging on these jobs. 
Thousands of users have proved that 
the Sherman Power Digger reduces 
costs. Write today for descriptive 


literature V48. 








Designed, Engineered and Manufactured Jointly by 
SHERMAN PRODUCTS, Inc. 
Royal Oak, Michigan 
WAIN-ROY CORPORATION 
Hubbardston, Mass. 































































Patent No. 2,303,825 
Other patents pending 
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| “American Brand” 


KNO-LEAK 


_ CUT LENGTH PACKING 





























WILL SAVE YOU 
MINUTES ON 
EVERY JOINT 
YOU CAULK 
















KEENEY Automatic BUOVENT 
You Have Complete Control 














PUT UP IN 5 LB. 
BOXES; 10 BOXES TO 


For MANUAL, VENTING rerun "ome oH 


nee ap i lg — KNO-LEAK is an improved jute packing treated 

with a special compound that packs down well and 
THE DUOVENT is so de- stays tight the first time. It expands when wet, making 
signed that it’s easy to get at. the joint even more secure. Kno-leak is put up in cut 
Operates from any angle. lengths, ready for use. You'll find you can caulk joints 


| faster and easier with Kno-leak. The easy way to end 
THE D 7 etd 
bast ee ee caulking worries, save time and make more money, 


off, and it’s low priced. 





is to use Kno-leak. Order it from your regular supplier. 








SEE YOUR DISTRIBUTOR NOW .. . OR WRITE US 


American Manufacturing Company 
Brooklyn 22, N. Y. 


Rope (Manila + Sisal * Jute * Nylon + Polyethylene * Saran + Glass) 
Twine » Oakum + Packing + Baler Twine * Carpet and Electrical Yarns 


| 

| 

| Branch Factories: 
Nw R if ( | St. Louis Cordage Mills, St. Louis 4, Mo. 
@ | Delaware River Jute Mills, Philadelphia, Pa. 


| Sales Offices: 
| BOSTON + CHICAGO + HOUSTON + LOS ANGELES » NEW ORLEANS 
| PHILADELPHIA + PITTSBURGH + SAN FRANCISCO 
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Comment From Canada 

INTRA-INDUSTRY COOPERATION is the keynote in 
Canada. 

Manufacturers and wholesalers are joined in 
a single association (The Canadian Institute of 
Plumbing and Heating) and this organization 
cooperates in marketing and trade promotion with 
the Canadian National Assn. of Master Plumbing 
and Heating Contractors. 

Your editor, visiting the annual meeting of the 
Institute recently, found the industry’s problems 
in Canada to be quite similar to those in the U. S. 
Their problems seemed less complicated, but the 
language used to describe them was much the 
same as the language in the United States. 

A principle concern of leaders was the invasion 
of the Canadian market by retail stores supplied 
by a large American mail order firm. The Cana- 
dian industry’s answer to this problem is to en- 
courage better selling, display and advertising 
by plumbing and heating contractor-dealers. 

New construction is booming throughout the 
provinces. Canadian authorities do not expect to 
share in any business downturn which may occur 
in the United States next year. They expect their 
building boom to accelerate in 1954. 

But Canada, like United States, experiences 
the paradox of severe price competition in a big 
volume market. The manufacturers and whole- 
salers were tremendously interested in Domestic 
ENGINEERING’S Fair Price Program and listened, 
with rapt attention, to slogans presented by Ca- 
nadians to Domestic ENGINEERING’s “hanging” 
cartoon. 

To combat price demoralization—and in anti- 
cipation of an eventual end to the building boom 
—Canada looks to remodeling. “The Bay City 
Story” is as interesting to Canadians as to Ameri- 
cans. At the Institute meeting, members saw the 
Remodeling Film Strip issued by Domestic Enct- 
NEERING. They wanted details on the survey 
techniques used in Bay City; they took the Bay 
City findings as common denominator to their 
own cities and rural areas; they wanted the sales 
aids (Modernization Sales Kit) which translate 
the Bay City findings into actual sales promotion. 

Canadian leaders study the experience of our 
industry in the United States in close detail, and 
are ready quickly to adapt our findings to their 
own purposes. Avid for information, aggressive 
and expansionist in viewpoint, the Canadians are 
proud of their present achievements and confident 
of much greater ones for the future. 

In addition to the Bay City Story, the Institute 
annual meeting program featured an address by 
George T. Underwood, executive secretary of the 
American Institute of Wholesale Plumbing and 
Heating Supply Assns., Inc. Talking on the 

(Please turn to top of page 170) 
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GENeRAL 


““TESTITE”’ 
Cast Bronze 
Solder Fittings 


The GENERAL trade-mark on cast bronze solder 
fittings is your assurance that they are ““Testite” . 
the highest quality fittings you can buy...air-under- 
water tested for perfect performance. 


Yet, you pay no more for this premium quality... 
and here’s why: GENERAL’S modern manufacturing 
methods, incorporating many automatic operations, 
keep costs down. You get fittings that reduce curbu- 
lence, and have accurately machined sockets for pre- 
cise fits and easy soldering .. . all for the same price 
as “ordinary” solder fittings. And ... “Testite” Fit- 
tings are available now for immediate shipment. 
Order today, or write for detailed folder. General 
Fittings Co., 118 Georgia Ave., Providence 5, R. I. 





TANKLESS AND INDIRECT WATER HEATERS 
AND HEATING SPECIALTIES 

















170 DOMESTIC ENGINEERING 


laine itisata glance opis 


THOME oe 


CROSS SECTION VIEW... 


THERMOSTAT ychich 
DEPENDABILITY 
aaa 


CONTROL 


| SNAP-ACTION 


Thermostat 
Model No, 12 









here’s a great deal of 
satisfaction in knowing that 
the Water Heaters you sell 
are equipped with AMERICAN 
CONTROL Snap-Action Thermo- 
stats . . . known as the heart of 
the water heater. This fact is 
assurance to your customers that 
the AMERICAN CONTROL Snap- 
Action Thermostat will automati- 
cally maintain hot water in the 
tank at all times. 


The AMERICAN CONTROL 
Thermostat is torture-tested, 
strong and dependable—backed 
by engineers and craftsmen who, 
in the production of this remark- 
able control appliance, have 25 
years’ experience to back them 
up... that over a million of their 
thermostats have been gainfully 
used in top-quality water heaters. 


PREC TS 1 0ON 
MANUFACTURED 
FOR GREATEST 
SATISFACTION 


WRITE FOR COMPLETE 
DETAILS TODAY! 
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“Guided Salesmanship” program of the American 
Institute, Mr. Underwood showed some of the 
films issued by his group for use in employee 
training. 

A film encouraging Main Street stores and 
better merchandising by contractor-dealers was 
presented under the sponsorship of the marketing 
committee. A leading speaker was D. B. Mansur, 
president of the Central Mortgage and Housing 
Corporation. Mr. Mansur, whose job approxi- 
mates that of FHA Commissioner in the U. S., 
forecast greater availability of mortgage money to 
encourage new construction. 

The convention was capably managed by G. 
W. Parker, president; G. H. Dixon, general man- 
ager, and J. Kieth Milne, convention chairman. 
Several of the original members and officers of 
the association, formed 21 years ago, were active 
in the latest convention—including Ivan R. Leger 
and G. C. Crawford. Members responsible for the 
important activities of the marketing committee 
are D. C. Willmot, chairman, and C. N. Chapman, 
vice chairman. END 


NEMA Appliance Div. Elects Officers 


R. A. Ricu, vice president of Philco Corp., Phil- 
adelphia, was elected chairman of the Major Ap- 
pliance Division of the National Electrical Manu- 
facturers Assn. for the coming year at the 
Division’s annual meeting Nov. 10 in Atlantic 
City. D. A. Packard, general sales manager of 
Kelvinator Division, Detroit, was elected vice 
chairman. 

Members of the Division are manufacturers of 
dehumidifiers, electric sinks, electric ranges, elec- 
tric water heaters, electric refrigerators and farm 
and home freezers. 

The six sections of the Division also held meet- 
ings to name officers for 1954. The results of these 
elections follow: 


Dehumidifier Section 


Chairman—W. L. Jeffery, sales manager of Re- 
frigeration and Ranges, Kelvinator Div., Nash- 
Kelvinator Corp., Detroit. 

Vice chairman—H. F. Hildreth, manager of Re- 
frigeration Specialties Dept., Electric Appliance 
Div., Westinghouse Electric Corp., Springfield, 
Mass. 

Chairman, General Engineering Committee—R. 
H. Tull, section manager of Refrigeration Appli- 
ance Specialties Engineering, Westinghouse Elec- 
tric Corp., Springfield, Mass. 


Farm and Home Freezer Section 


Chairman—J. H. Overmyer, vice president in 
(Please turn to top of page 172) 


December, | 953 








December, 


pLUMBIN 

HEATING 

WHOLESA 

Attents 
/ 


SB 


[ 


Ql 
EA 


ne oe meme 


Here are 
for the P 
24 sectior 
you up-to- 
The SUPP 
who find 
their own 
to the cus 
by the pu 





\_ MAC 


“SPA 


e+ » han 
grief ii 


—says one 
keep the 
the fuel 
clogged 
filtering «¢ 
filter doe: 
all during 





SH3 
Resists W 








Makers of { 








December, 1953 DOMESTIC ENGINEERING 171 


iber, 1953 

















PLUMBING AND 



































































































































| 
1erican {} HEATING | 
of the [| WHOLESALERS mm Balanced Pressure of | 
(1% e&* 2 I/¢ s % “y 
ployee pay 
wha te OPT « | 
94 
‘S and | 
‘S was . — | 
keting 
a Effects Faster Hieron | 
using That Nicholson radiator traps cut heat-up time and fuel | 
proxi- costs is repeatedly demonstrated by institutional installa- 
U.S tions. Nicholson traps feature: (1) Balanced vapor-pressure 
ow, principle; provides maximum valve opening with lowest 
1ey to temperature difference between steam and condensate. 
(2) Larger valve or- 
oy G. Published in esa icon al | 
man- QUICK AND Two Editions um; press. to 25 Ibs. 
man. EASY WAY i the MASTER and 
ss ‘ SUPPLEMENT Copy | 
ictive | 
weger Here are two beautifully bound, loose-leaf price data books 
r the for the Plumbing and Heating Wholesaler. Fully illustrated. 
‘ 24 sections of vital information. The MASTER COPY keeps 
iittee you up-to-date on market changes, etc. Size 842” x 11” x 112”. | 
man, The SUPPLEMENT COPY is designed for wholesalers or jobbers 
4 who find it necessary to have a tailored price set-up to meet | 
END their own individual needs. Adaptable as a price service book ! 
- te a. Size: 842 x 11 x 1% or 2% inches. Published | BULLETIN 452 | 
y the publishers of the Bradford Price Book. : 
rs the Write for Full Information Today 190 Oregon St., Wilkes-Barre, Pa. 
= MAC EWAN MARKET MANUAL_) 
p- INCY 69, MASSACHUSETTS 
nll a p TRAPS - VALVES - FLOATS | 
the | 
. te | Ee 
atic | “SPARKLER FUEL OIL FILTERS | 
’ 
— R - oe 3 N OW! - . GENERAL AUTOMATIC'S 
vice eo e have sav me a ior o 
" E pictteenaaytnomer | COMPLETE LINE AVAILABLE — 
so 
lec- | FOR BETTER PROFITS! | 
arm —says one fuel oil dealer. If you | 
keep the fine tank rust out of | Conversion Floorlevel 
ne the fuel line you don’t have Oil Burners Baseboard Heating 
a clogged burner tips. The rayon All sizes up ey 
filtering element in a Sparkler | to 20 G.P.M. : warm air systems 
filter does just this, consistently | . . Ready to install, 
all during the heating season. Boiler-Burner i in the famous 
Units MU G/AProfit Pack- | 
Horizontal water tube, — z age.” Send for 
Re- economical operation. All Spec. 56 on Hot 
sh- as Tee “4 ny Water and Spec. on Warm Air. 
steam. 
Re- Dual De-Airator Tank 
= Warm Air A positive eliminator of air blocks 
‘Id, Conditioners in forced hot water heating systems. 
REsISTs WAXY IMPURITIES 
R AND WATER 
=" Model Service R dations Compact fi nomical - ‘ -. ca a 
li- SH-3 for space heaters and other smail burners r ation - . .”@5,000 to 200,000 EI. NX EI RAI i] 
ec- 08-2 — for average | home burner OER B.T.U. capacity. _ 
©8-4 ~—for gpartment buildings ‘and small steam om on : Y Mh, val 
boilers / 
| 08-8 _for in Se en Te e oF aa 2300 Sinclair Lane Ul. - a 
Baltimore 13, Md. TENE RAL AUTOMATIC F 
















Pp ARKLER Write G. Harry DeGraw for particulars | 
S MANUFACTURING CO., Mondelein, ill. | Representatives in Principal Cities | 


Makers of filters for the petroleum industry for over a quarter of a century 
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YOUR CUSTOMER will get 


maximum 


2 
heating economy 


YOU will have 


no hot spots 
no cool spots... 
no trouble spots! 


NATIONALLY 


ADVERTISED 
Engineered by KOVEN.... one of America’s leading steel fabricators since 1881 


WATERFILM BOILERS, INC. 
a division of L. O. KOVEN & BRO., INC 
36-40 New York Ave., Jersey City 7, N. J. 











(Continued from bottom of page 170) 
charge of sales, Revco, Inc., Deerfield, Mich. 


Vice chairman—P. B. Thompson, assistant pro- 
duction specialist, Refrigeration Sales, Inter- 
national Harvester Co., Chicago. 


Chairman, General Engineering Committee— 
Milton Kalischer, manager of Engineering, Elec- 
tric Appliance Div., Westinghouse Electric Corp., 
Springfield, Mass. 


Household Refrigerator Section 


Chairman—F. J. Bommer, vice president of Quic- 
frez, Inc., Fond du Lac, Wis. 


Vice chairman—H. J. Miller, manager of Appli- 
ance Sales Dept., Frigidaire Div., General Motors 
Corp., Dayton, Ohio. 

Chairman, General Engineering Committee—Mil- 
ton Kalischer, manager of Engineering, Electric 
Appliance Div., Westinghouse Electric Corp., 
Springfield, Mass. 


Electric Range Section 


Chairman—D. J. Irvine, sales manager of Ranges 
and Water Heaters, Hotpoint Co., division of 
General Electric Co., Chicago. 


Vice chairman—H. H. Hubbard, vice president of 
Electric Range Div., Phileco Corp., Mt. Clemens, 
Mich. 


Chairman, Technical Committee—H. W. Schulze, 
manager of Range Engineering Div., Philco Corp., 
Philadelphia. 


Electric Water Heater Section 


Chairman—W. R. Arbuckle, manager of Water 
Heater and Kitchen Utilities Dept., Electric Ap- 
pliance Div., Westinghouse Electric Corp., Mans- 
field, Ohio. 


Vice chairman—E. J. McFadden, general manager 
of Water Heater Div., Combustion Engineering, 
Inc., Chattanooga, Tenn. 


Chairman, Technical Committee—C. E. Hughes, 
manager of Water Heater Engineering, Hotpoint 


| Co., division of General Electric Co., Chicago. 


Household Sink Units Section 


Chairman—W. R. Arbuckle, manager of Water 
Heater and Kitchen Utilities Dept., Electric Ap- 
pliance Div., Westinghouse Electric Corp., Mans- 
field, Ohio. 


Vice Chairman—F, J. Nugent, vice president of 
sales, The Schaible Co., Cincinnati. 


| Chairman, Technical Committee—Dr. Hans Tor- 
| dan, chief engineer of Given Manufacturing Co., 
| Los Angeles. END 
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Additional Notes from the Air Con- 


ditioning Show... see, also, page 78 


Airtemp Sales Up 200 Percent ... 

AIR CONDITIONING EQUIPMENT is expected to 
reach an all-time peak in sales during 1954, if 
trends based on preliminary figures for 1953 con- 
tinue, according to a spokesman for the Air Con- 
ditioning & Refrigeration Institute at the annual 
air conditioning show in Cleveland. 

The Institute based its est'mates not only on the 
preliminary 1953 sales figures, but also on manu- 
facturers’ plans revealed at the show. 

The sales trend in room air conditioners alone, 
the Institute points out, shows that 1952 sales were 
over 50 percent more than those of 1951, and total 
sales in 1953 will probably be three times those of 
1952, showing a 350 percent increase in a period 
of two years. 

“This almost incredible rise in sales in two 
years,” said George S. Jones, Jr., Institute direc- 
tor, “might make some wonder if a leveling off is 
to be expected. However, the unanimous opinion 
of the industry appears to be that we are only on 
the threshold of the big advance and that 1954 
will see an all-time peak in sales.” END 


ARI Predicts the Future ... 

Cart E. Bucuuouzer, president of Airtemp Di- 
vision of Chrysler Corp., revealed last month that 
Airtemp’s sales of residential air conditioners in 
the first nine months of this year exceeded 1952’s 
record volume by 200 percent. 

At a news conference at the Cleveland air con- 
ditioning show, Buchholzer stated that sales of 
air-cooled air conditioners alone exceeded 1952’s 
twelve-month record by 57 percent. Water-cooled 
residential air conditioner sales were 64 percent 
higher than 1952 sales. 

According to J. F. Knoff, vice-president and 
general sales manager of Airtemp, the new 
models have opened up markets previously out of 
reach of water-cooled air conditioning. 

“In the west, southwest and portions of the mid- 
west, the water supply problem has been elimin- 
ated. The number of inquiries received by dealers 
in these areas, and at the factory in Dayton, seem 
to assure a great future for air-cooled air condi- 
tioning,” Knoff said. 

Employment at Airtemp’s Dayton headquarters 
currently is at the springtime level, Buchholzer 
also stated. For the first time, two full shifts are 
employed on last-quarter production of 1954 
models of room air conditioners. 

The Airtemp president predicted that his com- 
pany’s sales of year-around residential air condi- 
tioners will triple in 1954, with air-cooled models 
(Please turn to top of page 175) 
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for FASTER SALES and MORE PROFITS 
tell them these reasons why they get 


more hot water 
more econgetfy, 





storage Efficiency 
AVAILABLE IN A VARIETY OF SIZES AND MODELS 
NATIONALLY ADVERTISED 


ELECTRIC: © 





L. O. KOVEN & BRO., INC. 


154 Ogden Ave., Jersey City 7, N.J. 


Plo Jersey Citv, NJ. * Dover, N.J. * Trenton, N.J 






























































































CONDUIT and 


PIPE CLA 


Spread clamps, 
and install 
with 44"" wood 
or machine 
screws,” 


Snap length 
of conduit or 
pipe into 
place. 


Close clamp, 
insert stove 
bolts and 
tighten. 
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THE BEST CRAFTSMEN ALWAYS TAKE pAINE's 

















Theres a complete line of PAINE products 
... made right ta do the job right | 
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THE PAINE COMPANY 
9 Westgate Road, Addison, Illinois 





Perforated "900" Expansion | ‘Spring-Wing" 
Hanger Iron Screw Anchors Toggle Bolts 
Pipe and Hanger Rings “Snugfit"’ 

Romex Straps and Bolts Pipe Hooks 


Send for Catalog of Paine’s Complete Line | 


the best craftsmen always take p 
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CORNING STANDARD 


Gauge Glasses 


Stay Clear Longer 
For Greatest Safety 


Eliminate expensive guesswork in 
reading boiler of vat gauges by pro- 
viding them with crystal clear, highly 
visible Corning STANDARD Gauge 
Glasses. Tests have proven that they 
stay clear and readable much longer 
than competitive brands. 

Maintenance costs are lower, too, 
because Corning STANDARD Gauge 
Glasses are of heavy construction 
and have a high resistance to heat 
shock. Machine drawn to uniform ac- 
curacy, they fit correctly, eliminating 
danger of leakage and making instal- 
lation easy and inexpensive. 

For greatest economy, both in 
maintenance and in protection of 
your investment in equipment, specify 
Corning STANDARD Gauge Glasses. 
Recommended for pressures to 100 
psi, on boilers, vats, coffee urns, etc. 


Gtk topo WOW Nour industrial 
distributor handles the complete 
Corning line, including PYREX brand 
sight glasses, lubricator and oil cup 
glasses. 


CORNING GLASS WORKS 


CORNING, NEW YORK 
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(Continued from bottom of page 173) 
accounting for two-thirds of the increase. Reduc- 
tions in initial installation costs, lower annual 
operating costs, and great flexibility in residential 
installations are expected to make residential air 
conditioning more desirable from the average 
family’s economic viewpoint. 

“The idea of residential air conditioning has 
been accepted by average American families,” 
Buchholzer said. “Year-around air conditioning 
has helped to make homes more appealing, liter- 
ally better places for year-around living.” 
~ “It is not illogical to predict that by 1956, two 
out of every three homes built to sell for $14,000 
or more will include air conditioning. By 1958, 
based on the homebuilder’s million starts per year, 
approximately one-half of all new homes will in- 
clude year-around air conditioning,’ Buchholzer 
concluded. END 


Westinghouse Returns to Field ... 


RETURNING TO THE ROOM air conditioner field 
after an ll-year absence, the Westinghouse Elec- 
tric Corporation introduced its new line of room 
air conditioners Nov. 9 at the 8th All-Industry Re- 
frigeration & Air Conditioning Exposition in 
Cleveland. Simultaneously, the company showed 
its 1954 line of dehumidifiers, one of which doubles 
as a room heater, and its new line of water coolers. 

There are five models in the new Westinghouse 
air conditioning line, ranging from % to 1% hp. 
Push-button comfort controls on the three deluxe 
models provide a choice of ten comfort zones, 
while dial-type controls on the two special models 

(Please turn to top of page 176) 
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“This is the place, alright. She said she was doing 
the dishes when it happened!” 
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Jm Small package 
(Only 23 inches high ) 


Vor 


Big Capacity 


(50,000 Btu’s per hour ) 


Ass sired extra 


engineered 


Ve 


The NEW Carrier Gas-fired Unit Heater 46T50, 
announced recently, is already a success. It opens a 
wide additional market for jobbers and installers. 
Compactness makes the 46T50 available for directional 
space heating (with space saving) in countless low- 
ceiling stores, garages, service stations, *diners, vesti- 
bules, entrances, etc. 

Simplicity is the key to its compactness. Gas is fired 
directly in the tubes of the leakproof one-piece heat 
exchanger, resulting in maximum heat transfer. 16-gauge 
ALUMINIzED STEEL is used for the exchanger. This 
exclusive Carrier feature adds years of service. Gas and 
fan shutoffs are completely automatic. 

Carrier Engineering means fine quality, handsome styl- 
ing, exceptionally quiet operation and sturdy construc- 
tion. The Unit is AGA-approved for all types of gas. 
Are you interested in the extra sales and profit opportunities 
this new model offers—and especially in a_ protected-territory 
franchise on the complete line of Carrier Gas-fired Unit Heaters 
comprising both propeller-fan and duct types? Models are 


available in & sizes from 50,000 to 230,000 Btu's per hour. WRITE 
to Carrier Corporation, Syracuse, New York. 


AIR CONDITIONING + REFRIGERATION + INDUSTRIAL HEATING 














176 DOMESTIC ENGINEERING 


THERE’S ONLY ONE Gomacxc 
UG WASTE 


$ 
G ca ° CANADA 


SANITARY 
WALL 


Controls and guides, inde- 
pendently, drain flow of 
riolaiMeaclilelelail il melile Me ielele| 
waste directly to wall outlet. 


Self scouring! Free flowing! 
No back-up! No odor! It's 


the “DUO” Sanitary Wall! designed, and 


made solely by 77#SLGe@ MFG. CO. 


The genuine “DUO” Waste, developed by M. S. Little 
engineers, has been recognized as a unique contribution 
to the design of sanitary plumbing fixtures. Ideally 
suited for use with two-compartment sink installations, 
with or without food waste disposers, the “DUO” Waste 
patented Sanitary Wall construction effectively prevents 
waste matter of one 
compartment from 
backing up into the 
other compartment. 


Endorsed! 


The Genuine “DUO” 
principle of sanitary 
draining has the 
unqualified endorsement of health and plumbing authori- 
ties everywhere. Prominent food waste disposer manu- 
facturers also recommend the genuine “DUO” Waste. 


DON’T ACCEPT SUBSTITUTES! DEMAND THE ONE 


AND ONLY GENUINE “DUO” WASTE! LOOK 
FOR THE LABEL! 














! 











(Continued from center of page 175) 
have six settings. All are equippea with draft-free 


grilles that are individually adjustable to direct 
the flow of conditioned air up, down, left, right or 
combinations of directions. To give year-round 
use, heating elements are built into the 34 and 1 
hp. deluxe models, and thermostats are standard 
equipment on these models. 

With a smooth outside appearance to harmon- 
ize with contemporary furniture, all models in the 
new line feature concealed controls that are ac- 
cessible at a “no-stoop” level beneath the cabinet 
lid. Color used in all cabinets is two-tone rose 
beige. 

The new dehumidifier can be used as a space 
heater on cool days after the humid season has 
passed. 

Attractively designed and trimmed with 
chromium, the dehumidifier will have a heating 
element that can be used with the dehumidifier 
blower to drive heat into the room. In mild 
climate areas, or on cool days at the beginning or 
end of the regular heating season, this model can 
serve as a supplemental heater for a basement 
recreation room or den. END 


Business Setback Won't Hurt Air Conditioning 


REGARDLESS OF ANY GENERAL business setback, 
the air conditioning industry appears headed for 
expansion over the next few years at least, Wesley 
J. Peoples, president of United States Air Condi- 
tioning Corporation, told Domestic ENGINEERING 
at the air conditioning show in Cleveland. 

Mr. Peoples declared that “the tremendous 
demand for air-conditioning of all kinds will re- 
quire years of the industry’s peak production, and 
indeed, considerable expansion of its facilities.” 
Public demand for modern air conditioning facili- 
ties in older structures alone will provide a tre- 
mendous market for the industry, he said. 

Mr. Peoples announced that his company is plan- 
ning to more than double its capacity by taking on 
additional facilities. One substantial new plant 
will be added to its operation immediately, he said, 
and the company is negotiating for several other 
locations in various parts of the country, in order 
to carry out its program for obtaining a larger 
share of the expanding market. 

Mr. Peoples stresses that expansion in air con- 


_ ditioning “while possibly most spectacular to the 


general public in the window unit”, is really most 


| promising for the industry in the broader line 
| of “true air conditioning.” This embraces, he said, 
| rapidly expanding use of air conditioning in in- 
_dustral buildings, mercantile establishments, 


hotels and multi-tenant residences, office build- 


| ings, as well as in the home. 


Possibly the greatest expansion in the air 
(Please turn to top of page 179) 
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HEAVY DUTY 
INDUSTRIAL 


A.C. ARC 
WELDERS 


Industrial type welders that 
offer you — continuous con- 
trol; Faster welding; Sound 
dense welds due to absence of 
magnetic blow; Extreme cur- 
rent ranges; Will handle A.C. 
or A.C.-D.C. electrodes. 
Model 88 — today the ideal choice for all welding applications — 
rated 200 Amps., 50% duty cycle. 
Model 99 offers ‘low initial cost plus high electrical efficiency 
that sets a new high in electric welders — rated 250 Amps., 50% 
duty cycle. 
for complete story on MILLER 


‘ industrial type A.C. Arc Weld- 
nite ers — today. See your MILLER 
distributor. 
ELECTRIC 


@ 
aa r MANUFACTURING CO 
SINCE 1929 © APPLETON WIS 
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Complete Line of Plumbers Tubular Brass 


CS&BCco 


THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN., U.S.A 











Assure Year ‘Round Outside Water with 


WOODFORD FREEZELESS 
WALL HYDRANTS 


STYLE 12 FEATURES 


1. Easy to install through 1” 
hole without taking apart. 


. Quick opening and closing 
valve. 

a . Shut-off threads are —_ 
pe i : building instead of outside 
— head—will not stick with 

frost or chatter. 
e Outside handle oper- 
ates valve inside 


building. 


Wall pipe drains out 
after each closing so 
it cannot freeze. 


Can be used in freez- 
ing temperature with- 
out going into base- 
ment to shut off and 
drain outside water 
outlets. 


Contact your wholesaler or write. . . 


WOODFORD HYDRANT CO. 


DES MOINES 17, IOWA 


f the wo Freereless 





PLUMBING SPECIALTIES 





GRAY IRON CASTINGS 








“JIFFY” or 
HUB TYPE 
FITTINGS 


SERIES No. 200 


Hub Top Fittings furnished in heavy 
or light weight. Large stocks carried 
at all times to give prompt shipment. 











CAST IRON DRAINAGE FITTINGS 


SERIES No. 400—AIl types made in straight and standard 
reduced sizes, from 114” to 2”. Large stocks carried. 


Ask for CATALOG of COMPLETE LINE 


WILMINGTON, OHIO 
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— operates satisfactorily even 





if pressures vary. 


2. It cannot be damaged by excessive steam pressures or by 
freezing. 


3. If the bellows is damaged, the spring action closes the 
valve. Trouble is immediately located because unit or radiator 
becomes cold — no waste of steam — no searching. Thermal 
element easily replaced. 


The *%4” 69B FLOAT and 
THERMOSTATIC TRAP 


Ideal for installation and rehabili- 
tation of unit heaters. Dependable, 
compact, large capacity, easy servic- 
ing and rugged construction makes 
69B an outstanding performer on 
unit heaters and other steam heat- 
ing equipment, 


Tunstall the most convenient Way 


The ¥2” 7—50A ANGLE RADIATOR TRAP 


Keep radiators clear of condensate with- 
out wasting steam. Sturdy bronze 
bodies and covers—replaceable seats. 
Angle, Straightway, Corner or Vertical 
styles, 


STEAM HEATING is MODERN, 
EFFICIENT and DEPENDABLE. 














Xichesléh WNIVERSAL® 


oil tank gauge saves you money 
on ALL installations 


STOCK ONLY ONE GAUGE! It’s weatherproof . . . ideal 
for both indoor and outdoor service. Newly improved 
construction provides long, trouble-free operation. 
Saves you money two ways: in reduced inventory, 
and in lower maintenance costs. 


ELIMINATE NUISANCE CALLS. New type plastic head is 
hermetically sealed ... makes it absolutely leakproof, 
dustproof and shockproof. Pressure-tight, too. 


NO FUMES OR SEEPAGE. There are no holes in the 
ROCHESTER UNIVERSAL Oil Tank Gauge. A 
permanent magnet transmits float-arm action from 
tank to indicator. 


EASY-TO-READ “‘DUAL-DIAL” saves time and effort in 
checking and filling tanks. 


EASY TO INSTALL and stocked by lead- 
ing wholesalers everywhere for all 
standard oil burner storage tanks. 
Underwriters’ approved. Rochester 
Manufacturing Co., Inc., 19 Rock- 
wood Street, Rochester 10, N. Y. 


MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS GAUGES AMMETERS Rosy, 
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- (Continued from bottom of page 176) 
conditioning industry, Mr. Peoples stated, will be 
in the year-round installations, “Already, builders 
of even modest-priced homes are offering year- 
round air conditioning as the outstanding feature 
of the building,” he said. 

Mr. Peoples expressed the opinion that con- 
tractors selling a complete line of air conditioning 
equipment will be the principle beneficiaries in 
the continued prosperty he forecasts for the in- 
dustry. 


Challenge to the Industry ... 
ONE OF THE GREATEST CHALLENGES to the rapidly 
growing air conditioning industry is that of spread- 
ing its sales on an orderly year round basis, ac- 
cording to G. K. Iwashita, general manager of the 
commercial products department of General Elec- 
tric Company’s Air Conditioning Division. 

“It just doesn’t make sense to crowd the greater 
share of a billion dollar business into a few rela- 
tively hot weather months”, the G-E official said in 
a statement to Domestic ENGINEERING at the 
Cleveland air conditioning exposition. 

This is particularly true of commercial pack- 
aged equipment which goes into stores, restau- 
rants, offices and factories, he said. This past 
summer, he said, there were too many stores and 
restaurants that had to ride out the summer with- 
out air conditioning because installing contractors 
just couldn’t get to them in time. 

Iwashita said the answer is an aggressive long- 
term campaign to educate buyers to the advant- 
ages of buying cooling equipment in the cold 
weather months. 

The advantages to the industry in spreading 
the season and eliminating the summer peak are 
obvious, but the advantages to the buyer are 
equally real, in Iwashita’s opinion. 

Lower installation costs, more adequate engi- 
neering surveys, and more time to do a better job 
constitute the really important arguments for in- 
stalling equipment during the winter months, he 
said. Most buyers are naturally reluctant to spend 
money for something they don’t immediately need, 
but even this objection has been eliminated by the 
liberalized financing plans now available, he 
added. 

“General Electric, for example, makes it pos- 


i sible to buy now and enjoy the advantages of an 


unhurried installation in the winter and yet post- 
pone payments until the hot weather sets in and 
the equipment starts earning its way. Under the 
G-E plan, the first monthly payment on equipment 
bought in October through April is not due until 
May 1. In addition to these easy skip-payment 
terms, a further inducement to the early bird 
buyer is the lower price that generally prevails 
(Please turn to top of page 180) 
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Every Adjustable Vent-Rite Valve Has 
Wide Range Of Venting Rates 
















Every Adjustable Vent-Rite Valve 
has an exceptionally wide and com- 
plete range of venting rates ... to 
help assure Balanced Radiation on 
every one of your installations. 


















Adjustment of the venting rate is 
easily accomplished. Each individ- 
ual Adjustable Vent-Rite Venting 
Valve has a streamlined, conven- 
ient, inconspicuous adjusting but- 
ton. Once the valve is adjusted, 
you can be sure of even, uniform 
distribution of heat ... when you 
use Vent-Rites. 






































Where the job calls for 
vacuum vents, ask your 
wholesaler for Vent- 
Rites Nos. 2, 62, 4, or 
6, and where it calls 
for non-vacuum vents, 
ask for Nos. 1, 51, 3 
and 5. 

Vent Rite No. 1 and 2 
(illustrated), for radia- 
tors, has Vg” side con- 
nection with siphon. 
3/32” Diam. Vent Port 
Overall height 3”. 
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(Continued from bottom of page 179) 
during the cold weather months,” Iwashita said. 
on 1200 SERIES General Electric is currently conducting an 
intensive “Savings Season” sales campaign along 
FLOOR and SHOWER DRAINS these lines to convince logical next summer pros- 


pects that now is the time to buy. END 
Assure Permanent 


Water-Tight Connections! Detiesh Gor Réom Walls ... 

Room AIR CONDITIONING SALES will soar to 
1,500,000 units in 1954, Bernard A. Mitchell, presi- 
dent of the Mitchell Manufacturing Company, 
predicted last month. 

Mitchell said that next year’s sales will almost 
equal those of the entire eight years since the 
room air conditioner industry went into volume 
production after World War II. 

Mitchell’s prediction was based on a statistical 
study compiled by his company using industry 
and utility company tabulations. The study shows 
that room air conditioners are the fastest growing 
sales item in the home appliance field. 

The study also indicated that upwards of 800,- 
000 conditioners were sold this year alone as com- All Sparta 


Patented Clamping Device danced 


las pared with only 1,000,000 units in the preceding 
Eliminates Bolt Holes seven year period. 
Through Flashing “There is no reason why this boom in sales 
_ sr rar EN 


ERE RE 


should not continue for a long time,” Mitchell said. 


The famous Boosey No. 1200 Series . 
Seats dba an euduiee Contien “Only 3.4 percent of our potential market has been 


Seepage Groove Clamping Device reached while over 91 percent of the people who 


which secures flashing material. By mere- ° 
ty Gabinaing Giiur ton heed bres hols can use refrigerators already have them, and 63 
into the tappings provided in the drain percent of potential television buyers already own 


body there is no piercing of the flashing 


” 
material. This assures a really perma- sets. e f 
nent water-tight connection. The unique Although climate plays a part in the sale of air 


design of Boosey'’s Continuous Groove The Boosey Continuous Seepage «4s . 
feature provides c maximum secondary “lamping Plate secures the Rashing conditioners, comparative figures from a northern 
veepage area and eliminates clogging shaped clamping ring. and southern city—Philadelphia and Houston— 


vith building materials during construc- ° one 2 ‘ 
ian petal, oe ee show that air conditioners are selling well in both 
All Boosey adjustable tailpieces are places. In Philadelphia they have risen to third 
threaded Standard lron Pipe sizes pro- place, surpassed only by television and refrigera- 


viding easy adjustment to varying floor ° . 
thicknesses. Boosey No. 1200 Series tors in unit sales, and in Houston they have passed 


Drains are available in a complete F the sale of refrigerators. 


range of sizes and outlets with a wide . ° 
choice of non-adjustable and adjust- Mitchell said homes and apartments account 


able strainer heads. Also available is for 76 percent of all room air conditioner sales 


the Boosey No. 1200-Cl with “Deep : : ‘ 
Set” sialner Mead <cnd tame. When with the rest going to offices, factories, hotels and 


No. 1210 RA Series Side Outlet $Pecified, strainer heads are furnished motels. The most popular place for them in homes 
Topped in *Illinois Metal at slight extra cost, - 
is the bedroom. 


The most often called for size is the 34 hp. unit 


“Illinois Metal is an easily with the % hp. unit next in popularity. END 
machined, acid resisting met- 
al, exclusive with Boosey, 


which acquires its polished 
finish by buffing—a solid Report from Servel ... : aa ae 
metal—(not a plate). It can- RECORD-BREAKING SALES of air-conditioning 


not peel at the edges and . : e 

sil aebtndic ae wane oft equipment in the 2-to-25-ton range were reported 

like plated metals. Nov. 12 by Servel, Inc., Evansville, Ind. 

No. 1225 R ri i . 

wma The company’s sales volume on all-year air con- 
Manufacturers of complete Boosey line of Floor, Shower, Urinal ditioners and heavy-duty water-chillers is already 
and Roof Drains—Grease Interceptors, Backwater Valves, Vacuum 101.2 percent ahead of 1952 figures, according to 


Breakers and Fixed Air Gaps. Send for complete literature. " . ‘ ° P 
John A. Gilbreath, assistant vice-president in 


NORMAN BOOSEY MFG. CO. charge of air conditioning. 


General Sales Office “We expected 1953 to be a good year,” Mr. Gil- 
5281 AVERY AVENUE DETROIT 8, MICHIGAN (Please turn to top of page 182) 
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The popular priced shower stall 
that’s full of the features you’d 
expect only in more costly 
showers ... plus Spartan full 
length, deep groove, slip-on con- 
struction for extra rigidity and 
long life. Undoubtedly America’s 
easiest shower to assemble...a 
genuine saving to the plumber. 
Heavy gauge steel. Also avail- 
able in heavy gauge aluminum 
... The Crown. 


Ali Spartan 
Literature on Request 


Showers Made of 
Galvanized-Bonderized Steel 
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ON EVERY 


SCHOOL sos... 


THE NEW 


HAWS 
Model No. 2000 
Series 


DECK TYPE 

VANDAL PROOF 

DRINKING FOUNTAIN can be installed with practically 
any combination of HAWS Fixtures...Pantry Faucets...bubbler type 
Drinking Faucets... Fill Glass Faucets or HAWS Emergency Eye Wash 
Fountain! The ideal deck type drinking fountain for ail school class- 
room and laboratory requirements. Adaptable for industry, too! Fin- 


ished in acid resisting white enamel with stainless steel mounting rim. 


@ WRITE TODAY for brochure showing versatile 
: applications and details! 


DRINKING FAUCET CO. 


DURTH STREET (Since 1909) BERKELEY 10, CALIFORNIA 





Sat’ DRESSER 
fe COMPRESSION FITTINGS 
SIMPLIFY 


INSTALLATIONS 


See your local supply store 


for a COMPLETE LINE of couplings, ells, tees, adapters, etc. 


Od & @ «@&s 








For FASTER HEATING & MELTING 
Use «Walual PROPANE 
FURNACES & TORCHES 


#5 TORCH 
Develops 2400° F. 


PLUMBERS & HEATING MEN— 
DON’T MISS THIS: Mutual's field 
proven Propane Furnace melts 60 pounds 
of lead in 12 minutes. Mutual Propane 
Furnaces and Torches are hotter, faster, 
safer. You get the job done better and 
quicker with fewer man hours. No pump- 
ing, priming or waiting. Won't blow out. 
No smoke. Light weight. Ideal for heavy 
duty preheating and close melting. Blow 
torch and soldering iron can be attached 
to Propane tank hose. 

Mutual High Speed Torches available in 
broad flame or pointed flame. Reduce ex- 
cessive labor costs. Use Mutual Torches 
and Furnaces for the most efficient, clean- “~ 
est, portable fuel known. 

Send for free Mutual cat- 

alog and price list. 


— # ae | 
*Liquid Petroleum Gas i TORCH Gren Prato 


DER NOW ; 
aI Qualified jobbers Wante 


: V 
WITTY: LIQUID GAS EQUIPMENT CO., Inc. 


oe 3600 WEST IMPERIAL HIGHWAY, INGLEWOOD, CALIF 


#4A TORCH —Pointed Flame 











DOMESTIC ENGINEERING December, 1953 





182 
December, 





(Continued from bottom of page 180) 


for the comfort of the traveling public has been 






































































breath said, “and it has fulfilled our expectations. another big factor in our increased sales volume.” Manag 
This upturn has been reflected in the sale of every One of the newest hostelries to provide all-year 
model in the line, from the compact 2-ton unit that air conditioning for its guests is the recently here toc 
provides both heating and cooling for smaller opened 192-room Hotel De La Warr, the first com- were ge 
homes to the 25-ton water chiller that is used for pleted unit of a $30,000,000 “Five States Wonder review 
commercial comfort cooling and industrial process- Mile” shopping center on DuPont Parkway near In the 
ing.” Wilmington, Del. END sales er 
One of the contributing factors in Servel’s in- have a 
creased volume has been the adoption of all-year i neering 
gas air conditioning as a built-in feature of homes REFRIGERATORS | “ mainly | 
in large housing developments, Mr. Gilbreath de- ~ |] Ceasar you wat 
clared. there a1 
He pointed to the new Broadmoor development, subject. 
now under construction at Little Rock, Ark., as on your 
an example of the swing of speculative home very va 
builders to all-year air conditioning. When com- We al 
pleted, the Arkansas development will consist of Now the 
700 fully air conditioned houses in the $11,000 to The mz 
$17,000 price range. might a 
“The 2-ton air conditioning unit used in these pect’s e 
Little Rock homes,” Mr. Gilbreath pointed out, Y mI your ey 
“was put on the market for the first time this year. i Lae finger, h 
It uses gas for both winter heating and summer f WAT “il will do 
cooling, requires only 8% sq ft of floor space and pect’s p 
is only 75 in. high. 3 ton ur 
“Operators of hotels and motels have turned to : : : and no 
' Baht ’ : . “It ends all temptation when you're on a diet, and it keeps a 
air conditioning in ever growing numbers this strong hand on the budget, too!” around 
year,” Mr. Gilbreath stated. “Their consideration one of 1 
installat 
























Type 518 Safety Limit Control 
for warm air . . . also avail- 
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geen TED pIAPHRAG able in Type 519 Fan Control. 
fF COMPENSA Pp It can be mounted in close 
SELT- BRASS cu quarters in any position or at 
STAINLESS any angle. 
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how 
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WORKS 
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In the 
and h 
Contr 
more 
On 
job is 
Interior of Type 520 Com- phrag 
bination Fan and Limit ambie 
Control. Note enclosed con- - mn 
tact mechanism, accessibil- liquid 
ity of terminals for easy : 
wiring, and the ‘‘sight-set’’ sensit 
calibrated dials. ance | 









PENN Heating Controls 
Are Nationally Advertised In 


BETTER HOMES & GARDENS 
AMERICAN HOME 
NEWSWEEK 
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Managing an Air Conditioning Business 
(Continued from bottom of page 82) 

here today just remembering one thing that you 

were getting a little stale on, then possibly this 

review was worth-while. 

In the beginning I said that an air conditioning 
sales engineer or air conditioning dealer must 
have a thorough grasp of air conditioning engi- 
neering know how, which for our purposes is 
mainly concerned with how to lay out a job. If 
you want to learn the science of air conditioning, 
there are any number of columns written on the 
subject. A little extra work at night reading up 
on your trade papers and textbooks will prove 
very valuable to you. 

We all know what the words “heat gain” mean. 
Now there are several ways of figuring heat gain. 
The manufacturers’ methods are some, and I 
might add a few others. If you walk into a pros- 
pect’s establishment and feel pretty confident of 
your eyesight and insight, you might wet your 
finger, hold it up, look around, and say, “Five tons 
will do it.” Another way is to walk into a pros- 
pect’s place of business determined to sell him a 
3 ton unit because you have four of them in stock 
and no 5’s or 7’s even on the way. You look 
around and you say, “3 tons will do it.” Either 
one of those two methods will result in a faulty 
installation. 


In thousands of installations . . . both warm air 
and hot water . . . heating men report that PENN 
Controls give faster response, greater accuracy, 
more dependability and are easier to install. 

One of the reasons for this superiority on the 
job is PENN’s patented, self-compensated dia- 
phragm structure which eliminates the effect of 
ambient temperatures. Another reason is the 
liquid-filled power element which has greater 
sensitivity combined with dependable perform- 
ance year after year. Then there is the compact, 
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If you’ve got a bunch of 3’s on hand that you 
ordered maybe a little optimistically, you know 
your surrounding dealers—Why don’t you buzz 
them on the phone and say, “Look, Pete, if you 
need a 3 ton, I’m a little loaded on 3’s.” In the long 
run, the customer will be better off in buying the 
size unit that is properly selected for the job. 

And now a sales point that comes in under the 
heading of engineering. Make a practice of taking 
heat gain sheets with you. If you have an oppor- 
tunity to measure a heat gain in your prospect’s 
presence, let him help you with it. He will be in- 
terested in following the various points, and you 
can ask him for the answers you need in order to 
estimate the heat load. By letting him follow you 
step by step, you can show him that air condition- 
ing is no great mystery; and by allowing him to 
work out the heat load with you, once again you 
are getting on his wavelength. 

The third requirement for proper air condition- 
ing engineering is the correct selection of equip- 
ment. When you have made out your heat gain 
sheet, you will have a clear indication of the num- 
ber of Btu’s required, and therefore you will know 
what unit to recommend. If a competitor has 
recommended a unit of smaller tonnage, all you 
can do is to shrug your shoulders, point to the heat 
gain sheet, and say, “Mr. Jones, figures don’t lie. 

(Please turn to top of page 184) 


FOR TODAY’S MODERN HEATING SYSTEMS 


CONTROLS with FAST RESPONSE 
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snap-acting contact structure totally enclosed to 
assure a dust-proof, tamper-proof, dependable 
switching mechanism. 

And there are many other reasons which make 
PENN heating controls “tops” for any system 
with every kind of fuel. Try ‘em on your next 
heating job... and you'll agree! Ask your burner 
manufacturer, wholesaler or write Penn Controls, 
Inc., Goshen, Indiana. Export Division: 13 E. 40th 
Street, New York 16, N. Y., U.S.A. In Canada: 
Penn Controls Limited, Toronto 13, Ontario. 




























AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 






















Leaky Faucets 
Can Cost you Money 
...and Customers / 




















































































Disgruntled customers are just bad business. But leaky 
faucets don’t have to be the cause. Chicago Faucets 
— today’s most wanted faucets — have a record of 
dependable, trouble-free service that is unsurpassed 
by anything of their kind. With but occasional re- 
washering, they stay leak-free for years and years. 
They close with the pressure, not against it, lessening 
wear at the spot where leakage normally occurs, 
and assuring easy operation. If ever necessary, the 
standard operating unit, in whole or in part, can be 
replaced as easily as replacing a light bulb. The 
good will you build with each Chicago Faucet will 
pay off in business for many years to come. 















THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 




















\ 
























Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 
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(Continued from center of page 183) 
You went over this heat gain sheet yourself with 
me, therefore I am sure you can see that if an- 
other outfit is offering to do the same job with a 
smaller machine, you are going to wind up the 
loser.” 

When it comes to the proper location of the unit, 
here again it is important in some cases to let 
the prospect assist you. Give him several alter- 
nate locations, any one of which will work equally 
well. Then ask him to tell you where he wants 


| the unit placed. Thus he will feel that it is his 


| decision, and he will not be so inclined to argue 


with you, as he will if you pick out his most 
valuable floor area for your unit. 

Incidentally, if splitting the unit is necessary 
to do the job, then split the unit. You take the 


_ lowside and suspend it from the wall, and then 
| take the highside and either remote it on the 
| roof, in the basement or in the back. 


The same technique can be used in some in- 
stances for determining whether or not the in- 
stallation should use ductwork. Point out to 


| your prospect that this equipment can be in- 


stalled in the attic, the basement, a shed—any- 
where he wants. But also point out that if he will 
install the equipment in the conditioned area, he 
will avoid the cost of ductwork and therefore save 
himself some money. Then let him make the de- 
cision. Once more you are on your prospect’s 
wavelength. 


At this point, I’d like to mention a warning. 


| Learn how to size and lay out ducts, even if you 
| plan to subcontract this work. It will pay you 
| dividends to obtain two or three sheet metal prices 
| on the job. In many instances your selling price 


may be out of line because your sheet metal price 
was high. If you gain the ability to estimate your 
sheet metal costs on the poundage basis, you will 
invariably know whether your sheet metal price 


| is in line or not. 





The next phase to touch on is service. Good 
service can be one of your best salesmen. If all 
of your jobs are working well, you are going to 
find that you get leads as a result of good satis- 
fied customers, and incidentally, you realize that 
one job not working well can offset 5 or 10 that 
are. Service can make or break your reputation 
in your area, particularly as you go further along 
and have more and more of a local reputation. 

Also if you have ever tried to sell additional 
air conditioning to a man who has trouble with 
the first unit he put in, you know the importance 
of good service for repeat sales. Remember that 
service is a part of your cost. We therefore re- 
commend that you set up a service reserve as part 
of your cost. A dealer with a good service or- 
ganization in packaged air conditioning is a dealer 

(Please turn to top of page 187) 
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7 g ' , “DROP-HEAD” 
NO DRILL TO BUY 
*Use Any %" Drill You buy GREATER 
only the reduction gear unit 
which slows turning speed of LEVERAGE 
the snake to 1/12 the speed 
of the drill, thus increasing 


turning ——__ ( 7 DROP-HEAD 
R 


12 times. Goes through the most 
difficult bowls with ease 


VERSATILE 
Will handle 1/4 - 5/6 - 3/8 qui} - UBBER BALL PROTECTOR 
- 1/2 inch snakes. Fits any : al Et y ? 
make snake house. LEFT 
BREAKING BOWLS 


\ nan " WOUND WIRE prevents universal joint of 
ONE MAN JOB | RUBBER SLEEVE Adds far greater life ‘‘Drop-Head’’ from striking 


Saves two-man charges. Turns | 1 Guards against by reducing uncoil- easily damaged internal por- 
right or left. scratching or chipping ing and kinking. tions of modern bowls. 
i? bowl. 


= oe oe oe ee ee ee ow oe oe ee ee ee ee ee ee ee ee ee oe oe ee ee oe oe 


vy 
3% NEW HEX BIT ——7 “a 
A Major Improvement! A flick of the Thumb and the drill 4 MAIL COUPON FOR FREE INFORMATION 


is instantly attached to the gear shatt and cannot fall off. 


* 
Flouble PLUMBERTOOLS, Inc. 


3782 Durango Avenue, Los Angeles 34, Calif. 
City . ere aan 


FRANK DONOVAN COMPANY, 9 So. Clinton St., Chicago, I. 5 {ocai jobber cs 
AMERICA’S LARGEST MANUFACTURER OF PIPE CLEANING TOOLS AND EQUIPMENT 


Flexible Plumbertools, Inc, Dept. D 
3782 Durango Avenue, Los Angeles 34, California 
[] Mail Free Literature [(] Send name of nearest dealer 


Name___— 
Address 
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Save time with a 


WARNOCK 


STRAP WRENCH 


avoid scratching 
polished pipe 


Flexible woven strap 
provides soft contact but 
strong grip... curved nose 
prevents denting... handle 
unbreakable. 


There are two models in 
many sizes. See these time 
and money savers at your 
wholesalers today. 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 

















Sketch of interlocking door 
and lotch jambs showing 
adjustment with spacer- 
tubes and screws 


Pematume Shower Doors 
Straighten Out Crooked Walls 


Shower Door Compeny’s exclusive 
Adjustable Jamb compensates for 
out-of-plumb walls, assure easy, water- 
tight fit. Spacer-tubes, cut plus or minus, 
give 7s” span of adjustment. Standard 
equipment on all Permalume 


shower doors. 


Mower. Door: Compal 


Of AMERICA 


973 Peachtree St., N.E., Atlanta, Georgia 
fd / a 
Creautilying the Hations Cathroomes 
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Veteran oil burner servicemen call General Fuel 4 mone 
Oil Filters “the best money can buy.” Two-fold, 3 " 
positive filtering removes the finest particles, im- applic 
proves operation of oil-fired furnaces, water heaters, : applic 
space heaters. Service “‘call-backs” are eliminated, # recor 
too, since the General 1A-25 and 2A-700 allow only who | 
clean oils to pass—greatly reducing possibilities of the b 
clogged burner nozzles. neler 
price. 
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General Filters Are Underwriters’ Laboratories Approved pace — ag cos don’t 
Filters, Inc. Z ‘ 
GENERAL FILTERS GENERAL FUEL FILTERS 43800 GRAND RIVER AVE. gg 
INCORPORATED OIL NOVI, MICHIGAN peer 
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WATER MIXING VALVE 
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(Continued from bottom of page 184) 
who will be around to see many happy bi:thdays 
in this industry. 

Now we get to an ingredient that I like to call 
financial horse-sense. We have covered a lot of 
points so far that refer to the business of making 
money intelligently. However, there is a general 


application of financial horse-sense that must be | 
applied to your business over-all. We have in our | 
records some examples of air conditioning dealers 


who have failed simply because they don’t know 


the basic value of money, and they don’t think | 
before they start up their plans. The dangers of | 
price-cutting—allowing yourself to be knocked | 
down on price—risking your reputation with bad | 


service or poor installations, and so on. 


It is important to establish good relations with | 
your bank. Don’t be afraid of credit and banking | 
systems. Bankers can help you make money; | 


the better your credit is, the easier it will be for 
you to conduct your business in a profitable and 
efficient manner. In the beginning you may have 
to suffer through a period where you feel people 
don’t trust you, but once you establish a good 
credit rating—whether you have a lot of cash in 
the bank or not—you’ll find out that it will be 
relatively easy to finance your business. 

For some reason, air conditioning men are often 
unfamiliar with the many opportunities of bor- 
rowing needed funds. Don’t be antagonistic to- 
ward your banker. Remember that he is a good 
man to know. He wants to make as many busi- 
ness loans as he safely can. The first thing your 
banker will want to know is something about you, 
as an individual. A knowledge of the personal 
and moral character of the borrower is one of the 
principal requirements, particularly in making 
loans to small concerns. One reason for this is that 
a small business is dependent upon the character 
and reliability of its key individuals to a much 
greater extent than a large one. Therefore, in ad- 
dition to your business reputation, your banker 
will want to know about the way you live, your 
family and community interests, as well as your 
personal responsibilities. 


What Your Banker Wants to Know 


Your banker will also want to know about your 
knowledge of your business. He will analyze your 
loan proposal in terms of enabling your business 
to sell more merchandise, render more services, 
or otherwise increase its income. Thus your busi- 
ness ability will be analyzed through personal ap- 
praisal and statement analysis in the process of 
determining prospects for repayment of the loan. 


Of necessity, your banker has to be cautious in | 
approving loans. His judgment must be founded | 
on facts. After all, he’s dealing with depositors’ | 


(Please turn to top of page 188) 
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“CHATTER — 


i a nt sa bi ia sa! tro 


The Broadway producer confided to his friend: 
“I've made love to many women and I think it’s 
time I changed. Tonight I’m going home to my wife 
and confess and ask her forgiveness.” 

Naturally, his wife was hurt by his confession and 
she asked, “Was it that little dancer, Anita?” 

“I’m sorry,” he replied gallantly, “I won't say.” 

His wife continued, “I bet it was that model, 
Patricia.” 

He kept his silence. 

“I know who it is—it’s that hat-check girl in the 
theater.” 

“Sorry, I can’t tell you.” 

“All right,” said his angry spouse, 
tell who it was, I won’t forgive you.” 

The next day the producer met his friend again. 
He asked, “Did your wife forgive you?” 

Replied the producer, “No, but she gave me three 
swell leads.” 


“if you won't 


- X-L Couplings — 

From the “X-L” Fictionary: TACT—A husband 
convincing his wife that a woman looks stout in a 
fur coat. 

— X-L Nipples — 

*Tain’t funny when you have to scramble around 
in a bin full of assorted couplings to find the size 
you want. Shortens your temper, too. Ask your 
jobber about “X-L” Packaged Pipe Couplings, the 
easy way to buy, the convenient way to handle Pipe 
Couplings. 

— X-L Couplings — 

Many wives are like baseball umpires; they never 

think their husbands are safe when they are out. 
- X-L Nipples — 

The head of a plumbing firm was passing through 
the stock room and saw a boy lounging against a 
box, whistling cheerfully. 

“How much do you get a week?’ 
boy. 

“Ten dollars, sir,” the lad replied. 

“Here’s a week’s pay, you loafer— 

When he next saw the foreman, he asked, 
did we hire that boy?” 

“We never hired him,” answered the foreman. 
“He just brought in a package of X-L Couplings 
from the jobber down the street.” 

— X-L Couplings — 

To be assured of the finest quality Pipe Nipples 
you can buy, ask your jobber for “X-L” Steel Pipe 
Nipples. They are available in sizes from %” to 2”, 
conveniently packaged one size to a carton for your 
handling convenience. 

— X-L Nipples — 
Poet’s Corner: 
They call it “legal tender,” 
That green and crackling stuff. 
It’s tender when you have it; 
But when you don’t it’s tough. 


— X-L Products — 


* he asked the 


you're fired!” 


“When 





Every Size and Type PIPE 
COUPLING From One ee 


PRODUCTS —_ ANY — 
WHEELING, WEST VIRGINIA 
_FACTORY prow: WOODSDALE 3296 








December, 


(Continued from bottom of page 187) 

funds, not his own. Knowing your business and 
your banker better will help you to avoid serious 
financial errors and to obtain sound and ex- 
perienced advice should you need it. 

What does all that have to do with a salesman? 
Do you think it is a credit to your salesmanship 
if you sell a unit to a man who isn’t capable of 


( | paying for it? The salesman who is not a good 
| businessman is little better than a bird-dog (you 


{ 











| 
| 
] 
| 


know—he’s the guy who sidles into a store and 


| says to the manager, “Hi, bud, want to buy some 
| air conditioning?”’). 





Watch your expenses. Don’t spend more on a 


prospect than he is worth, and don’t spend more 
| on yourself than you can afford on the basis of 
| your immediate sales record. If you start spend- 
| ing too much money on future sales, you are go- 
| ing to wind up selling peanuts. 


Learn to allocate your time and to plan it care- 


_ fully. Qualify your prospect—just because you 
| like a man doesn’t mean he is a good prospect, so 
' don’t sit in the bar all afternoon enjoying his 
| company when you could be out selling a 5 ton 
| unit to some guy you don’t like. 
| self get snowed under by a hot-shot who won’t 
| pay for his equipment when he gets it—learn to 
| spot a poor risk. 


Don’t let your- 


And lastly, don’t let your enthusiasm run away 


| with you completely. Don’t oversell. If you sell 
| a man more than he wants or needs, chances are 
| you are going to find a canceled order in your lap, 
| and no salesman likes that. 


| The Formula In Review 


In conclusion, let’s review our formula for sell- 


| ing packaged air conditioning at a profit. The basic 


ingredients are: (and not necessarily in the order 


| of their importance) 


1. Salesmanship 

2. Air Conditioning Engineering Know-How 

3. Service 

4. Financial Horse-Sense 

What’s a profitable air conditioning business? 
It’s a sound organization selling equipment and 
service at a price that allows a decent profit. It’s 
an organization with a good reputation for instal- 
lation and service and a good credit rating and 
good relations with bankers. On the score of 
personnel, I like to think that the most progres- 
sive company is one in which every man is on his 
way up—looking toward a higher income and 


| more profitable business in the future. With men 
like that on your team, you are bound to go 
| places. 


Good luck to you and may your efforts in this 


| industry (coupled with the manufacturers) make 


it possible for every humen being in this wonder- 
ful land of ours to be happier and more com- 
fortable. END 
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‘A FREIGHT ELEVATOR 
BACK OF YOUR TRUCK... 


with only one lever—one cylinder 
TO DO ALL OPERATIONS 


Efficient material handling into and out of trucks is now at its 
peak of perfection. So simple—so safe one man can handle 
loads up to 4000 Ibs.—at one time. Load or unload anything, 
anywhere. Anthony design eliminates time-consuming opera- 
tions—does this without extra cylinders, valves, controls, etc. 
A complete range of capacities for all trucks and semi-trailers. 


New Brochure shows HOW you can save up to 50% on your 
trucking costs. Send for your copy today. 


OPENING 


POWER } ii 






























LOWERING 







ANTHONY the Power to lower delivery costs 


LIFT 2 GATES 


The SHERWOOD No. 86-A 


AMERICA’S No. 1 Ball Cock . NIPPLE CARRYING CASE 


First line products like the SHERWOOD No. 86-A Anti- SAVES TIME 
Syphon Ball Cock gain first place recognition through their 
efficient, long-lasting and dependable operation. The No. PREVENTS ERROR 
86-A is quiet. It prevents back syphonage. Stops water ERLY & 
wastage. And works with any city water pressure. STOCK IS ORD * 
UP ON SHERWOOD’S No. 86-A TODAY! EASY TOCARRY /deaun 

ALWAYS THE RIGHT 

NIPPLE 
IT’S THERE WHEN ne vee vt a he A ck. sous B... 


YOU WANT IT! $ .00 road or around corners. Ideal 
15 


for PLUMBERS ELEC TRIC IANS 
& MAINTENANCE MEN 








Patd. & Pats. Pend. 
U.S. and Foreign 


ANTHONY COMPANY 
Dept. 9F - Streator, Illinois 




























































SHERWOOD BRASS WORKS e 6331 E. Jefferson, Detroit 7 









rane by handle in center of 



























“We are Specialists in Specialties” 


E, J, WOOD MFG. & nr COMPANY 


1503 FERDINAND AVE. DETROIT 9, MICH. 





Write 
for nson Veday! 


YOU WILL PROFIT 
‘with the new Clean-Rite 


() () B f Sewer Cleaning Machine 


























More plumbers are taking care 
of their own sewer calls. The 
best money-maker of the year! 
Essential to your service de- 
partment, the CLEAN RITE 
was developed through many 











the seat of ood late 


For sale by your plumber 












































| years in the sewer clean- 
ea ing business Does a more 
thorough job at far less 
cost. Approved and ad 
ee mired by all professional 
BETTER HOMES & GARDENS = wosite ee oe 


LADIES’ HOME JOURNAL PORTABLE 


WOMAN'S DAY GROVE MACHINE WORKS 
SUNSET CAR Am kel Dep‘. D, P.O. Box 136 BOWLING GREEN, OHIO 


As advertised in 
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¢ERING LIBRARY OF BOOKS 


the DOMESTIC ENGI,, 


THE 
ANSWER 
BOOK 





Answers all questions 
on heating, plumbing 
and air conditioning. 
Of great assistance 
wherever problems 
arise in connection 
with design, installa- 
tion or servicing. 
Consists of 98 pages of reference tables and rules 

. . air conditioning and psychrometric charts 

. relative humidity tables .. . table of heating 
costs. 27 page data section on Baseboard Heating. 
256 blueprint charts answer specific problems. 256 
pages. Durable, cloth bound covers open flat for 
easy reading. Price postpaid $3.50. (Please send 
cash with order). 


all tla iain tn gilts 5 


PRACTICAL 
PLUMBING 


Helps avoid costly mis- 
takes on plumbing jobs. 
Gets down to fundamentals. 
A practical book from every 
standpoint. Practical 
Plumbing is an authorita- 
tive source of information. 
Gives such basic facts as 
how to install a septic tank 

. how to size the tank 
... how to install a cooled drinking water supply 
. . - along with the solutions to many other plumb- 
ing and sanitary problems. 
Thoroughly illustrated with standard tables and 
diagrams, plus special tables and a complete set 
of plumbing symbols. Fully indexed for quick 
reference. Size 5% x 8% inches. Bound in semi- 
flexible cover. Price postpaid $3.50. (Please send 
cash with order). 





PRACTICAL 
DUCT 
WORK 


A book that provides the 
basic facts needed in all 
types of heating, ventilating 
and air conditioning requir- 
ing duct work. The principal 
purpose of this book is to help 
the contractor-dealer secure 


and handle duct jobs at a 


profit. 

Practical Duct Work brings together an accurate 
cross section of problems and practices as duct 
design, size of ducts, duct layouts, gauges of sheet 
metal needed, duct fabrication, duct installation, 
etc. Illustrations are instructive and help clarify 
the printed word where actual installations and 
conflicting methods are discussed. Size of book: 
5% x 8 inches. Price postpaid $1.00. (Please send 
cash with order). 





CONVECTOR 
RATING 
BOOK 


This long awaited book 
was designed to remove 
every element of chance 
from all convector jobs. 
Makes it possible to deter- 
mine quickly, accurately, 
the exact rating of hun- 
dreds of types, models and 
makes of convectors. 

No matter what size convector may be involved 
or who the manufacturer may be, the Convector 
Rating Book saves time and avoids guess work 
in identifying and sizing installed convection. A 
great help on remodeling jobs. 

Diagrams, clear cut illustrations and accurate rat- 
ing charts are used profusely throughout to simpli- 
fy use of book and to present step-by-step instruc- 
tions. Size 8% x 11% inches. Semi-flexible cover. 
Price postpaid $3.50. (Please send cash with order). 
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Return Coupon Today 


PROMPT ACTION 


will bring these books to you in time for your Christmas giving. 
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[TONOR YOUR BUSINESS FRIENDS AND ASSOCIATES 


Be practical in your Christmas giving. Give books from the DOMESTIC ENGINEERING Library of Books. If 
you order promptly these books will reach you in advance of Christmas. Use coupon below. 








LABOR 
AND 
MATERIAL 


This is the book that 
takes the guess work out 
of estimating. Avoids the 
costly errors and over- 
sights that lose jobs and 
money because the bid is 
too high or too low. La- 
bor and Material pro- 
vides all the facts needed 
to determine the cost of 
all necessary material 
and labor. 

Over 100 tables and charts show what materials 
are needed and the size of each .. . installation 
time of each unit. Diagramatic drawings of lava- 
tory, shower, drinking fountain installations, etc. 
Discusses in detail amount of profit and overhead 
you should add to your bid and supplies many 
other valuable bits of information. 120 pages with 
index for easy reference. 54% x 8% inches. Price 
postpaid $2.50. (Please send cash with order). 





ESTIMATING 
GUIDE 


Gives complete basic 
data for making plumb- 
ing estimates. Takes up 
cost sheets, labor, over- 
head, time element, sale 
price, percentages; all 
discussed in the follow- 
ing four methods: 

1. Estimating in conjunc- 
tion with store sales. 

2. Estimating replace- 
ments resulting from 
employee sales. 

3. Estimating jobs of var- 
ious types on the job. 

4, Estimating in the shop, either with or without 
plans and specifications. 

42 charts list requirements of materials used in al- 

most every possible type of installation. These 

charts simplify cost accounting by listing by name 
the type of material and operations necessary to 
complete the job; installation of water service pip- 
ing from street main to building, grease trap, sep- 

tic tank, water softener tank, etc. Size: 5% x 8% 

inches. Price postpaid $1.50. (Please send cash 

with order). 











COMMERCIAL 
HEATING 


4 This book serves as a depend- 


wth able guide to all who sell, de- 
ieuesdicte Pree sign, service or install inter- 
mediate pressure steam heat- 
Sean sus ing systems for furnishing 
be heat to buildings and steam 
for processing equipment. 
Covers installation and design for commercial kit- 
chens, laundries, small hospitals, tailor shops, 
dairies, etc. 48 drawings and charts aid in present- 
ing a detailed explanation. Also covers steam per- 
formance, boiler operation and rules for the instal- 
lation of piping. : 
A great aid to newcomers in the field and a quick 
review for those already familiar with steam pres- 
sure work. 
Eleven chapters dealing with all phases of this 
work. A handy book in a handy size, 5% x 8% 
inches. Price postpaid $2.25. (Please send cash with 
order). 
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2000 and 1 
Prize-Winning Ideas 
The phenomenal book of 
re-tested business build- 
ing ideas that is welcomed 
by every contractor-dealer 
who has an eye to success. 
Collectively these ideas 
represent the combined 
experience of 181 award 
winners in Domestic En- 
gineering’s All - Industry 

Merchandising Contest. 
Consists of 70 chapters de- 
voted to the methods used : 
by these merchandisers to sell 15 different types 
of products. 800 illustrations showing facilities, 
displays, trucks, advertising, radio scripts, home 
show booths, show rooms, display windows etc., 
employed by these winning contractor-dealers. 44 
separate chapters are devoted to practices and 
policies used in merchandising, business manage- 
ment, service work and remodeling. All sound, 
practical material that other contractor-dealers 
can put to use in their own establishments. 200 
pages. Size 9% x 12 inches. Price postpaid $5.00. 
(Please send cash with order). 
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DOMESTIC ENGINEERING (Book Department) 
1801 Prairie Ave., 
Chicago 16, Ill. 











. . ($3.50 Postpaid) 
. . ($3.50 Postpaid) 
. ($2.50 Postpaid) 
. ($1.50 Postpaid) 





The Answer Book 

Practical Plumbing 
Labor and Material 
] Estimating Guide . 
Practical Duct Work ($1.00 Postpaid) NAME ...... 
Convector Rating Book . ($3.50 Postpaid) 
] Commercial Heating Book .......... ($2.25 Postpaid) 
2000 and 1 Prize-Winning Ideas ..... ($5.00 Postpaid) 
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Appliance Success Story 
(Continued from center of page 85) 

sult, we got both the plumbing and heating con- 
tracts for their homes. They called up their build- 
ing contractor and simply told him they had dis- 
cussed their problems with us and wanted us to 
do the work.” 

Many of the customers are from small apart- 








rent A ce at | ments and have no room for major appliances. 
BALTIMORE : But they’re still sales prospects, Hubbs says. 
PRM OSTON (if Mh Mh fi my “While apartment dwellers may use our laun- 
CHARLOTTE derette for years, they are responsible for the pur- 
CINCINNATI o . : chase of many small traffic appliances and fixtures 
ai GoluMaus rop er y mp rovemen such as toilet seats. Almost 100 percent of the time 
U CHRI Ti e - : © ’ 
pave ALtas and modernization sales they call us for plumbing service. We’ve also 
oes DENVE . : ade found that when they move into larger quarters, 
“oe TROT fin ancing speci alists we're the ones they buy their major appliances 
eet from.” | 
LOS ANGELES Apartment dwellers, Hubbs points out, also aaied 
MINNEAPOLIS become excellent word-of-mouth advertisers. — ~ 
NEW ORLEANS : : pendent of, 
OKLAHOMA CITY ALLIED Most of them are elderly people who direct their permanent 
pipe—an 


PHILADELPHIA BU ILD [ N G CREDITS grown children and friends to Hubbs. 

PITTSBURGH Scores of other business leads have resulted 
sar eer OUls from the launderette. Housewives often visit the 
SAN FRANCISCO launderette with women friends to “keep them 

SOUTH BEND company.” This increases store traffic and re- 

aig peoseoo ‘ cruits another prospect. 
/ ey Wh Hubbs also finds housewives talkative about 
! their neighbor’s needs. Housewives waiting for 
their laundry have tipped Hubbs off to neighbors 
who were planning installation of new kitchen 
cabinets, showers and appliances. These names 
have gone into Hubbs’ file as leads for more busi- 











ness. 
WATER Except for the grand opening, Hubbs has not 


SYSTEMS advertised his launderette—but the customers GU 
ee keep coming. Hubbs doesn’t want to expand the 

ft an Sc it's launderette since it would require moving it away 

from the display area. 
“cc . . = 

A dependable filler and relief valve That would be killing the goose that laid the 
for controlling pressures in hot water golden egg,” Hubbs says. “The launderette must 
heating systems. All bronze con- BROTHERS CO. be connected with the showrooms where cus- 
struction. Factory settings 12 Ibs. 2322 KISHWAUKEE : tf ; 
delivery and 30 Ibs. relief. ROCKFORD tomers can browse around while waiting for their 
J cata ints wash. If we moved the launderette, it would lose 
its effect—and the sale of one washer is more 
profitable than a couple of weeks launderette op- 


6 ‘7 Se = eration at peak capacity.” END 
oe seeeeeca ‘ 
i ee Handling the Complete Job 


EASY SHOCK sl eeeet es ; < (Continued from bottom of page 101) 


tions of the home. 
ELIMINATORS Next, Carlson instructs his sub-contractors. 


An inexpensive, easy to install method of EASY TO SERVICE Having set up a list of such contractors who are 


e in, vat h ditions eX- ° ° : . 
ternal horizontal type and built-in. tankless ang Ry nl capable of handling this particular bathroom job, 
heaters used in most heating systems. Can poe — sooty a os hold : i h hich 

also used on cold water lines. . - 
eer eee Oe an vertically, open coin, alr valve Carlson makes up an instruction s eet which con 
M.P.T. flared connector which allows easy Close air valve. Replace on firms and elaborates the work required from each 


removal of unit from line. line. 


WRITE FOR DATA TODAY! trade. Erickson’s information form (illustrated 


R. BE RQ NS STRO M INC. | on page 99) includes space for detailed instruc- 


183 HARTFORD AVE. PROVIDENCE 9, R. I. (Please turn to top of page 195) 
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Two POPULAR PRODUCTS FROM BLAKE'S COMPLETE LINE 








L-1565-SD and L-1565 SPD DOUBLE TY FITTINGS 
These Blake fittings provide ample support for closets, inde- 
pendent of, and without stress or strain on wall. They provide 
permanent installation. Made for both screw pipe and soil 
pipe—and for either single or double installations. 


For further particulars, ask for Blake Catalog No. 16 


atirererte renee 





AKE 


Blake Division of 


HOFFMAN SPECIALTY MFG. CORP. | 


1001 York Street « 


ROOF DRAINS « FLOOR DRAINS + SHOWER DRAINS 
GARAGE DRAINS « WALL HUNG CLOSET EQUIPMENT 
GREASE INTERCEPTORS + INDUSTRIAL DRAINS 
SWIMMING POOL DRAINS « DRAINAGE STAPLES 


Ea ROT aE | 
















Style L-155 


Double curved style—two 
sets of handles afford in- 
dividual operation of each 

















lug. 


N 
PATENTED XY ‘ 


LIGHTNING TEST PLUG 


Designed for instant 
insertion or removal 


Handles locked in closed position 
as shown expand rubber rings, 
effectively sealing inside of tee, 
etc. for test. A few turns of handle 
and block assembly in open posi- 
tion lessens or increases expansion 
as desired. Guaranteed against de- 
fects. For cold water pressure only. 


Indianapolis, Indiana 











7 GUARANTEE LEAK-PROOF 


GAS LINES 


Test your gas line instaliations with a Beekman Gas 
Proving Pump and Beekman improved Mercury Col- 
umn to insure a leak-proof job. Quick, simple, and 
positive check against gas line leaks. 


MUTUAL MANUFACTURING CO. 


Dependable Testing Devices 


' Oz 45-16 162ND ST. 
% FLUSHING 58, N. Y. 











GET FACTS NOW 


on the advantages in 


PLASTIC PIPE 


WRITE FOR FREE LITERATURE 
ILLv FLAVIIG 
ELMER E. MILLS CORPORATION 
2930 N. Ashland Ave. + Chicago 13 









For those larger jobs where 
fast recovery plus storage 
are needed. Model 124 
gives 200 GPH, has 60 
gallons of storage. Model 
130 gives 300. GPH, has 
95 gallons storage. 

A.S.M.E. labeled tanks 
for schools and_ public 
buildings. Gas_ heaters 
A.G.A, approved. 


=" WRITE TODAY 
BOCK CORPORATION 


110 S. Dickinson St. Madison. Wis. Gas 

























Again Available Wesco 
Solid Copper Tube Straps 







Made of solid cop er rir 
Tit in sizes %4” to ALL 
“er sizes available without 





TIT 


WESCO (Tit) Tube Straps SAVE TIME; 
CUT LABOR COSTS. e quick, easy 
“SNAP-ON” feature leaves hands free to 
line-up and nail. Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 

*Ask Your Jobber for Wesco Hangers 
& Straps for Copper Tubing. 


WESCO MANUFACTURING CO. 

































P. O. BOX 175 WELLSVILLE, OHIO 
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FIN-TYPE COILS 
For 
Fast, Efficient 


HEATING 
and 


COOLING 


= me 


AEROFIN 


CoRPORATION 
S. Geddes St. Syracuse 4,N.Y. 





THE Standard of QUALITY 
for Over 30 Years! 


There's a less sellin 
effort needed when you sell 
KAINER—the name thet, for 
over 30 years, has signified the 
best in heating specialties. New 
Folder on Governors sent upon 
request. 

Ask Your Jobber A 


About 
The KAINER LINE! 


KAINER & CO. 





c-3 


761) LEXINGTON STREET 
coe rca GO 7? it tain ors 





APPEARANCE and EFFICIENCY 


STEDCO RADIATION 
for COMMERCIAL 

INDUSTRIAL and 
RESIDENTIAL JOBS 


STEDCO 
PRODUCTS 
Kingston, Penna. 
Wilkes Barre, 
Penna. 


: on ge install with the NEW 





CJas FIRED 7 


Closers HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLGad 
Forced Air and ad Gonetty | Gestation, Radiant Heaters, yt 


"Ue caamen tet Pep mee ase yey sy 
for domestic, commercial or gy acta requirements. call 








Stylewise, Qualitywise 
The PEERLESS Line Is Best for Every 
Heating Require 


Apartments, Housi 


ment—For Small 
Homes 
Defense 
Motor Courts, Stores 


ng Projects 
es, Schools 


Offices, Shops 
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PEERLESS MANUFACTURING CORP., 


Makes Any Fire Door 


A "SAFETY VALVE"! 
INLAND Safety Door Closer 
For Gas and Oil Conversion 

BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
= pins with the Inland Door Closer, file 
down the r catch and you have an extra 
“Safety Valve” on the job. Gentle spring 
tension allows door to swing n on slow 
or wat ao of burner and then —. 

olds door open when necessa bine 


er 7 Me 1/4”—5/16"—3/8” 
DOOR eS yd AND PRICED AT 
$1. fa 15—$1.20—$1.25 
See your jebber or write us. 


INLAND MFG. CO. 


LOUISVILLE 10, KENTUCKY 





Pat. 2,605,097 
1120 N. CICERO, CHICAGO 51, ILLINOIS 
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(Continued from bottom of page 192) 

tions on plumbing, carpentry, electrical, formica 
and other work. The back of the instruction 
sheet is used to list material and extras used in 
the plumbing work. The supplier, the cost and 
sales figures are maintained on this page to keep 
a steady check on the delivery status and cost 
features of the job. A duplicate of the instruction 
sheet is sent to each contractor involved for his 
information and records. Carlson keeps one form 
for his records and another is sent to the main 
Erickson office which details all journeymen 
plumbers. Erickson uses the same crew of jour- 
neymen on all remodeling jobs because Carlson 
feels they become specialists in solving the par- 
ticular problems of large-scale modernization 
work. 


Carlson’s next move is to have the journey- 
men alerted. Supervisers from Erickson’s main 
office make on-the-job checks of journeymen 
each afternoon. In Carlson’s bathroom job, work 
would have been scheduled so that one journey- 
man plumber would be winding up his work on 
a modernization job. The supervisor would give 
this journeyman the address of the new bathroom 
job and an instruction sheet on his work. The 
journeyman reports directly to the job the next 
morning. Erickson seldom has his men report to 
the main office since too much costly time is lost. 
By having the workers go directly from job to 
job a substantial cut is made in labor costs. 


With the preliminaries completed, the initial 
work can begin. By the time workmen are sched- 
uled to begin the remodeling job, the material 
has been delivered to the job by the supplier and 
has been checked by Carlson. First to arrive on 
the scene are the carpenter—instructed by his 
employer—and the journeyman plumber who re- 
ceived his instructions the previous day from the 
Erickson supervisor. Carlson has determined pre- 
viously that the two can work simultaneously in 
the bathroom without interfering with each oth- 
er’s movements. The carpenter rips up the old 
floor and the journeyman begins removing the 
piping. When the old piping is dismantled, the 
journeyman plumber is scheduled on another job 
while other trades proceed on the bathroom. Next 
at the scene is the electrician who, working with 
the carpenter, begins replacing the wiring. 


During the remodeling work, Carlson makes 
periodic checks on the progress of each phase of 
the operation. He also checks with sub-contrac- 
tors to keep abreast with their progress and dis- 
cuss any possibilities of improving the installa- 
tion or operating efficiency. Keeping tab on the 
modernization job permits Carlson to prepare for 
any unforeseen incident that might throw off the 
timetable. In the bathroom, for example, the 


(Please turn to top of page 196) 
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SPECIFY 
KEYSTONE 


SOLDER FITTINGS FLARED FITTINGS 


BALANCING VALVES 


ORAINAGE FITTINGS 


VALVES 


Heres Why! 


5. PRECISION FINISH 


Accurate, full depth cup 
bores; clean, true threads; and 
full, unobstructed waterways 
make Keystone Copperflow 
fittings easier to install and com- 
pletely dependable in service. 
This precision finishing is made 
possible by Copperflow s more 
rugged designs... which provide 
the greater weight and wall thick- 

ness needed for sound, pressure tight castings and 
accurate machining. In weight, workmanship and sheer 
worth, Keystone’s complete line gives your customers 
more for their money and saves you time and trouble. 
Tell your favorite jobber you want Keystone 
Copperfiow . . . always. 

Keystone Copperflow fittings have been rec- 
ognized for dependability since their introduction in 
1928. They are backed by the skill and experience 
of three-quarters of a century in casting and finishing 


non-ferrous metals. 
WRITE FOR CATALOG No. 51 


KEYSTONE BRASS WORKS 
ERIE, PENNA., U.S.A. 
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PROTECTUB 


New improved 
PROTECTUB* 


Visit Our Display 
Space 443 
Sherman Hotel 


AMERICA’S FINEST 
BATHTUB PROTECTOR 


Yes, once you install a PROTECTUB cover your 
worries are over and your profits are safe. 
PROTECTUB is your finest day and night watch- 
man against abuse by other tradesmen who 
follow your bath tub installations. Don’t be 
like the fellow who wanted to save a little 
money with inferior linings and paid double 
due to replacement of damaged tubs. Be sure. 
Install PROTECTUB. 


OVER 150,000 INSTALLATIONS 
When ordering ask for genvine 
e NOTE! PROTECTUB by name. 
SPECIFY MAKE and MODEL 
ALSO THE ECONOMY LINER 


GUM-A-TUB (3 Piece unit) 


The sturdy gummed back lining of heavy 
duty Kraft paper that is simply lied 
by wetting with damp cloth and applying 
to surface of tub to be protected. Pre- 
shaped and cut—to fit 4%/2-5-5¥e-ft. re- 
cessed tubs. 


If not Available at Your Local Jobber Write to Dept. PHB. 


PROTECTUB, INC. sew vor 2 x: ¥. 


NEW ENGLAND REP.: Lamco, BOX 292, SIMSBURY, CONN. 
Jobbers Price Sheet Available—Also iling literature! 


Progressive “Plumbers ATTENTION! 
rat AUTO-LIGN 


Bibb & Valve Seat Dresser 


“trues-up” 





Place vou Order Today! 





*Pat Pend. 








Automatically aligns and 
worn and corroded bibbs and valve 
seats. Fits all types of faucets & valves, 
Standard equipment pat- 
locking device 
four 


old and new. 
ented “AUTO-LIGN” 
(positive control) feed screw 914”, 
tempered steel cutters combination male 
& female cone. Four standard pipe 
cutters with each tool: %”, 14”, % 

& #3”. (16 other spec. sizes available) 


WRITE FOR FULL DATA TODAY 


THE BAJ TOOL CO. 


CLEVELAND 19 e 


FLEXIBL 
IE 


APOLLO $i%% 


will SAVE YOU 
Time, Labor & Money 


It has long been proven that APOLLO 
Flexible Supplies save you time and la- 
bor. Hence the money you save in over- 
head goes into added profits. So use 
APOLLO Flexible Supplies, Stops, Sup- 
ply Lines, Fittings, Nipples and Escutch- 
eons. Helps you meet and solve the rigid, 
unexpected turn in a job. \ 
Lavato 


WRITE FOR FULL INFORMATION TODAY! ae 
Straight Female 


APOLLO INDUSTRIES 


2831 JESSAMINE ST. CINCINNATI 25, OHIO 
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(Continued from bottom of page 195) 
carpenter may have discovered upon tearing up 
the floor that new supports are required to pre- 
vent sagging or other dangerous conditions when 
the new floor and fixtures are installed. This con- 
dition means the carpenter will require more 
time than originally scheduled before the journey- 
man plumber and tilesetter can complete their 

work. 

When the carpentry and electrical work is 
completed, the journeyman plumber is given a 
return assignment on the job to set the fixtures. 
The tile setting or plastering contractor follows 
to give the remodeled bathroom the finishing 
touches with the painter usually the last man on 
the job. The last contractor to handle the job 
notifies Carlson who makes a follow up visit. 
Carlson says this is an important part of the job 
which he calls “re-selling the customer.” Carlson 
says that the housewife may be disappointed in 
the finished job although it’s exactly what she or- 
dered. He believes it is important to re-sell her 
on her ideas and the true quality of her new bath- 
room. Carlson feels to leave a customer unsatis- 
fied—even in herself—is a way to lose future 
business. 

The final step is to evaluate records kept for 
the work. The completion of the job will bring 
cost records from all sub-contractors plus their 
comments on the work. Erickson’s own cost forms 
also are tabulated to get an accurate breakdown 
on the costs of material and labor for each craft. 
These records are invaluable to Carlson in plan- 
ning future jobs. They permit him to make up-to- 
date cost estimates for all jobs that involve sim- 
ilar factors, and they give him a time study useful 
in more precise scheduling of labor. END 


Questions & Answers 
(Continued from center of page 29) 


To the Editor: 

Are there any special precautions about the type 
of concrete used for floor slabs in radiant heating 
installations? 

Also is it necessary to have pressure maintained 
in the piping during the actual pour, or should this 
be done prior to pouring? 

Ind. pipe 
To the Reader: 

There is no special mix of concrete necessary for 
floor slabs in radiant heating installations. However, 
it is well to avoid concrete mixed with cinder or 
clinker content. The sulphuric residue left in these 
coal cinders may eventually deteriorate the pipe. 

Although actual testing of the piping should be 
done prior to pouring the slab, it is also desirable 
to maintain pressure during the pour since any leaks 
will show up in the newly poured concrete and pres- 
surized pipe will resist any ordinary crushing. gnp 
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SITUATIONS OPEN 





REPRESENTATIVES WANTED 





RESIDENTIAL COOLING SALES 
ENGINEER 


Prominent manufacturer of warm-air heating 
equipment needs experienced man to sell newly 
added line of summer air conditioners. Must 
have good background in air conditioni sales 
and nee An excellent opportunity for 
the right man. Send details of education, ex- 
perience. Include oto. Address Key 149-E, 
“DOMESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


PLUMBING “su PPLY SALESMAN: EX- 

perienced with own following among 
plumbing and heating contractors. Long 
established New York concern. House 
accounts turned over. Territories pro- 
tected. Drawing against commission. 
Full details first letter. Replies strictly 
confidential. Address Key 152-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 











SITUATIONS WANTED 





SITUATIONS WANTED 


Have ten years executive manage- 
ment in wholesale as well as manu- 
facturing sales of plumbing fixtures and 
kindred items. Have always operated 
Now employed but desire 
Address Key 174-E, “DO- 
MESTICENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


profitably. 


change. 





REPRESENTATIVES WANTED 





MANUFACTURER OF BATHROOM AC- 

cessories and plumbing specialties 
desires representation to call on whole- 
sale plumbing and hardware supply 


houses. Openings available in many 
territories. State territory and lines 
handled. Address Key 161-E, ‘“DOMES- 


TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


to sell a quality line of chrome plated 
fittings, nipples and escutcheons to job- 
bers in the New York and Chicago 
metropolitan territories. Please give 
complete details. Address Key 160-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
plumbers’ special packing to agents 
calling on plumbing supply houses. 
Unique demonstration sells 8 out of 10 
on first call. Excellent for opening new 
accounts and high volume repeat _busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 1801 Ave., 


Prairie 
Chicago 16, Illinois. 


FOR ADDITIONAL 











REPRESENTATIVES WANTED 


Incinerators are in demand. Excellent oppor- 
tunity for eager manufacturers’ representative 
the incinerator market. 
Sixty-three years of manufacturing experience 
. Sizes for 
residential, commercial, and municipal. — 


to take advantage of 
behind you. Many good tes 


ye territories if possible. Good comm 
ress Key 159-E, “DOMESTIC ENGINEER. 
ING? 1 1801 Prairie Ave., Chicago 16, Illinois. 
MANU FACTU RER OF COMPETITIVE 
tubular brass products. Many terri- 
tories open. Write giving lines handled 
and territory covered. Address Key 
170-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


QUALITY LINE OF AUTOMATIC GAS 

and electric storage water heaters 
of nationally known brand available for 
established manufacturers’ representa- 
tives giving thorough coverage in the 
following areas: Indiana, Illinois, Wis- 
consin, and Missouri. Address P. O. 
Box 1351, Cleveland 3, Ohio. 











MANUFACTURERS’ AGENTS 


wanted by prominent manufacturer of 
convector-radiators, unit heaters, heat- 
ing and cooling coils, and air condition- 
ing units. Territories open in several 
sections of the United States including 
Philadelphia, Scranton, Harrisburg, 
Washington, D. C., Cleveland, Miami, 
and Knoxville. Address Key 168-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





PLUMBING SUPPLY SALESMEN WITH 
own following among plumbing con- 
tractors and hardware stores for line 
of bathroom accessories. Address Key 
163-E, “DOMESTI ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


Manufacturer of plumbers cast brass 
goods and heating specialties for oil 
burners desires representatives in fol- 
lowing states: 

oe & Southern New Jersey 





Virginia 

West Virginia 

Ohio 

Illinois 
Address Key 117-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


MANUFACTURER OF ESTABLISHED 
line of plumbing brass, including 
valves, lavatory and sink faucets, bath 
and shower bodies, tubular traps and 
other items, seeks manufacturers’ rep- 
resentatives selling wholesale jobber 
outlets in the following territories: 
New England, upstate New York, 
Pennsylvania, Maryland, Washington, 
D. C., Virginia, North and South Caro- 
lina, Georgia, Texas, Louisiana, Minne- 
sota and Arkansas. State actual terri- 
tory covered. Address Key 169-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Tllinois. 

















Rates For Classified Advertisements 
Light face advertisements, fifteen cents per 
word, including heading and address. For 
keyed address count seven words. Minimum 
advertisement, $3.00 per insertion. Rates for 
bold face advertisements, $6.00 per inch. Ad-| 
dress all advertisements to Classified Adver- 
tising Department, DOMESTIC ENGI- 
NEERING, 1801 Prairie Ave., Chicago 16, 
Illinois. All Classified Advertisements are) 





December, 1953 





payable in advance! 








REPRESENTATIVES WANTED 





SALESMAN PLUMBING SPECIALTIES 
to sell for established New York firm 
to plumbing contractors and hardware 
stores exclusive territory. Commission. 
Replies confidential. Address Key 155-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVE WANTED 


Manufacturer of plumbers’ brass, in- 
cluding faucets and a complete line of 
valves, desires representative who calls 
on wholesale plumbing and _ heating 
jobbers. 

Washington and Baltimore Area 
Address Key 153-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 








SALES REPRESENTATIVE WANTED 

by manufacturer of high grade line 
of tubular brass goods to cover New 
England States, Carolinas and Virginia, 
Middle Western, Southern and South- 
eastern States. State territory covered 
and present lines carried. Address Key 
138-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





MANUFACTURER’S REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri- 
tories open. Write full details in con- 
fidence. Box DE 1034, 221 West 41st 
Street, New York City. 





REPRESENTATIVES WANTED 


Some territories open on copper sweat 
fitting line. For consideration advise 
area covered and lines now handled. 
Address Key 177-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





REPRESENTATIVES WANTED: MAN- 

ufacturer of plumbing and heating 
sheet metal specialties seeks represen- 
tatives calling on wholesale plumbing 
and heating supply jobbers. Openings 
available in many territories. Address 
Key 125-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





WANTED IN OHIO, ILLINOIS, MICHI- 

gan, Indiana and Pennsylvania area 
salesman to sell cast copper pipe fittings 
and other plumbing items direct to 
plumbers and hardware stores only 
Replies confidential. Write for complete 
details. Address Key 176-E, “DOMES 
TIC ENGINEERING, if 1801 Prairie Ave 
Chicago 16, Illinois. 


CLASSIFIED ADVERTISEMENTS SEE PAGES 200 AND 202 
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$57,000 Investors 
in Democracy” 


7 
fi; 


HENRY FORD Il ™% 


President, Ford Motor Company 


DOMESTIC ENGINEERING 


“In the most practical way possible—the regular purchase of U.S. Savings 
Bonds—millions of Americans are demonstrating complete confidence in our 
form of government. Investors in democracy, they are freely staking their 
personal security on a fundamental faith in the future of our nation. I am 
proud that today more than 57,000 Ford Motor Company employees are par- 
ticipating in the Payroll Savings Plan. Last year they bought bonds worth 
$25,000,000 at face value, and this year the total of their purchases will be 
even greater. Through their thrift they are helping to keep America strong.” 


Few investment groups are as important to America as 
the members of the Ford Payroll Savings Plan. They 
are important in size—57,000 men and women... 
important in buying power—they actually purchase 
$25,000,000 in Savings Bonds every year... and very 
important to our economic stability—“through their 
thrift they are helping to keep America strong.” 

“Oh,” someone may say, “Ford is a big company and 
they do things in a big way. It’s easy for Ford to get 
thousands of people to sign up for the Payroll Savings 
Plan.” 

It was relatively easy for Ford, and it is easy for 
any company, large or small, to build a good Payroll 
Savings Plan if—(1) The head of the company recog- 
nizes the importance of the Payroll Savings Plan to 
the employees, the company, and the country; (2) /f 


he will show the same degree of personal interest that 
Mr. Ford takes in the Ford Payroll Savings Plan. 


If you would like to match Mr. Ford’s Payroll Sav- 
ings record—percentage-wise, of course—all you have 
to do is to see to it that a Payroll Savings Application 
Blank is placed in the hands of every man and woman 
“In your company. It will help, of course, if you remind 
them, over your signature, that the Payroll Savings 
Plan is a safe and sure road to personal security. 

The Savings Bond Division, U.S. Treasury Depart- 
ment, Washington, D. C., is ready to provide all the 
help you need in the way of Application Blanks, liter- 
ature, and a complete outline of a simple, person-to- 
person canvass that will put an application blank in 
the hands of every one of your employees. Your em- 
ployees will do the rest. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Coxncil and 
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REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 





BRASS MANUFACTURER DESIRES 

established manufacturers’ represen- 
tatives living in St. Louis, Cleveland, 
Detroit, Chicago, Pittsburgh, Philadel- 
phia, Boston, Milwaukee, Minneapolis, 
Dallas, to sell complete line of plumb- 
ers’ brass goods including concealed 
and exposed bath, shower and kitchen 
fixtures, gate, globe and check valves, 
tubular “S" and “P” traps and many 
other brass products, selling through 
jobbers of plumbing, heating, mill and 
mine supplies. Please state all details. 
Addres3 Key, 164-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





FIELD REPRESENTATIVES 


We desire to employ two field represen- 
tatives. One to cover the Pacific Coast 
and Rocky Mountain States. The other 
to cover the South and Southeastern 
States. Applicant should have good 
knowledge of waste, vent and sewage 
lines. Ability to talk convincingly: to 
state and local officials; to groups of 
industry people; and to local civic or- 
ganizations. Salary, expenses and auto- 
mobile furnished our representatives. 
Write complete information, include 
photo, references and salary expected. 
Only written applications considered. 


CAST IRON SOIL PIPE 
INSTITUTE 


1627 K Street N.W. 
Washington 6, D.C. 


MANUFACTURERS’ REPRESENTA- 
tive wanted by established New Eng- 
land concern to sell cast copper sweat 
fittings and chrome plated bar seat 
hinges in the states of Illinois, Indiana 
and Florida. State experience, thorough 
coverage expected, commission basis. 
Replies confidential. Address Key 156-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MAN NOW CALLING ON WHOLESALE 
plumbing supply companies to handle 
Plumber's specialty item in conjunction 
with present lines. Areas available in 
Illinois, Kentucky, Indiana, Maryland 
and West Virginia. OWENS TRAP 
COVER COMPANY, 17813 Euclid Ave., 
Cleveland, Ohio, ‘ 





LINES WANTED 





RELIABLE MANUFACTURERS’ REP- 

resentative, traveling two men in 
western New York State, desires brass 
tubular and finished brass lines. Allied 
items will be considered. Address Key 
172-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Illinois 


LEADING FLORIDA MANUFACTUR- 

ers’ representative sales organiza- 
tion, now covering Florida only, desires 
few more lines. Years of experience 
plus leadership in sales records, plus 
reputation and results! Address Key 
919-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


FOR ADDITIONAL 


Chicago 16, 





| 
| 


\ 


TOP YOUR VOLUME 


by engaging our A-1 established and 
go-getting sales agency covering Illi- 
nois, Indiana and Wisconsin. Repre- 
sentation as you like it. Address Key 
988-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

tive established in the state of 
Florida, calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote. Located at St. Peters- 
burg, Florida. Address Key 942-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


NEW REPRESENTATIVE! 


I am currently establishing myself in 
the eastern Pennsylvania and adjacent 
territory. (Residence Philadelphia, 
Pennsylvania.) 

At the moment I! do not know one buy- 
er in the territory . . . However, I do 
know where they are all located and 
I’m anxious to meet them! 


I CAN OFFER: 


1. 8 years of successful sales 
experience 

. A fair knowledge of the plumb- 
ing and heating trade 

. An open mind 

- No fear of competition 

. A sincere desire to represent 
reputable manufacturers 

. The belief that a new smiling 
face will prove refreshing 


Address Key 178-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
SEVERAL LINES WANTED FOR ALL 
or part of Michigan and Ohio by expe- 
rienced man calling on the jobbing 
trade. Address Key 179-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Cc shicago 16, Illinois. 


PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5, 
California 
Lines for plumbing, hardware and industrial 
sebbere, only. Perfect coverage in California 


izona for past twenty _years. 


MARKETING 
MANUFACTURING 


If you have products, designs, ideas 
that will fit into the plumbing, heating, 
hardware and mill supply field, we have 
an expert marketing organization regu- 
larly calling on over 3,000 jobbers in 
U. S. and Canada and foreign countries 
and now selling well over half of these 
—we are also in position and have our 
own facilities to manufacture many 
items. Adress Key 999-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





CLASSIFIED ADVERTISEMENTS SEE 





| 
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PAGES 198 AND 202 


BE PREPARED... 
to get needed volume from fertile New 
York, New Jersey and Connecticut de- 
spite effects of the tapering boom. 


IT PAYS... 


to engage us as your representatives! 
Our 30 years of know-how will guide 
you to greater volume than you ever 
dreamed possible. Our Plumbing Sales 
Division especially seeks cast brass, 
sweat, drainage, or malleable fittings. 
Our Heating Division can successfully 
promote anything from a_ thermostat 
to a furnace. Warehouse facilities avail- 
able. Address Key 101-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago ‘16, Illinois. 


THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 8, Minn. 
Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 


TOPS IN REPRESENTATION COV ER- 

ing wholesalers Maryland, District of 
Columbia, Virginia remind top manu- 
facturers now that 1954 is approaching 
to consider US if contemplating a 
change. Address Key 146-E, “DOMES- 
TIC ENGINEERING, if 1801 Prairie Ave., 
Chicago 16, Illinois. 





MANUFACTURER WANTED 


We are a substantial and long estab- 
lished organization with representatives 
throughout the United States covering 
the plumbing jobbers and wholesalers. 
We seek a working agreement for dis- 
tribution of additional items not con- 
flicting with our own tubular brass 
line, which we have manufactured for 
many years. Only direct manufacturers 
need apply. Address Key 173-E, “DO- 
MESTICENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRESENTA- 
tive actively covering northern New 
Jersey is interested in ee on_ one 
additional line. Address 2} 


“DOMESTIC ENG INEERING. 


Prairie Ave., Chicago 16, Illinois. 


ACTIVE NORTHWEST 
REPRESENTATIVE 
can justly service one or two additional 
lines, non-conflicting, in the states of 
Washington, Oregon, northern Idaho, 
Montana. Prefer natural gas equipment. 
Address Key 167-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 
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@ NO SUSPENDERS al 


— 


@ NO MOUTH ORGANS 
@ NO PREMIUMS AT ALL 


<<>> 


JUST 
GOOD QUALITY  fEStaur 


Gy 
ata 


fair price 


IF YOUR JOBBER CANNOT 
SUPPLY YOU—SEND YOUR 
ORDER AND HIS NAME TO: 


10HN SUNSHINE CHEMICAL co., inc. 


600-602-604 W. LAKE ST., CHICAGO 6, ILL. 
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Series ‘‘JH’’ 


GREASE INTERCEPTOR 
Automatically Discharges 
the intercepted grease 


*at the turn of a valve 


Now ... for the first time 
anywhere... Josam offers a 
grease interceptor that ends 
one of the greatest problems 
of grease interception—the 
removal of the grease from 
the interceptor. New Josam 
Series “JH” interceptor 
automatically discharges the 
grease from the interceptor 
at the turn of a valve. Now 
it is no longer necessary to take off cover and remove 
grease by hand—there is no mess, no odor—grease flows 
out of nozzle. A new, profitable source of business for you. 
Send coupon today for complete information. 





JOSAM MANUFACTURING CO., Dept. DE, Michigan City, Ind. 


Please send complete details on Series ‘JH’ Grease Interceptor. 


Name dsl ahestgaegesseaed Business 

Firm. . 

Address. 

Bid ccinxesrespenesienee aan Zone...... eR ones tne dbeneebetu 
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DIVISIONAL SALES MANAGER NEEDED! 


Unusual Opportunity For 
Seasoned Sales Executive! 


If you are qualified to head up a major sales divi- 
sion of a rapidly growing corporation (current 
volume over $50 million) our client would like to 
hear from you! 


This dynamic corporation has multiplied its sales 
volume five times since the war and the executive 
selected for this job is expected to help maintain 
this healthy growth rate. 


The man needed should be an experienced sales 
executive qualified to direct the activities of a sales 
force selling Heating Products. Firm manufacturers 
a full line of convector, baseboard and wall radia- 
tion, plus full line of unit heaters. 

Specific experience in this field is essential! Prefer 
man with both wet and dry heat sales experience but 
wet heat experience is essential! 

So if you are interested in tying in with one of the 
most vital growth corporations in the nation, send 
us a resume of your background and experience and 
we'll arrange an interview. All replies held strictly 
confidential. Salary commensurate with your ex- 
perience plus liberal bonus arrangement. 


Address all replies to this ad to Bob Beuchner 


Director of Personnel 


BBDO, 383 Madison Avenue 
Tec 2. Gm OU Bee Be 


BATTEN, BARTON, DURSTINE & OSBORN, INC. 











r 7 


FREE SERVICE FOR 


Manu factu rers’ Re p resentatives 







MANUFACTURERS’ AGENTS REGISTER NOW! 


(- advantage of Domestic Engineering Maga- 
zine’s free service for your benefit. This service will 
keep you posted on lines suitable for you as they be- 
come available in your territory. Frequently, this gives 
you the inside track toward getting those desirable, 
non-conflicting lines that will make you real money. 
For years, Domestic Engineering has maintained a clear 
ing house of information to bring the manufacturer and 
the representative together for their mutual benefit. 
Hundreds of agents will attest that this free service has 
been invaluable in the building of their business and 
their income. If you are not already registered with us, 
write today for necessary forms and complete informa 
tion. There is no charge. Attach this advertisement to 
your letterhead and mail to Domestic Engineering, 


1801 Prairie Avenue, Chicago 16, Ill. 
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LINES WANTED 


LINES WANTED 


FOR SALE 





California—Arizona—Nevada 
SAM HEXTER & ASSOCIATES 
9254 West Third St. 
Beverly Hills, Calif. 


Warehousing Nationally Known Lines 


N orthern California 


OLIPHANT COMMERCIAL 
CORPORATION 


Plumbing-Heating-Ventilating 
610 Oak Street 
Oakland 7, California 


ensiaasete ecard Known Lines 


MANUFACTURERS’ REPRESENTA- 
tives, established over twenty years, 
selling. the New England wholesaler. 
Well financed, with office and Boston 
warehouse with rail siding, seeking one 
additional line. Address Key 
“DOMESTIC ENGINE ERING. ‘ef 
Prairie “Ave. Cc hicago 16, Illinois. 


DEL L. RAMEY & ASSOCIATES 
Manufacturer’s Representatives 


4005 Wrightwood Road 
Austin, Texas 


Covering the Southwest 





PACIFIC NORTHWEST 
Washington-Idaho-Oregon 


Eight years experience, can offer com- 
plete coverage for plumbing and heat- 
ing products. Warehouse available for 
quality lines. Address Key 171-E, “DO- 
MESTICENGINEERING,” 1801 
Prairie atten Chicago 16, Illinois. 


LONG ESTABLISHED WEST COAST 

agent, headquarters southern Cali- 
fornia, selling to plumbing wholesale 
wants one or two additional lines for 
coverage. bos ag facilities. Ad- 
dress Key 154-E, “DOMESTIC ENGI- 
NEE RING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





M. L. QUEEN 
410 N. Poplar Street 


Dexter, Missouri 





Established with plumbing jobbers in the states 
of Missouri, Ar . Kentucky, and thern 
Illinois, giving prompt coverage to manufac- 
turers represented. 


FRANK MORRIS & CO. 
424 S. Cheyenne St. 
Tulsa, Oklahoma 


Nebraska, Kansas, Oklahoma, Missouri, 
Arkansas, Colorado. 


FOR ADDITIONAL 








LINES WANTED 


Chicago and surrounding 
Experienced manufacturers’ 
tative with lucrative following desires 
lines with merit. Address Key 162-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


territory. 
represen- 





MANUFACTURERS’ REPRESENTA- 

tives established 20 years, large fol- 
lowing plumbing supply jobbers, seek 
additional line, New York City suburban 
Levestery, straight commission. Address 

y 166-E, “DOMESTIC ENGINEER- 
ING, ” 1801 Prairie Ave., Chicago 16, 
[linois. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


1836 Euclid Ave., 
Cleveland 15, Ohio 


Serving the plumbing jobber 








PLUMBING SALES MANAGER AT 
both wholesale and manufacturing 
desirable lines. Have 
with plumbing 


wants 
experience 


levels 
necessary 
items including three major fixture 
lines. Contacts primarily Midwest. Ad- 
dress Key 151-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





Territory ry southern Illinois, Mis- 
souri, eastern Kansas. Well financed 
and established. Sell wholesalers only. 
Want steel pipe, fittings, plastic drain 
pipe. Address Key 131-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois.’ 





R. P. WILEY 


616 West 26th 
Kansas City 8, Mo. 


Selling jobbers throughout Iowa, Ne- 
braska, Kansas, Oklahoma, western 
Mi i. Wareh service available. 


ADDITIONAL LINES WANTED BY 

established manufacturer's represent- 
ative, covering eastern New York State 
and western Massachusetts to plumbing 
supply, industrial supply, original 
equipment manufacturers and farm sup- 
ply accounts. Intensive coverage. Ad- 
dress Key 106-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 














FOR SALE 





BUSINESS FOR SALE: ESTABLISHED 

wholesale plumbing and heating sup- 
ply company with beautiful modern 
showroom located on busy highway in 
New Jersey. Selling due to illness. For 
further information Address Key 952-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





FOR SALE 

Well established plumbing and heating 
business in Lincoln, Nebraska. Well 
equipped shop and show room in new 
stone building 40 x 100 with two de- 
luxe apartments on second floor. Lot 
size 72 x 300 with ample parking and 
storage space. Owner has been in the 
plumbing and heating business over 
forty years and wishes to retire. Ad- 
dress Key 165-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


WELL ESTABLISHED PLUMBING, 

heating and appliance business in 
rapidly growing Pacific northwest com- 
munity near large city. Complete shop. 
Building, 50’ x 32’ with large show 
room, located on corner lot on main 
street. 50’ x 50’ high board fenced yard 
with storage shed. Long time lease 
available. Owner has other business 
interests. Address Key 58-E, “DO- 
MESTIC ENGINEERING, os Pe0i Prairie 
Ave., Chicago 16, Illinois. 


PHILADELPHIA SUBURB 


business for sale. A rare opportunity. 
Well established wholesale business of 
oil burners, parts, controls and supplies. 
Automatic heating controls, fuel pumps 
and parts. 

NEW — REBUILT 

Located in the center of over 100,000 
populated area, with modern showroom 
on busy highway with parking. No 
direct competition within 18 miles. 
Selling due to health; must cut down 
activity. 

$20,000 includes established accounts, 
factory arrangements, business name, 
adding machine, typewriter, counter 
showcases, shelving, neon signs and 
approximately $10,000 stock consists of 
mostly new controls, parts and supplies. 
Doing about $40,000 gross at present 
from the dealers who stop in to buy. 
The business can be doubled or tripled 
almost immediately by occasionally con- 
tacting the dealers, which is not being 
done at present. We have a mailing 
list of about 200 dealers and, of course, 
there are more than 200 dealers in the 
area. About 85 dealers have been active 
accounts up to October 30, 1953. 

A long term lease available on real 
estate. Address Key 157-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


PLUMBING AND HEATING 
BUSINESS 

averaging $40,000 per year. Long estab- 
lished in southern Kentucky town of 
7,000, serving county of 22,000 popula- 
tion. In same town 35 years. In present 
location 18 years. Price $13,500. Ad- 
dress Key 150-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave. 
Chicago 16, Illinois. 











CLASSIFIED ADVERTISEMENTS SEE PAGES 198 AND 200 
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(snt there Some Wa 
| can avoid ws, 
these , 
rust spots? 7 


It not only removes all iron but also 
filters out other foreign matter which 
colors or clouds the water. The result 
is crystal-clear, palatable water. No 
more rust spots on clothes. No more 
discolored bowls or bathtubs. 
Distributed through plumbing supply wholesalers. 
Write for catalog and prices. 


OSHKOSH FILTER G SOFTENER CO. 
Oshkosh, Wisconsin 











Here’s a Christmas present 
that means years of comfort 
and convenience to a whole 
family! 

Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now! For 
you, it means— extra Christ- 
mas profits this year. 


Goulds Pumps inc. 
Seneca Falls, N.Y. 


for Shallow Wells 


GOULDS Water Systems 


DOMESTIC ENGINEERING 


... Effective immediately, ali Alberene sinks will 
be special sinks, built to order to fit any space, in 
any dimensions. Manufacture of production-run 
laundry trays has been discontinued. 

Just send us complete dimensions (ask us for 
our easy-to-use order forms). There are nine 
types you may choose from. If you have any 
trouble in design, phone our local representative, 


or write to — 


ALBERENE STONE CORP. 
OF VIRGINIA 
419—4th Ave., New York 16, N. Y. 


The No. 30 Gem, a competitive white 
seat, is molded with a new material 
(SILKONITE) consisting of cured wood 
fibres and synthetic resins under tons 
of pressure and heat forming a solid 
massive seat with no glue joints and 
no. chance of splitting or warping. 


Also make a complete line of Mother 
of Pearl sheet covered seats. 


2 flauf, PRODUCTS OF CALIFORNIA 
pu 0 


Los Angeles | California 





8 Stk 


TINICUM METAL COMPANY, 


mcr STRAPPING 


KINKS 
IN E-Z PULL CARTON 
E-Z TO CARRY 
E-Z TO USE 


%” by 20 gauge black, cold 
rolled, galvanized and par- 
tial copper clad steel in 50’ 
and 100’ coils. 
Also 
available 
in bulk for 
economy jobs 


Send for complete catalog & price sheet 
INC 


4 if 


la See Ols 
LAUNDRY TRAY 
STANDS AND 

HANGER 

STRAPPING 





INDLEY'S 


PLUMBERS’ 
SPECIALTIES 


—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to use 
in emergencies—prerequisite in fin- 
ishing many a plumbing job. 


53 John St., Valley Falls, 








HINDLEY MFG. CO. 
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Boiler Iube Cleaners 
Wire Heater Brushes 








WORCESTER BRUSH «0 SCRAPER CO. | 


WI 
Dvision of 


MASON-WORCESTER CO. 
WORCESTER,MASS. 


FLARING DIE 
WITH COMPRESSOR 


FOR COPPER TUBING 


Compact, Fast and Simple. Flares 
end of copper tubing quickly and 
correctly. Seven flaring dies %4¢” - 


4” - Ke” rs 36” . The” p 1%,” . 5B”. 





It does a speedy job 
without the aid of 
loose dies or a_ vise, 
and is compactly made / 
for more efficient use- 





Price $4.15 


JACKSON 
MICHIGAN 


Distributors Wanted—Write Today! 


LOERMAN CLARK MFG. CO. 


HANG RADIATORS FASTER 
WITH "SPEED’? RADIATOR BRACKETS 


You'll be surprised at how much less time it 
takes to install radiation if you use ‘Speed’ 
Radiator Brackets. In fact they pay for them- 
selves many times over on every job. Packed in 
carton, completely assembled. Hangs any type of 
wall or tube radiation. Write for literature. 


Your Jobber Stocks Them! 
CARTY & MOORE ENGINEERING CO. 








1150 W. BALTIMORE 
DETROIT 2, MICH. 
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watch for our 1954 


model 
announcements 


@ World's most widely 
used Barometric Draft Controls. 


@ The controls preferred by manufac- 
turers, jobbers and dealers. 


~  ©@ Publishers of the first draft control guide for in- 
stalling dealers. 


FIELD CONTROL DIVISION 
of H. D. CONKEY & COMPANY © Mendota, Illinois 
AFFILIATES 


"= CONCO BUILDING PRODUCTS, INC. © Brick, Tile, Stone 
CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 








ARNSTRUAG BROS. 


=~ BETTER PIPE TOOLS 
' > Thread (” and 2” pipe with power! 

_ pe Th t (26 lb.) compact Portable Power 

reader, goes to the job—is operated 

4" portable electric: rill. 1 set of High 

Spe Steel Chasers do all sizes—just move 

indicator to 1", 14", 144" or 2” marking. 

Clamp on pipe and apply drill to drive square. 

The rest is automatic. en on anti- 

friction bearings with automatic lead, it’s a 

fast,easy way togetsmooth, accurate threads. 


\ 
Write for Catalog. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


5223 W. Armstrong Avenue Chicago 30, Illinois 























“A HARD-WORKING SALESMAN 
FOR $15 A YEAR?” 


The Modernization Sales Kit 
Puts Him on Your Payroll! 


yO 


SEE PAGES 150-151 
OF THIS ISSUE 
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Josam Mfg. Co. 


Continued on Next Page 


*See Our Catalog in the 1953 DOMESTIC ENGINEERING CATALOG DIRECTORY 
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DOMESTIC ENGINEERING 


Paired for peak performance 
in venting gas-burning appliances 


New Johns-Manville Transite 
Type B-W Gas Vent 


for recessed wall heaters 


New to the Transite® Gas Vent line, Transite B-W Gas 
Vent is designed to improve the venting of recessed 
wall heaters as well as to cut installation costs. Ap- 
proved by the Underwriters’ Laboratories, Inc. for 
¥%" minimum clearance, it can be installed in standard 
wall construction without furring. 

Transite B-W Gas Vent consists of an asbestos 
cement oval vent pipe combined with an outer alumi- 
num jacket. It is rustproof, strong and resilient. . . 
withstands normal rough handling on the job. Corro- 
sion-resistant—cannot rust. 

As illustrated above, Transite B-W Gas Vent is 
available with either round or oval bell end for ready 
connection to Transite Type B Gas Vent. 
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Johns-Manville Transite 
Type B Gas Vent 
for other home gas-fired units 


Transite Type B Gas Vent has been the Industry’s 
standard flue pipe for venting domestic gas appliances. 
Made of asbestos cement, it cannot rust. Tough and 
durable, it will not deform. Its combination of rugged- 
ness and light weight simplifies handling, speeds in- 
stallation and requires only minimum bracing. 

Included in codes of cities from coast to coast, 
Johns-Manville Transite Flue Pipe is the only pipe that 
has been continuously listed by Underwriters’ Labora- 
tories since 1932 for use as a vent pipe for domestic 
gas-burning equipment. A 

As illustrated above, Transite B-Type Gas Vent is 
available in oval and round pipe and fittings that 
make it suitable for varied venting requirements. 


For further information, write to Johns-Manville, Box 60, New York 16, N. Y. 
In Canada, 199 Bay Street, Toronto 1, Ontario. 
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Johns-Manville TRANSITE GAS VENTS 


Another J-M product —Transite Warm Air Duct 
The permanent duct for modern perimeter heating. Widely 
used for loop and radial systems. Comes in long lengths, 
combines strength with light weight. Easy assembly . . . sim- 
plified handling . . . speedy installation . . . saves money! 
No supports, no anchoring, complete encasement in concrete 
not required. Literature on request. 
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SELF CLOSING TEMPERATURE 
& PRESSURE RELIEF VALVES! 


restige Building Predicts 
PREFERRED BY... restige Building Buyers! 


ATIONALLY recognized for their dependable efficiency and 
long-lasting operation, the CADWELL No’s, 25 and 25E are 
unsurpassed for their excellent performance with RANGE 

BOILERS, WATER HEATERS and HOT WATER STORAGE 
TANKS, Thermostatic Element always out of water except when 
discharging, Easily taken apart for inspection and easily cleaned 
without disturbing temperature or pressure relief, Available in 
male 12”, 34” & 1” Female diam, 2” in all cases, Listed A.G.A, 
Maximum hourly input of 850,000 B.T.U. 


RELIEF VALVES FOR EVERY PURPOSE 


CADWELL 
No’s. 25 & 25E 


These exceptionally fine 
valves are identical in 


ane ae oe Cadwell Cail 


extension as shown. 
Maximum xy input No. 75 No. 105 


of 850,000 B.T.U. Adjustable Poppet Poppet Type Pressure 
Type Pressure Relief Relief Valve. 4’ rf a Y 
Valve. 2” 1.P.S. 1.P.S. Listed A.G.A. aawe 


No. 35 


Cadwell Coke Types No. 75, 105, and 35 can be furnished Pressure Relief Valve. 
No. 25 No. 25E with fusible plug for temperature relief. (Not Diaphragm, oPerthes. 
Listed A.G.A. Listed A.G.A. self-closing on temperature relief.) Listed A.G.A. 


Perfection FLOOR & CEILING PLATES 


The original PERFECTION NO. 10 Sheet — 
Sizes 4%” to 6”. Copper Tube Size 14” to 
No. 11—Same with Set Screws, Copper Tabs 
Sizes %4” to 3”. 
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